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EDITOR’S WORD 
Welcome

Our third Money Issue returns this 
summer and highlights the wealth 
journey of making and growing 
and, hopefully, sharing money. 

We bring the latest advice on 
wealth management from some of the brightest 
minds working in North East finance, and even 
provide a few ideas of some alternative investment 
options – should you be lucky enough to have 
deep enough pockets to invest in a classic car or a 
contemporary work of art. 

We again feature on the cover a business person 
who personifies this wealth journey. Andy Preston 
made his millions as a stock broker and hedge 

fund manager in the City before returning to his 
hometown of Teesside, where he has set up several 
charities to help local poverty and homelessness. 

Speaking to North East Times, Andy reflects on 
his incredible career after leaving school at 15 with 
no qualifications.

In addition, we speak to Sue Fox, head of M&S 
Bank, Andrew Mitchell, chief executive of The 
North East Fund Ltd and Patricia Alexander, CEO 
of Shared Interest, the Newcastle-based community 
benefit society that is supporting some of the 
world’s most disadvantaged communities. 

I hope that you enjoy this issue. 

Welcome to the Money 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

The UK continues to be Europe’s most attractive location 
for international investment into financial services, 
however, it is losing ground to other EU destinations, 
according to EY’s 2018 UK Attractiveness Report. 

The UK registered 78 financial services foreign direct 
investment (FDI) projects in 2017, down from the record 106 projects 
the previous year, while financial services investment into Europe as a 
whole increased by 13 per cent, according to the report. 

Germany, in second place, attracted 64 projects (up from 39 the 
previous year) and France, in third place, registered 49 projects 
(up from 22 on 2016). There have also been big gains for Ireland, 
recording 28 projects, up from 12 in 216 – a 133 per cent increase, 
and Luxembourg, attracting 17 projects, up from two the previous 
year – a 750 per cent rise.

Investor sentiment for the longer-term outlook of the UK financial 

services industry remains largely mixed, with 37 per cent thinking 
the UK’s attractiveness will decline over the next three years as 
uncertainty over Brexit shows little sign of abating.

Omar Ali, EY’s UK financial services leader, commented: “It 
would be easy to use 2017 FS investment numbers to predict the end 
of the UK’s global dominance in financial services, but the figures 
just don’t show that. Despite all the challenges, the UK is still the 
most attractive market for FDI in Europe. This is due to several 
factors, many of which are difficult for any other centre in Europe to 
replicate – our talent, quality of life, time zone, tech infrastructure 
and robust regulatory and legal systems. But we can’t ignore the 
drop in investment and forward-looking sentiment – investors are 
sending a clear message that answers are needed on future trading 
arrangements, access to skills and the UK’s future approach to the 
economy.”

BUSINESS

UK still Europe’s top 
location for financial 
services investment

BULLETIN

FUNDING

Barclays launches £500m fund to help 
Northern SMEs 
Barclays has launched a £500m growth fund for small and medium-
sized businesses in the North of England as part of the bank’s 
commitment to support the Government’s Northern Powerhouse 
initiative. 

The new fund is available to inject investment into businesses 
across the region with favourable terms for manufacturing, 
transport and logistics companies, helping them to grow and create 
new jobs.

Launching the fund, Jes Staley, Barclays Group CEO (pictured), 
said: “The Northern Powerhouse is an initiative which, if delivered, 
would help the whole country to meet that challenge and take those 
economic opportunities. That is why I’m delighted to announce 
our £500 million Northern Powerhouse Growth Fund, enabling 
businesses across the North to invest in jobs and growth.”

….but projects have declined due to Brexit 
uncertainty, according to EY report
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MANUFACTURING

Sunderland plant chosen to 
produce new ‘H-Drive’
Global high-pressure specialist Haskel has 
announced that its Sunderland plant will be 
producing new and improved hydraulically-
driven gas booster, the H-Drive. Used in hydrogen 
applications worldwide, the gas booster is an 
integral part of refueling stations for the expanding 
market for hydrogen-powered buses, cars, 
government and other vehicles, such as forklift 
trucks.

National news 

‘BYTES AND MORTAR’ 
DEAL ANNOUNCED

An ambitious new 
partnership between 
government and the 
construction industry was 
announced by the Business 
and Energy Secretary 
Greg Clark at last month’s 
Northern Powerhouse 
Business Summit in 
Newcastle. 

The Construction Sector 
Deal will see a £420 
million joint investment in 
‘bytes and mortar’ Smart 
Construction to help 
transform construction 
through use of digital 
building design, new 
manufacturing technologies 
and offsite manufacturing 
and a commitment for 
25,000 construction 
apprenticeship starts and 
1000 Construction T-Level 
placements by 2020.

JUNE SEES SUMMER 
BOOST FOR RETAILERS

Retail sales grew at 
their fastest pace since 
September 2017 in the 
year to June, according to 
the CBI’s latest monthly 
Distributive Trades Survey 
(DTS).  

The survey of 106 firms, 
consisting of 45 retailers, 
also revealed that sales 
volumes were well above 
average for the time of year, 
following three months when 
they were below seasonal 
averages. Additionally, the 
survey reported a jump in 
growth in the volume of 
orders placed on suppliers. 

AWARDS

Forum announce awards’ shortlist
Entrepreneurs’ Forum has unveiled the shortlist for its 15th annual awards. The 2018 North East 
Entrepreneurial Awards, held in partnership with the North East LEP, will recognise the region’s most 
aspirational entrepreneurs via five categories at a black-tie celebration on Friday, September 28 at the Hilton 
Newcastle Gateshead hotel. The main award – Entrepreneur of the Year – is being contested by Stewart 
Grierson (UpNorth Engineering Services), Lee Hartley (Fairstone Group) and Lianne Walker (Walker 
Filtration). Last year’s accolade was presented to David Harrison, managing partner of True Potential.

BUSINESS

Innovation SuperNetwork 
kicks-off programme to 
tackle gender equality
The Innovation SuperNetwork’s Women in 
Innovation programme was launched on July 5 
with a panel discussion about the role of women 
investors and the importance of investing in 
female-led businesses. The debate, which took 
place at FinanceCamp, the annual event connecting 
businesses and funders, will form part of the 
programme to help businesses address gender 
equality. 
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TECH

Major innovation 
partnership launched
Newcastle-based technology consultancy 
Hedgehog Lab (team pictured) has partnered with 
Home Group, a social enterprise and one of the 
UK’s largest providers of high-quality housing 
and integrated housing, health and social care. 
Working alongside the charity, the pair will work to 
identify and test innovative ways to tackle a crisis 
that is leaving an annual deficit of over 80,000 new 
housing constructions. 

FINANCE

Fairstone completes fourth acquisition of 2018
Fairstone, one of the UK’s fastest growing Chartered financial planning firms, has announced the full 
acquisition of Harefield-based IFA Robert Goodman Associates (RGA). The deal completes the purchase 
of the firm following a two-year integration period within Fairstone’s downstream buy out (DBO) 
programme.

This is the fourth outright acquisition the company has made in 2018 as it continues to implement its 
ambitious growth strategy.

The acquisition brings revenues of £800,000 to Fairstone and funds under management of £70m. 

ENGINEERING

Third major contract win for 
Rosh Engineering Ltd
Rosh Engineering has won a five-year contract 
with Northern Powergrid. It is the third framework 
contract awarded to the company in the last 18 
months and will see the company repair and 
refurbish power transformers. Rosh has now 
expanded in space and purchased a 1,100m2 
factory on the banks of the River Tyne, in Blaydon. 
The half million-pound investment enables Rosh 
Engineering to extend its repair, refurbishment, 
testing and installation services. 

Calendar of events:
September 20, 10am-2.30pm

Chamber AGM & Member 
Showcase 2018
Location: Wynyard Hall 
Country House Hotel, 
Wynyard, Stockton-on-Tees, 
TS22 5NF 
Price: Free
www.eventbrite.co.uk 
The Chamber AGM is an 
excellent opportunity to grow 
your network by meeting 
hundreds of other Chamber 
members from across the 
region. This year the guest 
speaker is Nagma Ebanks-
Beni, director at Prima 
Cheese Ltd.

September 26, 1pm-6pm

Boosting Growth Through 
Inclusive Workplaces: Insight 
Conference (NE)
Location: Northern Design 
Centre, Abbott’s Hill, NE8 
3DF
Price: Free - £90
www.cbi.org.uk 
This event will bring 
together businesses to 
share experiences and 
offer solutions. Through a 
mixture of keynote, panel and 
interactive breakout sessions, 
you will gain ideas and 
practical advice to take back 
to your business.

October 17, 10am-3pm

Teesside Business Show - 
Autumn 2018
Location: Riverside Stadium, 
The Leeway, Middlesbrough, 
TS3 6RS
Price: Free
www.teessidebusinessshow.
co.uk
The Teesside Business Show 
has become one of the 
region’s largest one day 
business events and attracts 
over 500 delegates from 
every kind of business sector 
imaginable. There are around 
50 companies exhibiting and 
with a packed programme of 
10 seminars and workshops, 
networking events and a 
huge exhibition to browse, 
there are opportunities galore 
for attendees and exhibitors.

NEWS
Deals

DEALS
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The recent announcement of the impending 
merger between Virgin Money and CYBG – the 
owner of Clydesdale and Yorkshire Banks – came 
as little surprise, following lengthy speculation 
as to the interest in Virgin Money from its suitor. 

An all share offer for the Newcastle-based bank came late last 
month and is understood to have been accepted.

The deal, which would give Virgin Money shareholders 38 
per cent of the enlarged group, would create a group larger 
than many of the existing ‘challenger’ banks, with greater 
ability to take on the big four of HSBC, Lloyds, Barclays and 
NatWest/RBS.

However, concerns about the future of Virgin Money’s 
Gosforth headquarters and the roles of its 2000 staff have 
been raised – many of whom endured the Northern Rock 
collapse in 2008 and subsequent acquisition by Virgin 
Money four years later – fuelled by anticipated savings being 
made of £120 million through removing duplication and 
rationalisation across the merged business. 

The process of combining the two groups is scheduled 
over three years, to allow for proper integration and a full 
understanding of the combined operation, and also to allow 
the successful and smooth creation of a joint IT system, with 
a cautious approach being adopted following the recent well-
documented TSB systems crisis. 

CYBG moved to provide reassurance to concerns over 
the future of Virgin Money’s Gosforth operation by pledging 
their commitment to the North East for three years at least 
following the merger, with the £1 million annual contribution 
to the Virgin Money Foundation also continuing during that 
period. 

The deal, which is subject to shareholder and regulatory 
approval, has been hailed by both Virgin Money and CYBG 
for the opportunities it will bring to the business and 
customers alike and for its ability to genuinely rival the ‘status 
quo’. 

Jayne-Anne Gadhia, chief executive of Virgin Money, told 
North East Times she is pleased the business has found a 
suitable partner to share her company’s vision of changing 
the world of banking for good, but is particularly encouraged 
by CYBG’s reassurances over the future for the North East. 

“The offer reflects confidence in our strategy, our track 
record of delivery and the complementary strengths of the 
two businesses. The combination of Virgin Money with 
CYBG will have greater scale to challenge the big banks. It 
will also accelerate the delivery of our strategic objectives, 
particularly the expansion of the products we offer to 
customers,” she said. 

“I am especially pleased that we have received a number 
of important commitments from CYBG. The Virgin 
Money Foundation will continue to contribute to essential 
programmes in the North East and beyond. We have 
obtained assurances from CYBG regarding our employees 
(including a commitment to leverage the best talent 
from both CYBG and Virgin Money) and our Gosforth 
headquarters. The combined group will remain a committed 
voice behind the Women in Finance Charter, as well as 
working to reduce the gender pay gap.

 “This is a compelling deal for our shareholders, that 
accelerates value delivery and represents the beginning of the 
next chapter of the Virgin Money story.”

CYBG chief executive David Duffy said: “The combination 
of CYBG and Virgin Money will create the first true national 
competitor to the status quo in UK banking, offering a 
genuine alternative for consumers and small businesses. By 
combining two of the UK’s leading challenger banks, we 
will create a national, full service bank with the capabilities 
needed to compete effectively with the large incumbent 
banks.

“We are bringing together CYBG’s 175-year heritage in 
serving retail and SME customers and advanced digital 
technology, with the iconic Virgin Money brand and 
consumer champion credentials.”

However, while the business benefits of the merger are 
hailed by both sides, the lack of long-term commitment 
has caused concern in many quarters, with leading regional 
figures – including Chi Onwurah MP, whose constituency 
includes Virgin Money’s headquarters – calling for a greater 
commitment to the North East. 

She said: “I am disappointed that Virgin Money’s 
investment in the North East has not proved as long lasting 
as we were led to believe and sorry for the anxiety that 
employees in Newcastle and their families will be feeling. I 
have written to CYBG to express my concerns and have been 
somewhat reassured by their response, but I want to see a 
long term commitment to growing jobs and investment in 
the North East as part of a successful regional economy.”

Conversely, many others have taken reassurance from the 
initial commitment to Virgin Money’s Gosforth operation, 
with hopes that CYBG will work closely with the region’s 
business community to build a strong relationship here. 

James Ramsbotham, chief executive of North East England 
Chamber of Commerce, said: “We welcome the news that 
the Gosforth site will be at the heart of this new bank and 
look forward to working with the team there, building on the 
excellent financial service industry here in the North East.”

While the agreement of a £1.7 billion merger between Virgin Money and CYBG has been hailed as 
creating a new-generation banking group to genuinely rival the ‘big four’, concerns persist over 
the long-term future of its operation in the North East. Deborah Busby reports

MONTHLY REPORT
Virgin Money & CYBG

MONTHLY REPORT
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A major three-day summit to celebrate Northern innovation and to discuss the future direction of 
the Northern Powerhouse took place at the Boiler Shop in Newcastle on July 4-6. 
The Northern Powerhouse Business Summit formed part of the Great Exhibition of the North 
and featured an impressiveline up of speakers including Mark Carney, Governor of the Bank of 
England, Sarah Weir, CEO of the Design Council and designer Wayne Hemingway. 
Greg Clark, Secretary of State for Business, Energy and Industrial Strategy also used the summit 
to announce a new joint government-industry construction sector deal worth £420m.
The programme for the summit was created by Thinking Digital, Digital Catapult Centre North 
East & Tees Valley and Sunderland Software City 

NORTHERN POWERHOUSE 
BUSINESS SUMMIT 

KEY EVENT 
Northern Powerhouse Business Summit 
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Q
OPINION
Burning Issue

What does the Great Exhibition of the North mean to you?
BURNING ISSUE

‘The pleasure of criticising takes away from the pleasure of being 
moved by some very fine things’, wrote Jean de la Bruyère; sadly, 
it often remains more alluring to find fault than to celebrate 
success.  True, were the exhibition to be judged by the relative 
scale of Government investment, success would elude us; chronic 
underinvestment in the North, particularly the North East, has 
much to answer for. However, in defiance of this and as a native of 
the North, I celebrate the ambitions of this festival of Northern art, 
design and innovation; I hope we will use it not only to pay respect 
to our great heritage, but more importantly, to look ahead at what 
we can achieve for inclusive growth and for Northern prosperity 
and wellbeing. This exhibition should inspire regional pride and 
celebrate the promise residing in all our communities. 

I’m a proud Northerner! I was born and bred in Cumbria, went 
to University in Liverpool, started my career in East Lancashire, 
lived in Manchester, worked in Leeds and Bradford and I’m now 
privileged to support the growth of the North East economy as the 
business growth director at the North East LEP. I spent six years 
growing a business in the Midlands, all the while yearning to come 
home, to where my heart is – the North. What does the Great 
Exhibition mean to me? It makes me proud, it inspires me and 
focuses my attention on doing everything in my power to unleash 
the North’s potential and see it thrive. 

The Great Exhibition of the North has provided a fantastic 
opportunity to showcase the rich history and heritage of engineering 
in the region. The North has always been a pioneering force for 
innovation, including the Newcastle-built Stephenson’s Rocket, and 
the world’s first house to have working lightbulbs installed, which 
was in Gateshead.

Now the region is a hub of engineering excellence for the 21st 
century and beyond. It is wonderful that this vital aspect of what 
it means to be from the North is being publicly recognised, with 
interactive displays to attract and inspire the next generation of 
engineers.

The Great Exhibition of the North is a once-in-a-lifetime 
opportunity for our great North East businesses to showcase their 
world-class products and services to a global audience.

The first such Great Exhibition was held in London in 1851, 
stunning the world in the development and innovation of British 
businesses off the back of the industrial revolution. A time when the 
UK was the ‘workshop of the world’. Many other cities around the 
world have since used this successful template to attract businesses, 
jobs and investments to their city or region. 

Now it’s our turn. From Middlesbrough to Morpeth, the North 
East has many great business stories to tell – so let’s make sure the 
rest of the world hears them.

Alison Shaw
David Goldman visiting professor of innovation and enterprise 

Newcastle University Business School

Colin Bell
Business growth director 

North East LEP

Penny Marshall
North East regional director 
Institution of Civil Engineers 

Sarah Glendinning 
Regional director North East

CBI



19



20

RECRUITMENT

Your monthly guide to the people moving jobs in the region

APPOINTMENTS 

Dr Michael Capaldi will take on the position of dean 
of innovation and business at Newcastle University, 
starting in September 2018, and will become a 
professor of practice.

The newly-created deanship at the university 
recognises the importance of encouraging links 
between academic and commercial partners to help 
enhance research and development opportunities in 
businesses.

North East Times has appointed Rachael Laschke as 
business development director, as part of its recent 
expansion. 

Rachael, who has more than 14 years’ experience 
in the media industry, will support the growth and 
development of North East Times’ key client base 
while initiating and implementing new product 
ideas in print, digital and business events across the 
region. 

Canaccord Genuity has announced the appointment 
of Graeme Summers to its UK and Europe capital 
markets business as managing director and head 
of UK regions. Graeme will be responsible for 
expanding Canaccord Genuity’s corporate advisory 
and broking coverage with a focus on companies in 
the North of England and Scotland.

Womble Bond Dickinson (WBD) has recruited 
competition lawyer Angelene Duke to join its 
corporate and commercial services team in 
Newcastle. Angelene specialises in EU and UK 
competition law, advising on merger control, 
anticompetitive agreements and abuse of 
dominance. She has returned to the North East 
from an in-house role with Sky in its competition 
and regulatory team. 

Fairstone, one of the UK’s fastest growing Chartered 
financial planning firms, has appointed Chris Rigg 
as chief financial officer. Chris, who has over 20 
years of corporate finance experience, takes up the 
role with immediate effect and will also join the 
Fairstone Group board of directors.

Silicon Valley Bank (SVB), the bank that supports 
innovative businesses, enterprises and their 
investors, has appointed Richard Faulkner as 
managing director – technology banking, the first 
hire to be located outside of the bank’s London 
office.  Richard, an experienced technology banker 
with a 20-year track record, will be responsible for 
supporting innovation across the North of England 
and Scotland.

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

alison@netimesmagazine.co.uk

i

Dr Michael Capaldi 
Dean of innovation and 
business and professor of 
practice
Newcastle University

Rachael Laschke
Business development director
North East Times

Graeme Summers
Managing director and head of 
UK regions
Canaccord Genuity

Angelene Duke
Lawyer
Womble Bond Dickinson

Chris Rigg
Chief financial officer
Fairstone

Richard Faulkner 
Managing director – 
technology banking
Silicon Valley Bank
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RECRUITMENT

New positions available in the North East

JOBS

JOBS  
To post a position, contact 

alison@netimesmagazine.co.uk

i

Data architect 
Durham, £70K

NRG

NRG is recruiting on behalf of a client for a 
data architect. This role will be centred on the 
architecture of flexible, scalable and resilient data 
solutions to allow for easy customer engagement. 
The role will be highly suitable for a candidate 
who enjoys connecting technology to business 
value and applicants should have a strong strategic 
mind-set. Candidates with a solid understanding of 
architectural frameworks such as TOGAF/BIAN/
eTOM will have an advantage when applying 
(certification not essential). For more information 
please contact James Toffrey on: 

jamestoffrey@nrgplc.com

Financial controller
Newcastle, £45k-£50k plus benefits

Edward Reed 

Edward Reed is seeking a financial controller for a 
growing and acquisitive North East-based events 
and entertainment business. Applicants should be 
ACA qualified, have corporate finance experience 
and strong people management skills. 
The role is suited for someone looking to leave an 
accountancy practice role and move their skills 
into a new industry. 

chris@edwardreed.co.uk

Marketing manager 
Newcastle, £50K plus benefits

Edward Reed 

A well-established software firm is looking to 
recruit a marketing manager. The ideal candidate 
will be a graduate – or equivalent –  and 
have demonstrable experience in a technical 
marketing role and a strong B2B communications 
background. In addition, candidates should have 
excellent team management and leadership skills.

www.edwardreed.co.uk

Management accountant 
Co. Durham, £30K

Edward Reed

Edward Reed is looking for an experienced and 
autonomous management accountant to deliver 
accurate financial processing and produce precise 
financial reports for a well-established and growing 
North East business. The successful candidate 
should be competent in financial software packages 
and be able to multi-task and prioritise their 
workload. For more information contact: 

chris@edwardreed.co.uk
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COMMENT
In the limelight

The ambition for many entrepreneurs is to build a business 
to the point it can be listed on the AIM market of the 
London Stock Exchange. 

Benefits of going through an IPO (initial public 
offering) include access to growth capital, increased 

international profile and credibility. Knock-on effects are that these 
strengthened financial companies can bring significant wealth, jobs 
and inward investment into their local areas. 

Graeme Summers has over 25 years’ corporate advisory and 
broking experience in the Northern region and recently joined 
Canaccord Genuity as managing director and head of UK regions.

I asked him to reflect on the history of IPOs in the North East. 
He tells me that there are several examples of regional companies 

that have become “phenomenal successes” after being listed.
Of these, Sage, which floated in 1989, is perhaps the most 

renowned. It is now an FTSE100 software company with a market 
value of around £6.5bn*. 

It is joined by house builder, Bellway, which floated in 1961 and 
now boasts a market value of around £3.5bn*; Grainger, a property 
company that floated in 1983, has a current market value of over 
£1bn*; and bakers Greggs, which floated a year later in 1984 and also 
has a current value of around a billion pounds*. 

A more recent example is Vertu Motors, which floated in late 2006 
and has a current market value of around £190m*. 

Crucially, these companies still have their headquarters in the 
region. 

Graeme also highlights several instances where North East 
companies have floated and subsequently been sold.  

These include Reg Vardy, which floated in 1989 and was sold to 
Pendragon in 2005, Domnick Hunter, which floated in 1994 and was 
sold to Parker in 2005, and Eaga was bought by Carillion in 2010 after 
being floated in 2007. 

“It slightly pains me to see great North East PLCs being sold,” 
says Graeme, “but when you’re in the capital market and someone 
comes along and bids a very high price for your company – and if the 
management and shareholders believe it’s the best thing for them and 
the company – it’s their right to sell.”

Unsurprisingly, when the global economic crisis hit in 2008, 
flotations in the North East ground to a halt. 

James Tetley, head of Newcastle office at N+1 Singer, tells me: “It 
was a very difficult time and nearly all North East companies were 
affected. 

“Companies weren’t in a position to go through an IPO but equally, 
if not more importantly, the market wasn’t particularly open. It wasn’t 
operating efficiently and there wasn’t the capital there to deploy.”

He continues: “There were no IPOs in the region for four or five 
years after the crash and it wasn’t until 2012 – and getting into 2013 

– before we started to see a better flow of IPOs coming through in the 
North East.”

James goes on to report that there are currently one or two North 
East IPOs a year – bringing it more in line with pre-crisis levels. 

The most recent company* to publicly announce its intention to 
IPO is Tekmar, a technology provider of subsea cable protection 
systems, based in Newton Aycliffe.

So what makes a company ready for an IPO? 
“What’s key is that there’s a compelling investment case,” says 

Rachel Hayes, corporate broker at N+1 Singer. 
“This could be operating in an attractive market space, being a 

growing business, using disruptive technology or having high and 
defensive barriers to entry.” 

“The management team is also really important,” Rachel continues. 
“They must be experienced and knowledgeable with a good strategic 
focus.”

Graeme says: “If you look at Sage, Bellway, Greggs, Grainger, Vertu 
Motors, Reg Vardy, Dominik Hunter, the common theme is that 
they all had ambitious, driven leaders. They set the tone and that is 
replicated across the workforce.

“But for companies in a position to pursue an IPO, there are 
considerations. 

“[Allocating sufficient] management time to the listing process, 
while also doing the ‘day job’ can be quite a challenge,” says Rachel. 
“There also needs to be some considerations given to the public 
scrutiny of the business once it’s listed: your numbers will be there for 
everyone to see, including competitors.”

She adds: “The whole process, from a company’s perspective, 
can seem quite onerous, but from my personal experience, it’s 
worthwhile. 

“Especially when you see the faces of the management team and 
their families at the London Stock Exchange opening ceremony 
on the first day of trading; they’re so proud when they see their 
company’s shares being traded.” 

James reports that, over the last few months, the team at N+1 
Singer’s Newcastle office has seen an increase in enquiries from 
companies seeking possible IPOs. 

“We should be well set to have quite a few more [North East] IPOs 
coming down the track,” he adds.

Graeme is also hopeful for the future, concluding: “There are some 
amazing companies in the North East with the potential of becoming 
the billion-pound businesses of the future. I do not doubt that.”

Perhaps, the next Sage, Bellway or Greggs – bringing substantial 
and long-term wealth to the region in its wake – is closer than we 
think. 

*all valuations at time of going to press.

Alison Cowie looks at the history of company flotations in the North East and asks if the region 
can expect more in the future?

IN THE LIMELIGHT
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INTERVIEW
Andrew Lawrence 

Andrew Lawrence was appointed regional director for Barclays Business in May 2017, covering the 
North East and Cumbria. He began his career at Barclays in 2008 and has worked across the retail 
bank and Barclaycard in the UK, as well as Barclays in Africa. After nine years away from the North 
East, Andrew returned ‘home’ with wife Carly and son Calum to take up his current position 

10 QUESTIONS

What was your first break in 
business?
Aged 22, I was given my 
first team to manage by the 
retail banking director in 

London’s West End. It was at our Piccadilly Circus 
branch, which was a new flagship site. It was to 
be our biggest global branch of Barclays – so big 
it needed two branch managers! I was in the right 
place at the right time and, at a young age, I learnt 
how to manage an incredibly diverse team in the 
heart of one of the world’s most vibrant cities.

What did you want to be growing up? 
I played football as a junior at Newcastle United 
and Sunderland academies during the early 2000s 
so there was always an ambition there. Equally I 
had a passion for flight and considered a career in 
aviation. But it was during my studies at Durham 
University that I developed an interest in business 
and that ultimately led me into banking.

What attracted you to your current role? 
The great thing about Barclays is its scale and 
with that a myriad of opportunities. What I learnt 
early on was that I enjoyed leading and motivating 
teams so, when an opportunity came about to head 
up Barclays’ Business Bank in the North East, I 
snapped it up. I’m incredibly proud to lead a team 
of more than 50 relationship managers who are so 
passionate and dedicated to supporting growth of 
businesses across the region.

What is your company’s mission?
To support the growth of our local economy and 
through that the economy of the UK. We have 
over 100,000 business clients across the North 
East and Cumbria, banking over one third of the 
business market. Across the UK, we have business 
or personal relationships with 50 per cent of the 
UK population so we are in a unique position to be 
able to make connections between the customers 
and businesses that we help grow.
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Who or what inspires you?
I think there are huge parallels between sport and 
business. Jim Alder is a sporting icon in the North 
East, having won a gold medal in the marathon 
at the 1966 Commonwealth Games. He also 
held the world record for 30,000m on the track. 
A foster child, his mother died of tuberculosis 
and his father was killed on the last day of World 
War II. He moved from Glasgow to Morpeth, 
Northumberland, after the war and despite this 
adversity, he rose to become one of the best 
marathoners in the world, typically running 200 
miles a week. Jim typifies the spirit of the North 
East and I’m honoured as a runner to be coached 
by him.

What are Barclays Business’ short and long-term 
goals?
I brought our Global CEO Jes Staley up to the 
North East a few weeks ago to launch our £500m 
Barclays Northern Powerhouse Fund. Over 
the coming weeks and months my whole team 
are working very hard to ensure that as many 
businesses as possible access that funding. We are 
also bringing a Barclays Eagle Lab to Newcastle 
in the Autumn of 2018 where we are partnering 
with Tuspark on Grainger Street. Tus is a Chinese 
high-tech company which supports high growth 

businesses through its network of business parks 
in China. The fact they have established their first 
co-working space outside of China in Newcastle 
demonstrates just how attractive Newcastle is 
to investment in the city. In the long term, the 
Tuspark Eagle Lab will play a critical role in the 
high growth eco system of the North and will 
support the growth of many scaling businesses.

How do you achieve a good work/life balance?
Quality time with the family is very important, so 
my wife and I carefully plan weekends to get the 
most from them. Sporting wise, I run competitively 
for Morpeth Harriers and that’s a huge release. I’ve 
also recently dabbled in transcontinental bicycle 
touring cycling across America from Los Angeles 
to New York, solo and unsupported in 18 days. 
Seeing a whole continent sat on the saddle of a 
bicycle was very special. The final 10 miles of a 200 
-mile day on the bike across the Rockies tends to 
make day-to-day business challenges feel a little 
easier to overcome.

BARCLAYS BUSINESS
www.barclays.co.uk/business-
banking
@NEandCumbria
andrew.x.lawrence@barclays.

com
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“The final 10 miles of a 
200-mile day on the bike 

across the Rockies tends to 
make day-to-day business 

challenges feel a little easier 
to overcome.”
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Jon Dudgeon 
My role is centred around ensuring our current 
and future clients are happy and getting the right 
advice at the right time in the right way. Alongside 
that, I focus on identifying and recruiting the next 
generation of accountants while keeping our team 
happy, engaged and feeling fulfilled in their Blu 
Sky life.

I met Steven just over two years ago and my first 
impression was that he was driven, technically 
aware and ambitious, but that he felt he was under-
achieving in the firm he was at. I also thought 
he looked and acted like the oldest and wisest 
millennial I have ever met; I liked that.

My mentoring to Steven is a mix of formal 
meetings or more informal chats. We mix it 
up depending on the need and topics under 
discussion that month.  

We delve into a variety of topics loosely 
centred around career and personal development, 
approaches and techniques to tackling operational 
and management issues, self-reflection, work/life 
balance, the weather and football. You name it, we 
discuss it. The meeting lasts as long as it needs to.

I think it’s important to have someone in your 
business life who is there as a sounding board and 
to offer a different unbiased perspective, who you 
can learn from, who will challenge you and tell you 
how it is or is not!  Sometimes your blind spots are 
the areas you need to work on most, although I am 
a great believer in playing to your strengths. 

Steven is an unbelievable talent and can achieve 
whatever he sets his mind to.

Steven Robinson
Just over two years ago, I was at a point in 
my career where I had just qualified as a 
Chartered accountant and was looking for the 
next challenge. I wanted a job where I could 
take ownership of my own progression and 
development and show a true entrepreneurial 
flair.

As client financial controller at Blu Sky, 
I provide a wide range of tech, digital and 
innovative manufacturing clients with the 
information around cash and tax they require to 
help them sleep at night. I make their start-up or 
scale-up journey that little more exciting from a 
numbers perspective.

Jon and I work tend to work on a couple of 
business objective areas at a time. We meet every 
fortnight in a very informal setting, generally a 
coffeeshop overlooking the Tyne at North Shields 
Fish Quay!

Jon has awesome experiences from a corporate 
history and it’s been great to better understand 
the wider impact of business decisions and the 
various methods of both measuring this and 
implementing new and innovative ideas across the 
team – all of which I hadn’t and probably wouldn’t 
have seen in other small firms. Mentoring can 
definitely be a mutually beneficial relationship 
and I’d like to think I’ve taught Jon something too. 
I approach things with a driven but logical way 
of thinking and try to communicate in a frank 
manner to ensure objectives are delivered; I hope 
some of this has been useful to Jon.

INTERVIEW  
Blu Sky

SUPPORTING ROLE 
Jon Dudgeon co-founded Blu Sky 10 years ago with Dave Gibson. Their aim was to create an 
innovative Chartered accountancy that was more akin with a dynamic tech company. Two years 
ago, Steven Robinson joined the North Shields-based firm as financial controller and as part of 
the firm’s commitment to personal development, Jon has since become his mentor. Here, both 
describe how the mentorship – usually over coffee – plays out 

BLU SKY 
www.blusky.co.uk
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INTERVIEW
Ian Wilson

Ian Wilson joined Mercia Fund Managers (part of Mercia Technologies PLC) in 2017 and is 
fund principal for the North East Venture Fund, which focuses on early stage and technology 
investments. A Chartered accountant, Ian is a seasoned investment professional having fulfilled 
both M&A advisory positions in practice and investment management roles in early-stage funds 
since 2006. He also assists with the delivery of the venture capital and investment modules at 
Alliance Manchester Business School

WHAT I’VE LEARNT

Hard work will always beat talent. I 
grew up in an entrepreneurial family 
and I observed a lot of successful 
people that didn’t necessarily 
have a CV littered with academic 

achievement, but had the right life skills and 
intelligence combined with the right work ethic. 
That’s a powerful formula.

Be confident enough to accept your faults. I make 
a point of analysing the past so I can work out how 
I can be better in the future.

Keep focused. The most successful entrepreneurs 
that I’ve worked with are very disciplined people. 
They are very good at eliminating distraction and 
have a clear goal in mind, with the drive to get 
there. 

It’s almost impossible to be successful on your 
own. Being passionate about your business and 
what you do is essential in attracting the right 
people and talent. 

Instinct is very important. In my experience, it’s 
usually correct so it’s wise to trust it. Sometimes 
other factors can override your gut feeling, 
but there are times when I wish I’d listened to 
mine more. I’ve unearthed issues during the 
due diligence process in the past that weren’t 
serious enough to prevent an investment deal 
from happening, but did start to raise questions. 
Inevitably, hindsight has told me that I should have 
walked away. 

Don’t be afraid to ask for help. Starting a business 
is a very hard thing to do and it can be a lonely 
place. However, there are usually lots of people 
around you that can be helpful from both a 
business and a support perspective. I often think 
people are very willing to give their time if you are 

prepared to ask, so make sure you recognise the 
people around you who are willing to help and 
offer advice.

Preparation is crucial. Consider both internal and 
external factors, and have a plan. Try to identify 
potential risks and work out what elements will 
be critical to your success. In most instances, 
investment will be a consideration so make 
sure you talk to funders early. A good funder 
will be able to offer more than just cash as they 
have relevant business experience and extensive 
networks, which could work to your advantage 
and be the catalyst that you need.

Treat people how you would want to be treated 
yourself. In my experience, people perform 
better if they have an element of freedom in 
how they do their own job. That still has to exist 
within a professional framework, but as long as 
the boundaries are understood, I think people 
feel more empowered and will naturally give 
more. Transparent communication is also very 
important. 

People have to understand where they fit within 
an organisation and how they can contribute to its 
success. 

Ensure that staff feel valued and that their 
hard work is appreciated, not just by you, but 
by the wider team. I like to give people specific 
responsibilities. From that, they can get a sense 
of ownership, even if it’s only limited to a specific 
task. It’s then important to give feedback and a 
reward at the end. The reward is not just monetary 
but also includes recognition across the business. 

Keep an open mind. I’m still learning every day 
and I think that will continue to be the case. The 
world is always changing and you must change 
with it.

MERCIA FUND MANAGERS
www.merciatech.co.uk
info@merciatech.co.uk
@Mercia_Fund
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COMMENT 
Andrew Hebden – Bank of England

Following on from his insightful commentary on the economy in last year’s Money Issue, Andrew 
Hebden – the Bank of England’s Deputy Agent for the North East – returns to reflect on the 
Governor Mark Carney’s recent trip to the region, and how the UK economy is fairing compared to 
12 months ago 

MONEY TALKS…

In last year’s North East Times’ Money Issue, I 
wrote a piece explaining the role of the Bank 
of England’s Agencies. I described the network 
– including our North East Agency, based in 
Newcastle – as the ‘eyes and ears’ of the Bank 

around the country.
Our job, I said, is to meet with decision-makers 

in businesses and the third sector to better 
understand what is happening on the ground in 
companies and communities all over the UK.

And we continue to host visits from senior 
policymakers to the regions so that they can hear 
this evidence for themselves.

For example, on July 5, Governor Mark Carney 
joined us to deliver a keynote speech at the Great 
Exhibition of the North’s Northern Powerhouse 
Business Summit, and took part in several other 
meetings with our contacts in Newcastle.

A few days later, we hosted a visit from our 
Chief Economist, Andy Haldane, who met with 
representatives from a number of companies 
around County Durham and with third sector 
contacts on Tyneside.

The focus of these conversations was the Bank’s 
responsibilities for monetary policy – we need to 
understand what is happening in the economy to 
assess the outlook for growth, employment and 
inflation.

But the Bank’s responsibilities extend well 
beyond trying to hit the 2 per cent inflation target 
we are set by Government.

It is another of our key functions to scan the 
horizon for possible risks to the financial system 
which could have implications for consumers, 
households and business. If that risk builds 
too much, then our job is to take action where 
necessary.

That responsibility sits specifically with the 
Bank’s Financial Policy Committee (FPC), whose 
main role is to ensure the robustness of the 
financial system.

That means that, whatever shocks head its way, 
the financial system should still be able to provide 
a service to households and businesses in the 
North East.

In essence, our job is to ensure that we don’t 
have a repeat of the damaging financial crisis that 
rocked this region and beyond a decade ago.

Twice a year, the Bank publishes the FPC’s 
assessment of the risks that the UK currently faces.

And its latest report covers a wide range of 
possible sources of instability, from capital to 
credit to cyber.

Importantly, considering the UK is one of the 
most financially open economies in the world, the 
report also looks beyond these shores for those 
risks.

Its latest assessment focuses on the risks 
associated with recent political developments in 
Italy and the potential impact on other European 
economies.

The report also looks at what is going on 
in China, where debt levels remain elevated, 
and it considers the implications of the recent 
intensification of global trade tensions, a theme 
which the Governor drew on for his speech in 
Newcastle.

Overall, the FPC judges that global 
vulnerabilities remain material and have increased. 
In contrast, aside from those related to Brexit, 
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the FPC judges that domestic risks remain at a 
‘standard’ level.

Last year, the Bank ran a stress test of the 
UK’s banking system. The results of our biggest 
institutions showed that they are now resilient to 
severe domestic, global and market shocks.

As the Governor made clear in his answer to a 
question following his speech in Newcastle, that 
means that the financial systems are in a much 
better place than was the case a decade ago.

In addition, it is important to note that levels of 
household and corporate debt remain materially 
below their 2008 levels. And overall credit growth 
remains broadly in line with the rate of growth of 
the economy.

The cost of servicing debts also remains low 
thanks to the current low level of interest rates.

There is, however, no room for complacency.
In recent months, the cost of borrowing for 

some companies and households has edged up a 
little. And consumer credit continues to expand 
rapidly.

The FPC highlighted this as a risk in its 
assessment at the back end of last year, when it 
acted to ensure that lenders are able to absorb 
severe losses on this type of lending.

As for the housing market, banks’ risk appetite 
has increased over the past few years. But weak 
demand – reflected in low levels of transactions – 
has kept mortgage credit growth modest.

In addition, the FPC’s earlier mortgage market 
measures, including limiting the number of loans 
that lenders can extend at high loan-to-income 
ratios, have insured against a marked deterioration 
in lending standards.

Of course, when identifying financial stability 
risks, the UK’s pending departure from the 
European Union looms large.

The Bank of England is acting in three principal 
ways to reduce the impact of these risks on UK 
households and businesses.

First, we are ensuring that the UK banking 
system could continue to lend to UK households 
and businesses even in the event of a disorderly, 
cliff-edge Brexit, however unlikely that may be.

Second, the FPC has identified the most 
important risks from a cliff-edge Brexit to the 
provision of financial services, and it has outlined 
the necessary steps to address them. Its latest 
assessment is that progress has been made but 
material risks remain.

Third, the FPC has made clear that, irrespective 
of the particular form of the UK’s future 
relationship with the EU, it remains committed to 
the implementation of a robust regulatory regime 
in the UK.

Even so, the report points out that avoiding the 
risks of a cliff-edge Brexit also relies on the efforts 
of EU authorities.

Elsewhere, the FPC has announced new 
measures to deal with cyber risks to financial 
services, ensuring if firms are hit by them, they get 
back on their feet quickly in a way which doesn’t 
cause financial stability concerns.

Whether they originate close to home or far 
away, the Bank of England remains vigilant to the 
most important risks to financial stability.

As the Governor made clear in his Newcastle 
speech, our absolute objective is to ensure that the 
financial system continues to provide a service to 
households and businesses here in the North East 
and across the rest of the UK in good times and 
bad.

BANK OF ENGLAND 
www.bankofengland.co.uk
@BoENorthEast
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PAST
Financial services was certainly a different industry when 
I began my first role in 1999. Back then, the industry was 
predominantly a door-to-door, retail-led business that was 
designed to drive product sales. There has since been a 
fundamental shift, with good quality, professional advice 
now the key main focus of the sector. 

While this has been a gradual change there have been 
several landmark moments which have undoubtedly had 
a significant impact, including the axing of ‘the man from 
the Pru’ in 2001 and the recession of 2008, which had long-
lasting repercussions for financial services. One of the most 
notable legacies from the recession was the switch from 
commission on products to fee-based arrangements. In 
this regard, Arlington was a little ahead of its time, having 
already made the switch to fees pre-2008.   

A change in legislation in 2012 saw industry regulators 
significantly raise the minimum qualifications required for 
practitioners to be able to give advice. 

Jon Sturrock is managing 
director and financial planner at 
Novus Wealth Management, a 
Teesside-based independent firm 
that provides specialist wealth 
management services across 
the North East and Yorkshire. 
A farmer’s son, Jon quickly 
discovered rural life didn’t suit him 
and he secured his first role with 
Arlington Financial. He worked 
his way up to become managing 
director of Arlington after just six 
years. A subsequent sale of the 
business and later a management 
buyout saw Jon form Novus 
Wealth Management, alongside 
partners Ben Danson and Nick 
Braun

THE LONG GAME

INTERVIEW  
Jon Sturrock
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PRESENT
Regulation aside, technology has played a large part in 
shaping the financial industry and is continuing to do so. 
The rise of so-called ‘roboadvice’ with algorithms standing 
in lieu of human interaction is a trend I am keeping a close 
eye on, although currently it has no impact on areas such as 
self-administered pensions which make up the core of our 
work at Novus Wealth Management.  

The industry overall unfortunately has an issue in 
attracting new recruits. The 2012 change in rules saw a lot 
of seasoned practitioners decide to take early retirement 
rather than retrain, the average age of a financial advisor 
remains in the mid 50s. With an average age of 41, we’re 
somewhat future-proofed at Novus Wealth Management, 
but it makes me all the more eager to support the new 
generation coming through. It is an exciting and diverse 
industry with plenty of progression opportunities for those 
willing to push themselves. 

FUTURE
The biggest constant throughout my time in the industry 
is that financial advice remains focused on long-term 
relationships. As practitioners, we need to ensure we are 
developing great client interaction, understanding their 
needs and challenges and, of course, offering the highest 
quality advice. This will continue to be paramount as we 
enter the next big challenge in the shape of Brexit.

Currently we don’t know the size of the impact Britain 
leaving the EU is going to have but, with a lot of current 
financial legislation coming from Europe via the Financial 
Conduct Authority (FCA), it will be interesting to see 
what is adopted and how much red tape may be cleared as 
a result. As an agile, truly independent firm, able to offer 
advice from across the market, our team is in a fantastic 
position to be able to react to changes as they happen.  

Whatever the eventual effect of legislation, the industry 
needs to continue to focus on investing in the future and 
attracting new talent by implementing more graduate 
recruitment programmes.

NOVUS WEALTH MANAGEMENT
www.novuswealth.co.uk
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TIMELINE

2002  
Joins Chartered 

Insurance Institute (CII), a 
membership he holds to 

this day

2012
Becomes Director after 

Arlington Financial is sold 
to Henderson Private 

Wealth 

2005
Takes the position of 
Managing Director at 
Arlington Financial

2015
Forms Novus Wealth 

Management with partners 
following successful 
management buyout

1999
Following first ever job 

interview, becomes 
administrator at Arlington 

Financial
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When the UK voted to exit 
the EU on June 23, 2016, 
it threw the future of 
European funding in the UK 
– something the North East 

has undoubtedly benefited from over the years – 
into considerable doubt. 

Questions over what will happen to local 
investment post-Brexit have continued ever since 
– with few answers yet provided.

With the investment period of the Finance 
for Business North East Fund – also known as 
the JEREMIE programme – drawing to a close, 
negotiations between the North East project team 
and the European Investment Bank (EIB) to secure 
another tranche of funding for the region were 
well underway when UK voters went to the polls. 

As the EIB is a borrower and lender to projects 
that ‘contribute to EU policy objectives’, the UK’s 
decision to withdraw from the European Union 
looked set to derail the negotiations irretrievably. 
But the North East Local Enterprise Partnership 
(LEP) and the previous fund’s management 
– headed by Andrew Mitchell – continued to 
pursue a deal with the EIB, and on March 23, an 
agreement was signed by the EIB and The North 
East Fund Limited (TNEFL) committing £120m 
into the North East, supported by the Regional 
Development Fund.

The announcement of the North East Fund 
sparked a collective sigh of relief among many in 
the region’s business community as it secures a 
six-year pipeline of European-sourced funding 
into the region in the form of equity, debt and 
mezzanine funding – five years after the UK 
official leaves the European Union. 

With Andrew Mitchell as its chief executive, 
TNEFL will oversee the management of the 
new development fund, which will support 
SMEs across Tyne & Wear, Durham and 
Northumberland, and is predicted to support 
more than 600 businesses, create around 3500 
jobs and deliver a legacy of up to £80m for further 
investment over the next decade. 

Reflecting on the deal, Andrew says: “This new 
fund is a feather in the cap for the North East and a 

vote of confidence in our economic potential.”
The CEO does concede that, after the 

Referendum result, other avenues for regional 
funding were explored, including the option of 
joining the Northern Powerhouse Fund. But it 
was decided a North East-focused fund was the 
preferred option.

“[The Northern Powerhouse Fund] is effectively 
a single common fund for the whole of the 
Northern region and because Manchester has 
the largest concentration of small businesses, our 
concern was that we’d lose some of the capital,” 
says Andrew.

“We also felt that the most important thing 
about these sorts of funds – investing in SMEs – is 
that they’re local. The famous US capitalist John 
Doerr said ‘early-stage investment is 20 per cent 
investment decision and 80 per cent mentoring 
relationship’. You can’t do that if you’re 300, or even 
150 miles away. You have to be on the ground.”

One of the definitive factors in the EIB 
committing to this new investment, Andrew 
says, was the success of the previous JEREMIE 
programme. 

“Initially, the fund was £125m, but this was 
extended to £150m – of which the EIB put 
in almost £70m. It was operated by five fund 
managers between 2010 and 2016, and supported 
approximately 900 local companies. 

“Crucially, we brought in almost twice as much 
in private investment – leveraging money from 
venture capital firms, business angels and banks – 
with much of this coming from outside the region. 

“In total, we believe the fund brought in £400m, 
of which £150m was from the fund itself while 
£250m was money brought in from elsewhere.” 

The North East Fund has been divided into five 
separate funds that will be available to a diverse 
range of SMEs based in the North East LEP area.

Four fund managers will deliver the funds: 
Northstar Ventures and NEL, which were involved 
in the previous programme, are joined by Mercia 
Fund Managers and Maven Capital Partners, two 
national fund managers with North East-based 
offices. 

“We wanted fund managers that had a clear 

INTERVIEW
Andrew Mitchell

Alison Cowie talks to Andrew Mitchell, chief executive of The North East Fund Limited, about 
the recently launched £120m North East Fund, its potential for local SMEs and the broader 
community, and asks what the future of public sector funding may look like

KEEPING THE TAP RUNNING
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commercial track record so that we could be 
confident that they would invest the fund wisely 
and ensure the initial investment was returned,” 
says Andrew.

“Locality was also critical. We wanted fund 
managers who knew the regional venture capital 
markets and had people on the ground in the 
North East.” 

The Development Capital Fund, managed by 
Maven Capital Partners, will provide funding 
packages up to £2m, investing in established SMEs 
looking to unlock growth. 

Mercia Fund Managers will deliver The Venture 
Fund that will invest up to £1m in any-stage 
businesses engaged in the innovation of disruptive 
business models. 

NEL Fund Managers will manage The Growth 
Capital Fund, which backs ambitious businesses 
with investments of up to £500,000, as well as The 
Small Loan Fund, which will provide typically 
advancing loans of between £10,000 and £50,000. 

Finally, Northstar Ventures will manage The 
Innovation Fund that will focus on businesses 
with strong management teams with scalable 
opportunities, investing up to £500,000 by way of 
loans or equity. 

In terms of types of businesses who will be able 
to access the funds, Andrew is clear that almost 
all regional enterprises, of all sizes, can apply (in 
accordance with European state rules). 

“We want to invest in businesses that have 
growth potential and ambition. At the small 
micro-loan end, that might be someone who wants 
to start a little business and grow it. At the larger 
end, it might be a manufacturing business or an 
engineering company that wants to invest in new 
equipment, new robotics or AI.”

Andrew adds: “There’s also a degree of overlap 

between the funds – which is deliberate. We 
want SMEs to be able to go to two or three fund 
managers to find the best fit; that’s what a company 
in London would have.”

In addition to the finance, the fund managers 
are tasked with providing mentoring support 
to businesses – something that Andrew sees as 
crucial.

“A young management team may have the 
technology skills for their business but not the 
finance, marketing or operations skills.

“The fund managers will support them with 
these, as well helping them to make connections 
and contacts with potential customers – another 
reason why it’s so important that the fund 
managers are local.”

As for what will happen after the North East 
Fund’s investment period ends, no one – including 
Andrew – knows. 

“It is possible that the EIB continues to lend into 
the UK but we can’t predict that,” he says. “There’s 
going to have to be a lot of calls on capital for the 
British Government to make.

“As a region, though, it’s important that we 
become as self-sufficient as possible and to 
generate as much capital as we can from the 
JEREMIE programme and the North East Fund 
and work with local business angels and investors.”

From wherever the source, Andrew is adamant 
investment in the region’s businesses doesn’t dry 
up. 

“Every economy needs movement and 
dynamism. It requires constant regeneration, 
new ideas, new talent, new competitors and new 
investment,” he says. 

“The North East Fund is part of that; we’re not 
the whole jigsaw, but having intelligent investment 
capital available for growing businesses is a 
critical part for the future of the region in terms 
of developing a more vibrant, more diversified 
economy. 

“For small businesses to grow, they may need 
two or three rounds of funding to achieve their 
potential so we have to look long term. 

“Silicon Valley has had access to venture capital 
for 60 years and you can see the benefits of that 
with the big companies coming through. 

“You can’t just turn the taps off and on, and 
public sector finance helps fills the gap at a very 
early stage.

“I’ll be very disappointed if this was the last 
North East-focused [public sector] fund,” says 
Andrew, “but, ultimately, the message is of hope 
and that people in our region are already starting 
to think about continuity and securing the next 
phase of investment.” 

INTERVIEW
Andrew Mitchell

NORTH EAST FUND
www.northeastfund.org
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“Every economy needs 
movement and dynamism. 

It requires constant 
regeneration, new ideas, 

new talent, new competitors 
and new investment”

ANDREW MITCHELL
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As Rathbones celebrates its fifth 
anniversary since establishing 
the Newcastle office, its financial 
planning team continues to thrive by 
focussing on their clients’ needs.

Financial planning directors Kirstie McKeown 
and Chris Bartlett have been instrumental in 
building Rathbones’ service offering on Tyneside.

Kirstie joined Rathbones in 2013 and Chris 
shortly after in 2015. Working closely with the 
rest of the Rathbones team across their client 
relationships, they have been delivering a holistic 
wealth management service that has grown in large 
part through word of mouth.

“You have to put people and their lives at the 
heart of what we do,” says Kirstie, who was drawn 
to Rathbones because the firm understands 
that successes come from not only long-lasting 
relationships, but also being part of the fabric of the 
business community. 

Kirstie’s strong belief in supporting the 
community around her has included her 
fundraising for a local Scout group, which was 
acknowledged by her having the privilege of being 
part of the Olympic torch relay in 2012. 

In 2017, Rathbones also became a family 
affair when her daughter joined the business in 
the Liverpool office, under its Apprenticeship 
programme. 

Kirstie has had the opportunity to work with 
numerous different types of clients, but she feels that 
“most people have similar motivations in life. They 
want health and happiness for themselves and their 
family and good financial planning should be part 
of this”. 

There is no typical client for Kirstie, who has 
found that the diversity of opportunity at Rathbones 
gives her the confidence that she will be able to 
develop her career further. 

Having already become a Fellow of the Personal 
Finance Society, Kirstie has also increased her skills 
further by gaining accrediation from the Society 
of Trust and Estate Practitioners. This additional 

knowledge has proved valuable with clients who 
now come to a Rathbones office that is growing its 
reputation in the local economy. 

Chris, who began his career in financial services 
almost 20 years ago, likens financial planning to 
running a marathon – something he also enjoys 
doing in his spare time. 

He reflects: “Like life in general, financial 
planning is not a sprint and planning ahead is vital if 
you do not want to hit a brick wall.”

Being part of the running community has proved 
an important way with trying to keep healthy as 
part of a busy life of work and family (2018 has 
been a busy year of university applications and A 
levels in the Bartlett household), and although Chris 
will never be at the front of the Great North Run 
or the local parkrun, he hopes that he will be able 
to give something back to the sport later in 2018 
by undertaking the Leadership in Running Fitness 
course with England Athletics. 

Chris previously worked for a local independent 
financial adviser and, like Kirstie, is a Fellow of the 
Personal Finance Society. 

In 2017 he gained a distinction in his Masters 
Degree in Financial Planning and Business 
Management. 

Both Kirstie and Chris feel that being as 
highly qualified as possible with complementary 
qualifications from other team members within the 
office will bring the best advice to clients. 

There are plenty of challenges in financial 
planning for the Rathbones office to deal with in the 
coming years. Kirstie and Chris are both focused on 
how best to deliver financial advice in a digital age, 
and have been able to develop a team in Newcastle 
that can support clients. 

Kirstie says: “The best outcomes for clients will 
come from strong working relationships between 
financial planners and investment managers. 
“Having the integrated office, with clear team goals, 
is making a real difference in how we work and 
highlighting Rathbones as a permanent fixture in 
the Newcastle business scene.”

ADVERTISING FEATURE
Rathbones – Finance 

Rathbones carries the torch for holistic wealth management in the North East 

PERSONAL APPROACH TO 
WEALTH MANAGEMENT 

RATHBONES 
Photo, left to right: David 

Strangroom (financial planning 

manager for the North) with 

Chris Bartlett and Kirstie 

McKeown

www.rathbones.com
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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.
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When Michael Leather 
founded his business almost 
30 years ago, it was with the 
intention of being ‘different’; 
of offering an unrivalled 

expert service to clients, but with a tangible 
difference from its competitors in a crowded 
accountancy marketplace.  

And that commitment to being ‘different’ is 
what has seen Leathers the Accountants grow 
into one of the leading chartered accountants in 
the North of England, with offices in Newcastle, 
Durham and Harrogate which attract work from 
across the UK and indeed around the world, the 
vast majority of it through referral. It estimates 
that since its inception, its actions and advice 
have helped businesses grow to the tune of tens of 
millions of pounds.  

Its expertise is a given; with Michael Leather as 
managing partner and Tim Mallon as managing 
director – two of the most highly-esteemed 
accountants in the North – Leathers acts for a 
raft of major businesses and investors, as well as 
being the trusted advisor to many high net worth 
families, often over the course of generations. 
Alongside them stands a team of leading 
individuals, many of them young up-and-coming 
names in the sector – such as Ryan Harrison, a 
highly-rated private client specialist, recently made 
a partner – who are helping to drive Leathers 
forward. 

But what is really at the root of its difference is 
its personal service and its absolute commitment 
to putting clients at the heart of everything it 
does –  which was acknowledged as one of the 
key reasons it recently won best firm (under 
50 employees) in the North East Accountancy 
Awards 2018 – to the extent that its advice is 
trusted implicitly, not only on matters of tax and 
accounting, but also the strategic business advice 
it can offer as a result of the deep understanding 
it builds of clients and their business and personal 
affairs. 

And why is this? Because the Leathers’ ethos 
since the day it was founded has been that the 
team are not just professional advisors – they are 
approachable, friendly people who you can relate 
to and feel comfortable with, yet people who aren’t 
afraid to be blunt, direct and downright tough 
when necessary. As the firm’s mission statement 
says: ‘We are people who look after people, in 
business and in life’. 

As Michael explains: “It has always been about 
looking at things slightly differently, having a 
personalised service but with some personality 
too. We understand our clients’ personalities and 
their ambitions, and we help them to achieve what 

ADVERTISING FEATURE
Leathers the Accountants – Finance 

Over the last three decades, the award-winning North East accountancy firm, Leathers the 
Accountants, has built a stellar reputation for its personal service by not following the norm

DARING TO BE DIFFERENT 
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they want. We talk to them, but we also listen. 
Our clients trust us because we earn it and we give 
advice that they see the benefit of.  

“We understand that our clients will often 
prefer to be advised by certain members of our 
team, as relationships are built with people and 
not just accountants, and that’s fine. We all have 
different personalities and approaches, but we are 
all absolutely committed to doing the best by our 
clients in a way that other firms just don’t do.”

Tim, who joined Leathers last year after holding 
senior roles in several other leading regional 
accountants, verifies this. 

“The kind of client care and commitment here 
is unrivalled. Leathers has long had a ‘family 
office’ approach, and we see ourselves as almost 
being part of a client’s extended family. They 
come to know us and trust us, and while that isn’t 
something that is built overnight, the relationships 
we have are deep and lasting ones. Clients often 
consult us before deciding what action to take, 
which is very uncommon, but is testament to 
the trust they place in us and the quality of our 
advice,” he says. 

With such trusted relationships, its clients seek 
its advice on a whole suite of matters regarding 
their business and wealth, and how to grow and 
protect that.  

Michael continues: “Many of the businesses 
we act for have been with us since the early stages 
of their journey, and effectively our businesses 
have grown together, so we can understand their 
problems and opportunities from a personal point 
of view. 

“We have helped clients restructure their 
businesses, float their businesses, sell their 
businesses and set up new ones, we are on the 
journey together with them as part of their team. 
We understand the challenges that entrepreneurs 
face and we support them, we find solutions to 
the problems they face and we often foresee these 
problems before they arise, and we earn a lot of 
trust and respect through being able to do that.”

“We always advise our clients honestly and 
directly, and sometimes that extends to telling 
them to enjoy the wealth they have created,” says 
Tim. 

“We often see that the wealth they have worked 
so hard for almost becomes a bit of a burden, 
where they feel they need to invest it all for the 
benefit of their children and shouldn’t spend it. 
There is absolutely nothing wrong in enjoying 
your wealth, and sometimes the best advice we can 
give is to advise people to do so. This may be quite 
an unusual approach for accountants, who are 
notorious for their prudence, but I think that helps 

to demonstrate the Leathers difference – it’s all 
about people, and being able to enjoy your success 
is vitally important. 

“A big reward for us, and a testament to the 
levels of service and client care we provide, 
is being trusted by our clients to advise their 
children. We are finding that the second 
generation of families, those in their 20s or 
30s, are coming to us, looking to benefit from 
the advice we have delivered to their parents as 
they make their own way in the world, and their 
parents are keen to see them set off on the right 
track. 

“It’s fantastic we can play such a role in 
supporting families and family businesses, and 
that is something we are very proud of as a team.” 

As Leathers continues to grow, with the 
business now being spread across three offices and 
the team ever-increasing in size, these are exciting 
times indeed. 

Michael adds: “It is an exciting time, but one 
challenge for us is to keep that ethos that makes 
us unique. We are growing, but the Leathers 
difference is what we are absolutely committed 
to keeping. Our clients realise the difference and 
that’s what attracts them to us and then keeps 
them with us, and that is something that will never 
change.”

LEATHERS THE 
ACCOUNTANTS
Photo, left to right: Ryan Harrison, 

Tim Mallon and Michael Leathers

www.leatherstheaccountants.com
@leathersllp
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In your summit talk, you spoke about not 
having the traditional upbringing to become 
the CEO of a bank – but that your family gave 
you the confidence to succeed. Can you tell 
me more?

My dad instilled a self-belief in me so I never 
thought there was a reason why I couldn’t be 
successful. I didn’t have those insecurities around 
not having the ‘right’ education or mixing in the 
‘right’ circles. I had that confidence in my own 
ability and work ethic. I didn’t have a day off until 
my maternity leave, aged 44. 

Another thing that came from my family 
background – and particularly from my dad – 
was a focus on inclusivity. My dad would always 
look to see the best in people, regardless of their 
background or their differences. He was also very 
generous with his time and never left anyone out. 
That has influenced my leadership style. When I’m 
with people in the team or with customers, I think 
they get that sense of genuine care and authenticity 
that came from my dad. 

You started your banking career at 18 years old, in 
1987. Were you conscious of the male dominance 
in the industry at the time?
My first job was very junior – I emptied the 
confidential waste and I made the tea – and at that 
level it was actually quite female dominated. It’s 
fair to say, as I got more senior, the lack of gender 
diversity became more apparent. I’ve done well, 
despite some of those challenges and, in many 
ways, I believe I’ve had to work harder than some 
of my male peers. 

I think there are good intentions to correct this 
now but it still seems that people are often more 
willing to take a leap of faith recruiting a man, 
rather than a woman. 

You mentor a lot of people now. Did you have a 
mentor who influenced you as you build your 
banking career?
I had female and male role models but I probably 
have more formal mentoring now. The chair of our 
board, Dame Denise Holt, and I have a very strong 
relationship both on a professional and a personal 
level. I’m a better version of myself because of 
some of the guidance that she’s given me. Denise is 
very encouraging and embraces what I bring to the 
organisation. 

I mentor both men and women and I often talk 

INTERVIEW  
Sue Fox

Sue Fox, CEO of M&S Bank, spoke at the Northern Powerhouse Business Summit in Newcastle, 
as part of the Great Exhibition of the North. On stage, she talked candidly about her Liverpudlian 
working class background and the importance of creating a business culture where people can 
be themselves – even in the highly-regulated banking sector. Alison Cowie caught up with Sue 
afterwards to find out more 

BANKING ON DIVERSITY 
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about insecurities, and where they start from. I tell 
them not to be influenced by the sins of the past 
and I make sure they know they’re better and more 
valuable than they think they are. 

At M&S Bank, we also have reverse mentoring 
because having good feedback loops is important 
for the culture. It shouldn’t be a hierarchy.

In your talk, you described the importance of 
building trust in an organisation but that this 
can have its challenges given that banks are very 
regulated organisations. Can you expand on this?
There’s obviously a lot of rules governing banking, 
and they are important, but what we look to do 
at M&S Bank is create a culture of trust among 
our team. What the regulators – who visited M&S 
Bank last week – want is a good tone from the 
top and the ability for staff to use judgement so 
that they’re not so bound by rules and regulators. 
They know you can’t have a policy for every single 
scenario that you’re going to come across. 

Diversity and inclusion has formed a large part of 
your remit since you became CEO of M&S Bank 
four years ago. Why is that?
I firmly believe you can’t be your best if you’re 
not yourself. When I became CEO of M&S Bank, 
we launched a new diversity and inclusion board 
and we refreshed some committees. Our first 
two focuses were around LGBT, and Respect 
(for people living with visible and non-visible 
disability). In the launch meeting, we got people 
to tell their stories. Just one example was from a 
relatively new member of the team who revealed 
that when she came out as a gay woman, her 
previous employer treated her differently and she 
didn’t get invited to meetings. She also said that 
when she moved into a home with her partner, 
her car was set on fire in the street. At the time I 
felt guilty because I didn’t think this sort of stuff 
happened. 

I thought everyone was like me. But I realised, 
actually, that’s not the case, and we have a real 
responsibility at the bank to allow people to be 
themselves.

You told the summit’s audience that M&S Bank 
doesn’t ‘accept differences’, that it ‘embraces 
differences’. Why is this distinction important?
Diversity has many benefits. It creates a richness 
of debate. You might think you’ve made the right 
business decision but someone will say, have 
you thought about it this way? By embracing 
differences, you become a better organisation at 

delivering relevant customer services. It goes back 
to creating an environment where you can be 
yourself. It allows you the confidence to challenge 
something and be able to say, ‘I think we should do 
that differently’. 

Do you see yourself as a role model for the 
industry? 
In banking, there’s a stereotypical CEO, who has 
been privately educated, went to Oxbridge, got 
onto an international manager programme and 
then became CEO. That’s changing and there’s 
starting to be an openness to people from different 
backgrounds. I’ve been one of those people who 
has broken that mould. I’ve never compromised 
my values; I’ve always been my authentic self 
because my view was, if you don’t want my 
authentic self then you don’t want me anyway. I’m 
proud that I’m part of an organisation that allows 
people to be the best versions of themselves. 

M&S BANK
www.bank.marksandspencer.
com
@mandsbank
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As a business owner, planning for the 
future and setting targets and goals 
for your organisation will no doubt 
be a key focus. But what of the 
future for your business after you 

have gone – and how will this affect your family? 
It is essential that your business is a key part 

of your estate planning, to ensure the smooth 
transition and continued functioning of the 
business itself, as well as enabling your family to 
gain the maximum tax benefit from its transfer. 

When making your will, as well as making 
provision for the running of your business and 
who it will pass to, you also need to consider the 
tax consequences. With careful planning, if your 
will is structured correctly, you and your family 
can benefit from significant savings by taking full 

advantage of Business Property Relief (BPR) – but 
equally, if this is done incorrectly, it can result in 
a considerable amount of extra inheritance tax 
(IHT) being due. 

BPR is a relief available to business owners 
where business assets can pass on death either 
free of IHT or subject to a reduced rate of tax, 
depending on the type of property held. On assets 
held for at least two years, BPR is available at either 
50 or 100 per cent – the maximum BPR is available 
to those who own a business, are in a business 
partnership, or have shares or securities in an 
unquoted company. 

If you are leaving your business to your 
spouse, this can have considerable tax benefits. 
Through careful planning, a will can be structured 
so married couples can claim BPR twice in a 
technique known as ‘double dipping’ – this can 
result in significant IHT benefits. 

In such circumstances, a will is structured so 
that on the death of the business owner, all of the 
business assets that attract BPR will be left to a 
trust fund, and the remainder of the estate will be 
left to the surviving spouse. The trust fund will 
qualify for BPR and not attract an IHT charge, and 
anything left to the surviving spouse will not be 
subject to IHT because of the 100 per cent spousal 
exemption. 

The trustees can then sell the business assets 
from the trust fund to the spouse. On the basis 
that the funds are available to do so, the assets 
are effectively swapped, leaving the spouse with 
business assets and the trust with chargeable ones. 
The spouse will then, upon their death, have assets 
which qualify for BPR and are not chargeable to 
IHT in their estate. The funds in the trust will be 
taxed at a more favourable level than the 40 per 
cent IHT they would otherwise have faced. 

This ‘double dipping’ structure can, as well as 
the obvious IHT benefits, result in the surviving 
spouse being entitled to payments from the trust 
fund for the remainder of their life if necessary.  

While undoubtedly a very useful tax and estate 
planning tool, it is essential that BPR planning is 
done correctly and with professional guidance, to 
avoid falling foul of tax penalties. 

ADVERTISING FEATURE
Sintons – Law

Through careful planning, tax reliefs available on your business assets could help benefit your 
family and leave them with more of your hard-earned wealth after your death. Jessica Morton 
from Sintons explains more

PLANNING FOR THE FUTURE OF 
YOUR BUSINESS AND YOUR FAMILY

SINTONS 
Jessica Morton is a specialist 

wills and probate solicitor at 

law firm Sintons. To speak to 

her about this, or any other 

estate planning matter, contact 

0191 226 7801 or email jessica.

morton@sintons.co.uk 

www.sintons.co.uk
@SintonsLaw
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Based in Morpeth with nine outreach 
centres across the North East, MS 
Research and Relief Fund (MSRRF) 
supports people affected by Multiple 
Sclerosis (MS) and their families.

MS is a chronic, progressive disease affecting the 
nerve cells in the brain and spinal cord, and people 
affected by the condition commonly experience 
severe fatigue, numbness and impairment of 
muscle coordination and speech.

MSRRF was founded in 1964 in Cheshire, 
before operations were moved to the North East 
in the 1980s. The charity currently has more than 
1000 registered service users who it provides with 
complementary therapies and exercise classes, 
as well as grants providing access to specific 
equipment to truly limit the impact the condition 
has on their lives.

MSRRF receives no statutory funding and relies 
on donations and fundraising.

Through its staff-run charity committee, 
Newcastle-based UNW regularly raises funds 
for wide variety of organisations, with recent 
beneficiaries including Charlie Bear for Cancer 
Care, Caring Hands and Newcastle Women’s Aid. 

The Chartered accountancy and business 
advisory firm has recently announced a 
partnership with MSRRF, following on from a 
hugely successful two years with Gosforth-based 
children’s charity Smile for Life, in which UNW 
raised over £20,000 through a sponsored walk, 
cycling challenge and various activities within its 
Citygate office.

The criteria of UNW’s nominated Charity of 
the Year specifies that chosen organisations must 
be local and independent, to ensure fundraising 
efforts deliver the maximum impact over the 
course of the 12 months. Initial plans include 
a 27-mile sponsored coastal castle walk from 
Warkworth to Bamburgh in October 2018. 

Andrew Wilson, UNW managing partner, says: 
“We’re delighted that MS Research and Relief Fund 
has been chosen by colleagues as UNW’s new 
charity of the year in 2018. The work the charity 
does for people affected by MS in the North East, 

and their families, is vital to make their lives just 
that little bit easier. 

“Over the years, our fundraising activities have 
made a huge difference to a wide range of local 
independent charitable organisations, delivering 
significant impact not only for the organisations 
themselves, but also the personal development of 
colleagues too. We’re extremely excited about the 
upcoming year.”

Dan Nelson, fundraising manager at MS 
Research and Relief Fund, adds: “Everyone at MS 
Research and Relief Fund is delighted that UNW 
have chosen us to be its new Charity of the Year. 
One of our major challenges is brand awareness in 
the North East, and so to be aligned with a leading 
North East business is massive for the charity.  

“The money and profile that UNW can raise 
for us will make a real difference to the quality of 
local people’s lives who are affected by MS. UNW’s 
fundraising activities will fund new equipment 
and allow us to provide a greater number of free-
of-charge complementary therapies and exercise 
classes that help alleviate the symptoms of MS.”

ADVERTISING FEATURE  
UNW - Finance 

Newcastle Chartered accountancy and business advisory firm UNW has announced local charity 
MS Research and Relief Fund (MSRRF) as its chosen Charity of the Year for 2018/19

MS CHARITY CELEBRATING NEW 
CORPORATE PARTNERSHIP 
WITH UNW

UNW
UNW is an independent firm 

of Chartered accountants 

that delivers a wide range of 

business advisory services to 

its clients. 

www.unw.co.uk 
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Tell me about your background?
I studied to be an accountant at 
Northumbria University and spent 
a large chunk of my career working 
for manufacturing companies in 

the North East. I became managing director of a 
Wallsend-based manufacturer but when the MD 
who I had taken over from died of a heart attack, 
aged just 52, I realised I didn’t want to be doing 
that job for the rest of my life. I left that job and 
ended up working at Minsteracres, a retreat centre 
run by monks and nuns, as its operations director. 
I then saw the job advertised at Shared Interest. 

What attracted you to the role at Shared Interest?
Shared Interest seemed to align with my personal 
values and principles. I also thought it would be 
something that I’d really enjoy. I’ve been in the role 
for 12 years now and it’s my dream job. Even when 
I’ve had a challenging day, it’s very satisfying to 
know you’re doing good to someone, somewhere.

What is Shared Interest? 
We’re known as a community benefit society. 
People invest withdrawable share capital in us, 
from £100 to £100,000, and we lend these funds 
to businesses involved in fair trade. These can be 
based in Europe and North America, on the buyer 
and trading side of fair trade, but mainly we lend 
to cooperatives in Africa and Latin America that 
are producing everything from coffee and cocoa, 
to bananas, quinoa and handcrafts. We have 33 
members of staff in total and have offices in Kenya 
and Ghana, Peru and Costa Rica, as well as our 
head office in Newcastle. 

Is Shared Interest a unique concept?
There are other social lenders – which is what 
we are classed as – but we are the only one that 
operates on the scale that we do. We’re set up 
to reach the very small, and often the most 
disadvantaged, producers.

Why was Shared Interest established in 1990?
We evolved out of Traidcraft, which has always 
worked in the fair trade arena. The ethical retailer 
was finding that the producers they wanted to 
buy from didn’t have the finance to buy materials 
and tools to make their products, or have the 
ability to pay workers’ wages. They realised they 
needed to provide some sort of pre-finance and 
commissioned a research project which several 
dignitaries from the North East of England finance 
sector contributed to. Out of that came the Shared 
Interest concept. We’re a separate entity from 
Traidcraft now but we still work closely with them.

What about the Shared Interest Foundation – was 
that established at the same time as the society?
The foundation is our sister charity and was 
established in 2004. If you look at the rules that 
govern a community benefit society, you are very 
limited with what you can do with any profits. 
You can’t give them to your shareholders – people 
can’t get more out of the society than they put 
in – but you can make charitable donations. It was 
therefore decided to set up the Shared Interest 
Foundation, where we use the profits from the 
society to fund business training and support 
activities. 

INTERVIEW 
Patricia Alexander 

Last year, Newcastle city centre-based Shared Interest invested £62 million to 397 Fairtrade 
organisations in 59 countries. Here, its managing director, Patricia Alexander, reveals more about 
the community benefits society’s values and how it is using investors’ money to transform the 
lives of some of the World’s most disadvantaged communities by helping them to trade their way 
out of poverty 

IT’S GOOD TO SHARE 

“Even when I’ve had 
a challenging day, it’s 

satisfying to know you’re 
doing good to someone, 

somewhere.”
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What kind of business training does the 
foundation fund?
We often find in Africa and Latin America that the 
farmers know how to grow crops but they don’t 
know how to run a business. We want them to 
be successful so that they can repay our loans – 
which is the object of the society – so our training 
often centres around helping them with the very 
basics in business planning and quality control. 
For example, some co-ops, particularly those 
in handcrafts, don’t understand that if someone 
orders 20 products, they need to look alike. 

We also support cooperatives with financial 
planning, governance and stakeholder 
relationships. The training usually lasts a couple of 
days and we then follow this up with mentoring.

How do you find the cooperatives? 
Everyone who we lend to has to be certified fair 
trade, either by being members of World Fair Trade 
Organisation [WFTO], or being associated with 
other labels that are compliant with the principles 
of fair trade, for example Fair for Life. This way, we 
can ensure that our investors’ money is going to 
groups that are behaving in an ethical manner and 
that are treating their workers correctly. 

Why do the cooperatives need supporting in this 
way?
There is a great deal of pride among the people who 
we help – despite them often being desperately 
poor. They want to be able to provide an income 
for their family. Commercial banks will not 
lend to small handcraft groups or agricultural 
commodities so we’re often their only source of 
finance. 

Can you give any examples of the impact Share 
Interest has made?
We carry out a lot of studies that collect data on 
groups we’ve worked with to see how they’re 
progressing. 

Just one example is we started working with 
some Maasai women in 2009 who were making 
jewellery, belts and dog collars. We gave them a 
very small loan, which allowed two of the women 
to go to a trade fair in Vienna. Since we’ve started 
to work with them, they’ve started to export their 
products and sales have grown. The women can 
pay for education for their daughters and some 
have gone back to school to learn to read and write 
themselves. We gave them another small loan, 
around $5000, to be able to bring electricity into 
their village and they have now become even more 
entrepreneurial. They are selling phone charging 
services to the local people and someone has set 
up a hairdressing business. They’ve even managed 
to build a clinic on their grounds. The finance has 
really empowered these women, which is a knock-
on benefit to what we do. 

We have lots more examples like this. 

Why do you think people invest in Shared 
Interest?
I think we got to a point a few years ago when 
people got very disenfranchised with the banks 
and what was happening and, to some extent, we 
benefitted from this because people wanted to have 
a more ethical way of investing their spare cash. 

I also think people who invest with us do so 
because they support Fairtrade, or they believe in 
the cooperative model of ownership and control. 

The vast majority of our accounts are held by 
individuals but we also have some groups, such as 
rotary groups, churches, councils and schools.
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How do you ensure the funds do go to the people 
who need it? 
We have people on the ground who carry out due 
diligence. They visit the cooperatives and talk to 
the individual farmers and producers. They get 
to know the people and the business. This, along 
with the Fairtrade certification, means we can be 
as certain as we can be that the finance is going to 
the right people. 

What is Shared Interest’s biggest challenge?
There are so many demands on people’s finances 
now. You’ve heard of the bank of mum and dad; 
but grandparents are helping their grandchildren 
to get into the housing market. 

International development has also had quite 
a lot of bad press lately with the problems at 
Oxfam, but what people sometimes seem to 
forget is the good that it does and the possible 
outcomes it has. If people in the developed world 
don’t help people in the developing world, then 
who is going to? 

You mention the issues regarding Oxfam. 
Charities and other social organisations are 
under scrutiny more than ever. How does Shared 
Interest deal with this?
Transparency and a high level of member 
engagement are very important to us. We create 
Social Accounts each year – which is like an 
Impact Report – and as part of this, we consult 
with our customers, investors, staff and partners 
to see how they feel we’re delivering against our 
mission. 

We’re also currently in the middle of a series of 
members’ meetings across the UK where we can 
tell investors what we’re doing with their money, 
giving them examples of the people we’ve lent the 
money to and the impact that’s made.

What are the short- and long-terms plans for 
Shared Interest?
We’ve just carried out a strategic review for the 
society and one of our objectives is to work more 
in Asia. 

We really struggle to lend in countries like 
India, Bangladesh and Nepal because of the 
financial regulations of those countries, but 
we are looking at possibilities in Vietnam, Sri 
Lanka and Thailand, where there are fair trade 
businesses that we can support. 

But our main aim is also to stay relevant so 
that we can continue to help cooperatives. The 
number of people who want finance from us is 
greater than the finance we have available. I guess 
when that pipeline dries up, then we’ve succeeded 
in our mission. But I think we are a very, very 
long way from that. 

SHARED INTEREST
www.shared-interest.com
@SharedInterest 
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As North East businesses go, the 
name Ward Hadaway has become 
as synonymous to the city of 
Newcastle as some of the renowned 
landmarks that surround its 

Quayside base.
Hard to believe, then, that the commercial law 

firm was established just 30 years ago. Founded 
in 1988, the aim was to challenge the likes of 
Dickinson Dees, Wilkinson Maughan and 
Ingledews, the major commercial firms of the day.

Having met those aspirations, and after 
branching out to the Northern strongholds of 
Leeds and Manchester during those first three 
decades, it’s perhaps not surprising to find out-
going managing partner Jamie Martin in reflective 
mood.

“It’s an important juncture, and we’re very proud 
of what we’ve achieved in those 30 years,” says 
Jamie, who has moved into a new role as the firm’s 
senior partner.

“We’ve always thought of ourselves as a 
reasonably young organisation, yet here we are 
celebrating our 30th anniversary, so we are no 
longer the new kids on the block.

“We are now very firmly established as a 
significant commercial law firm in this city, so 
we’ve certainly achieved the goal of our founding 
fathers and mothers.

“We opened offices in Leeds in 2008 and 
Manchester in 2012, so we are represented 
right across the North of England. To have 
accomplished that within 30 years – in what is 
a competitive and difficult market, is quite an 
achievement.”

This is not, however, a business that is interested 
in standing still. 

Their current HQ, directly next door to the 
former Co-operative Society Warehouse that now 
houses the Malmaison Hotel, is testament to their 
ambition.  

“The biggest landmark for us was moving the 
business to Newcastle Quayside,” explains Jamie. 
“It was a statement of intent by the partners at the 

time – we wanted to be taken seriously.
“We felt we couldn’t do that from our old offices 

on Hood Street, and the ambition of the firm 
was demonstrated when we took up the lease at 
Sandgate House.

“All that was needed was a couple of floors at 
the time, but the building has got five. It was a real 
deep breath moment for us. 

“Peter Allan, our senior partner at the time, 
said we should only sign the lease if we could have 
the option to build another building to the rear of 
Sandgate House within 18 months.

“This was to accommodate our business 
plan, and while many of us thought that was 
overambitious, he was proved to be absolutely 
right.”

Now a UK Top 100 law firm, Ward Hadaway 
is looking to the future with the same kind 
of ambition and enthusiasm that fired the 
imaginations of the firm’s founders in the late-
1980s.

Replacing Jamie as the new managing partner 
is leading corporate lawyer and former Ward 
Hadaway finance partner Martin Hulls, while 
another change to the line-up sees the arrival of 
strategic business development partner, Steve 
McNicol.

Combined, the pair bring over half a century’s 
worth of experience to the table – fitting 
appointments for a £36 million-plus operation that 
now employs in excess of 470 people.

So what has Martin made of his time so far 
in the role? “It has been very busy, but very 
enjoyable,” he admits.

“Something I’ve embarked upon is spending 
time listening to people throughout the business, 
and a recurring theme is how Ward Hadaway is a 
welcoming and friendly place to work.

“That’s a very important aspect of who we are 
– Ward Hadaway is quite a large organisation, but 
it’s very friendly. One of the things that we have 
had to balance carefully is encouraging the right 
blend of informal and personal approach with the 
highest standards of quality and professionalism.

ADVERTISING FEATURE
Ward Hadaway – Law 

Commercial law firm Ward Hadaway has marked its 30th anniversary by being named Law Firm 
of the Year at the annual Northern Law Awards. Here, Dan Sheridan learns of some changes at the 
top which will stand them in good stead over the next 30 years 

A FRESH LOOK FOR 
WARD HADAWAY 
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“To that end, we have decided to make some 
changes to the way we work that contributes to 
a positive working environment. For instance, 
we have decided that the dress policy at Ward 
Hadaway is going to change. Since we work 
in a professional environment surrounded by 
colleagues, clients and visitors, we all dress for our 
activities that day, whether that is a suit and tie or 
something more casual.

“That’s what gives you the great client 
experience, where the law is right and the 
documents are right, but there’s a really friendly 
bunch of people that you wouldn’t mind sharing a 
beer or a glass of wine with behind all of that.”

Martin continues: “We’ve concluded a strategic 
review, which has come up with a series of 
recommendations, and one of the key messages 
was about client service.

“We strive to deliver excellent client service, but 
we’re trying to build on that to turn excellent into 
exceptional.   

“There are a number of things that you can 
always do better, but what kept coming up is that 

our clients come to us and stay with us because of 
our client service and the ethos that we have, but 
we want that to be even better.”

For Steve’s part, it was the vital ingredients of 
the newly created role that led to the beginning of 
a new chapter in his career after over 17 years at 
another North East law firm, with more than 11 of 
those as managing partner.

When he weighed things up, it was an 
opportunity too good to turn down.

“It’s very exciting,” Steve says. “You have an 
established law firm with a full-service offering; 
a huge amount of potential; and a commitment 
to change, invest and to be ambitious. “Critically 
there is a real desire to build on a very strong 
“people centric” strategy and use that as the 
foundation for the future.

“When you add all of that together, it’s an 
opportunity that was very difficult to resist 
– particularly for someone who really enjoys 
change.”

The new role is clearly very broad and includes 
responsibility for the Ward Hadaway client 
experience, creating opportunities, building 
relationships and winning new work. Steve will 
also work very closely with Jamie to build on the 
firm’s regional and national profile. 

“The partners here have been really forward-
thinking. They know that the technical knowledge 
and sector expertise in the business is superb. The 
aim now is to demonstrate that to as many people 
as we possibly can.”

At first glance, the dynamics of the trio suggest 
an even brighter next 30 years for Ward Hadaway. 

And though he’s been on the journey for 
the past two decades, Jamie can see bigger and 
brighter things ahead. 

“We’re involved in very serious activities, but we 
tackle them with a friendly face,” he says. “The two 
greatest assets of this firm are its people and the 
relationships it has with its clients and the business 
community as a whole.

“It’s been a great journey for me and a great 
honour. But it’s now time for me to step into a new 
role and let somebody else take the strategic lead.

“I’ll be working closely with Steve, who comes 
with some really good credentials – not just in 
service delivery, but also in terms of his ability to 
develop clients – and I am very excited about the 
opportunities for the two of us.

“Martin has got exactly the right kind of 
qualifications to take his job on and to take the 
firm forward. 

“He’s a man of great commercial acumen, 
highly respected, a leader in his field and, most 
importantly, has the confidence of the partners to 
do the job. I have absolutely no doubt that he will 
take the firm forward in the right way.”

WARD HADAWAY 
www.wardhadaway.com
@WardHadaway
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ADVERTISING FEATURE
Ward Hadaway – Law 
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Why do businesses choose 
to offer their shares on the 
open market in an IPO 
(initial public offering)? 

Raising capital, creating 
and crystallising value and securing the long-
term future of a business are critical decisions for 
owner-managers and there are a number of options 
available to achieve this. At N+1 Singer, we are 
passionate advocates of the power of the public 
markets to create wealth and deliver sustainable 
value.

What are the advantages of listing on the stock 
exchange?
One of the key advantages is management control 
and freedom to execute on a strategy. While 
investors always have the option of voting with their 
feet, the public markets are largely comprised of a 
passive investor base. Raising growth capital should 
be the primary motivation for an IPO, but it can also 
provide an opportunity for at least a partial selldown 
by founders/early stage investors. A stock market 
listing also provides a currency for acquisitions 
and a means for attracting and incentivising 
management and employees. Finally, an IPO 
often raises a company’s profile and enhances its 
credibility with suppliers, creditors and customers.

What do investors look for in an IPO?
There is no single answer to this but a differentiated 
offering will help companies stand out from the 
crowd. For small and mid-sized companies, growth 
potential will likely be the primary consideration, 
but other characteristics such as disruptive 
technologies, market positioning, high and 
defensible profit margins and predictable, recurring 
revenues are all highly prized, with the ability to 
pay dividends an added bonus. Above all, public 
market investors look for strong management teams 
with a clearly defined strategy and (ideally) skin in 
the game, ensuring the interests of investors and 
management are aligned.

What to expect as a listed company
Of course, an IPO should not be viewed as an end 
in itself, particularly for management and ongoing 
shareholders. Being a publicly listed company 
means exactly that – public! Interim and annual 

reports need to be published and investors kept 
regularly updated. This brings a level of scrutiny, 
but also provides the means for management 
teams to communicate with all stakeholders, 
including employees and customers in an open and 
transparent manner. Ultimately, successful delivery 
should create value for all shareholders.

Why choose N+1 Singer
N+1 Singer is one of the top three brokers in the UK 
(by number of clients) and has a strong track record 
of deal execution, with unrivalled placing power 
and deep relationships with leading institutional 
investors in the UK. Uniquely, it has a permanent 
presence in the North East region, with a team of 
12 comprising experienced corporate financiers, 
brokers, equity research analysts and sales traders. 
We have raised £3.1bn for our clients in over 
130 capital markets transactions since January 
2013, including most recently raising £10m for 
software business i-nexus in its IPO on AIM in 
June 2018. The market remains very much open 
for business. We are currently working on one IPO 
from the region, expected to complete in H2, and 
we are always keen to meet ambitious North East 
companies to discuss strategic options.

ADVERTISING FEATURE
N+1 Singer - Finance  

Rachel Hayes is a corporate broker with N+1 Singer, the investment bank with a permanent 
presence in the North East. She has over 20 years’ experience in the industry and has successfully 
advised many companies on IPOs and secondary fundraisings during her career. Here she explains 
why companies choose to IPO and what to expect from life on the public markets   

GOING PUBLIC 

N+1 SINGER 
Contact Rachel on rachel.hayes@

n1singer.com

www.n1singer.com
0191 500 8875

i
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Confirming its position as one of the 
region’s busiest and most dynamic 
corporate teams, throughout 
June, Womble Bond Dickinson’s 
Newcastle corporate team advised 

on deals worth over £125m, including:

•  RIBA on the £31m investment by LDC in its 
Newcastle-based commercial arm, NBS.

•  Longstanding, Darlington-headquartered, 
offshore wind client Tekmar on its £65m IPO.

•  Newcastle tech-company IOTech Systems 
Limited on its $2.5m investment by computer 
giant, Dell. 

•  Alnwick-based Arcinova on its £5m growth 
capital investment from BGF.

• Vertu Motors PLC on its £21.8m acquisition of 
The Hughes Group – boosting Vertu’s growing 
Mercedes–Benz presence, as well as further JEEP, 
Peugeot, Škoda and Smart dealerships. 

This stand-out display in June caps off an 
impressive 12-month period for the team, led by 
corporate partner Ben Butler, bringing the total 
value of deals to in excess of £1bn.  

Ben comments: “It’s been a fantastic start to the 

year for all of us here in the Newcastle corporate 
team. June, in particular, has been great, with the 
entire team working extremely hard to deliver 
these transactions, but we have been doing 
exceptional work across the region during the 
last 12 months, with some fantastic North East 
based clients. These deals highlight our ongoing 
commitment to the region and our position as the 
market-leading corporate team.

“I am also pleased that our diverse team have 
all played a key role in our recent success. Partner 
Robert Phillips led on the NBS deal and the 
Tekmar float, ably assisted by young and emerging 
dealmakers Stacey Hall and Oliver Rickett, with 
Oliver also assisting me on the Vertu acquisition 
which completed on 30 June. Managing Associate 
Anna McGill worked with me on the Arcinova 
transaction, while also leading on the investment 
into the ‘internet of things’ company IoTech.” 

 The team have also recently completed a £149m 
fundraising for Atom Bank, the latest of a series 
of funding rounds (each of which has been led 
by Ben, supported by Associate Catherine Willis, 
along with Anna and Oliver) which has seen Atom 
Bank, the UK’s first bank designed for digital, 
become one of the fastest growing UK start-ups, 

ADVERTISING FEATURE 
Womble Bond Dickinson

The Newcastle-based law firm’s corporate team is celebrating the end of a fantastic month after 
closing their fifth multi-million pound North East corporate transaction in June

STELLAR MONTH FOR 
WOMBLE BOND DICKINSON 

WOMBLE BOND 
DICKINSON
www.womblebonddickinson.com
@WBD_UK
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TIMELINE

JULY 2017: 
£30m disposal of the 

entire issued share 
capital of MPRD 

Limited, following a pre-
sale multi-jurisdictional 

hive down of assets 
from Molins plc to 

MPRD

AUGUST 2017: 
$454m IPO of Venator 
Materials plc on New 
York Stock Exchange

OCTOBER 2017:
Advised AVX Limited 

on its £118.8m 
acquisition of TT 

Electronics Technology 
Limited

AUGUST 2017: 
Advised minority 

shareholder James 
Bowers on his exit from 

Witherslack Group 
(Holdings) Limited 

NOVEMBER 2017:
Acted for CN Group 

Limited, on the sale of 
the business and assets 
of its radio subsidiaries 
- Bay Radio Limited and 
Lakeland Radio Limited, 
including the transfer of 
radio licenses to Global 

Radio Limited 

AUGUST 2017: 
Advised the 

shareholders of 
Chemoxy International 

Limited on their 
disposal to Novacap 

Limited

MARCH 2018: 
Sale of entire issued 

share capital of CN Group 
Limited by way of an 

offer under the takeover 
code made by Newsquest 

Media Group Limited
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having raised over £350m since inception less than 
four years ago. The Atom fundraising followed 
the conclusion of the sale of flagship Cumbrian 
business CN Group Limited to Newsquest Media 
Group led by corporate Partner Jamie Pass who 
was supported by Oliver Rickett, and the disposal 
by Newcastle-headquartered Grainger plc of its 
interest in a residential investment joint venture 
for £67m. The Grainger transaction was led by Iain 
Pritty, Legal Director in the Newcastle corporate 
team (who also set up the JV relationship in 2013), 
assisted by David Ridley – the newest member 
of the team after he joined from Scottish firm 
Stronachs in September 2017. Earlier in the year, 
Ben, Oliver and Catherine also advised on the 
$464m IPO of Teesside-headquartered Venator 
Materials plc, in addition to Ben and Stacey Hall 
advising on the £11m sale of Newcastle-based 
Vocare Limited.

Ben added: “These local transactions exemplify 
our growing sector specialisms here in Newcastle 
– technology and manufacturing – which fit well 
with the local economy, together with Iain and 
David’s growing real estate practice. It is our access 
to this sector expertise which further exemplifies 
why we are the pre-eminent corporate team in the 
region.

“It is great that we have been able to do so many 
high-profile deals right across the North East, with 
transactions across Northumberland and Cumbria, 
Tyne and Wear and, increasingly, Teesside, where 
our presence has been bolstered by Managing 
Associate Will Bonas, who is building relationships 
with new and existing clients on Teesside.” 

WBD has a large dedicated corporate team that 
represents clients on a full-range of transactions, 
regulatory issues and governance. It is the only 

corporate team in the region to be rated as a Band 
1 practice by leading legal directory Chambers 
and Partners. The firm’s corporate lawyers have 
extensive experience in advising clients on various 
transactions including public and private mergers 
& acquisitions, private equity, IPOs, venture 
capital, corporate structures, investment funds 
and partnerships across a number of key sectors.
Newcastle is the firm’s largest UK office.

MARCH 2018:
Advised Augean plc 
on the £3.8m sale of 

the entire issued share 
capital of Augean 

Integrated Services 
Limited

MARCH 2018: 
Advised North of England 
(NEPIA) on the sale of the 
entire issued share capital 
of Knighthood Corporate 

Assurance Services 
Limited to Hawkwood 
Investment Holdings 

Limited 

JUNE 2018: 
Advised RIBA on the 

£31m investment by LDC, 
in its Newcastle based 
commercial arm, NBS

JUNE 2018: 
Advised IOTech Systems 
on $2.5m investment by 

computer giant, Dell

JUNE 2018: 
Advised Arcinova on 

its £5m growth capital 
investment from BGF

JUNE 2018: 
Acted for Vertu Motors 

plc acquisition of 
the Hughes Group 

motor dealerships in 
Beaconsfield for £21.8m

MAY 2018: 
Advised Atlantic 

Metropolitan (UK) Limited 
on the disposal of its 

joint venture interest in 
Walworth Investment 

Properties Limited

JUNE 2018: 
£65m IPO of Tekmar on 

AIM
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The North East received a much-needed 
boost recently when it emerged that 
Gateshead College had secured an 
additional £6.4 million of European 
funding for companies to upskill their 

workforce and also get people into work. 
The cash boost comes on the back of the 

successful delivery of Go>Grow, a project that has 
been managed by the college and a partnership of 
North East training providers since 2016. 

Secured from the European Social Fund (ESF), 
the additional money will generate several key 
benefits. Not only will it help local firms to develop 
and strengthen their workforce for free, it will also 
support individuals who are looking to get back 
into work, progress in their current job or start 
their own business. 

It’s a fantastic boost for the area, with employers 
in Northumberland, Tyne & Wear and County 
Durham able to access free training. 

Running until March 2019, the fund will 
support sectors identified as crucial to the fortunes 
of the North East economy, such as engineering, 
digital and health and social care. 

By securing the funding, we will continue 
the college’s proud tradition of supporting the 
expansion of North East firms, helping them to 
upskill their workforce and ensuring they can 

remain competitive both now and in the future. 
Our aim is to help key sectors create 

employment opportunities, tackle vital skills 
shortages and generate more value for the regional 
economy. 

This is not the first time that we have secured 
European money to help the local business 
community. In 2016, we brought £15m of ESF 
funding to the region and the benefits are there for 
all to see. 

Since then, the money has benefited almost 
1100 employers and 250 start-up enterprises, while 
12,000 individuals have gained new skills through 
additional training. It has helped more than 650 
individuals into employment and over 600 people 
have progressed into further education or training. 
These impressive outcomes were a key reason why 
we were able to secure the most recent award of 
ESF funding. 

Helping local companies grow and widen their 
skills base is what we do best. The Go>Grow funds 
have benefited dozens of companies including 
Newcastle Airport, housing firm Gentoo and 
Calder’s Kitchen, a specialist Sunderland-based 
food business which reported an estimated 10 
per cent growth in business after taking part in a 
‘Boost Your Business’ course. 

North East tourism was a major beneficiary 
of the first round of funding, with part of the 
money used to train more than 500 volunteers 
who are supporting the Great Exhibition of the 
North. Meanwhile, cultural venues including Sage 
Gateshead and Theatre Royal invested in staff 
development programmes as part of the Go>Grow 
programme.

Local tourist attraction Beamish Museum 
also benefited from the Go>Grow funding. 
Staff undertook training in subjects including 
Search Engine Optimisation (SEO), Excel and 
Microsoft Access to support their work on 
Remaking Beamish, a project designed to boost 
visitor numbers and create more jobs at the 
attraction.  

We’re proud to be helping these businesses 
fast-track their expansion plans. Ultimately, if 
these companies are doing well and creating jobs, 
the North East as a whole is more successful and 
prosperous – and that can only be good news for 
the regional economy. 

ADVERTISING FEATURE
Gateshead College – Education

Ivan Jepson, director of business development at Gateshead College, explains how North East 
firms can upskill their workforce for free, thanks to a successful bid for funding

BUSINESSES TO BENEFIT FROM 
EURO CASH BOOST

GATESHEAD COLLEGE 
To find out more about Go>Grow 

and the courses on offer visit 

www.gogrow.org.uk
www.gateshead.ac.uk
@gatesheadcoll
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There are various ways to access 
finance and, whichever route you 
choose, the same principles will 
apply to help boost your business. 
Here are my five tips for securing 

maximum investment:

1. Get your numbers right 
Someone is interested in your business; 
fundamentally, they will want to know about the 
financials (both historical and future forecasts). 
Ensure you have a detailed business plan, 
financial model and realistic valuation figure in 
place.

2. Get your paperwork in order
Investors will look at your entire business, 
not just the financials, so anticipate questions 
covering all aspects of your company. Investors 
will expect detailed answers. Good legal 
housekeeping from the outset saves time and 
money when you want funding. Attempting 
to sort out issues with paperwork (or a lack of 
documents) at the time of investment can slow 
down the process and in some cases stop the 
investment from taking place. A well organised 
business is much more attractive to investors and 

demonstrates that you know what you are doing.

3. Surround yourself with a strong team 
A credible team can often give investors the 
comfort needed to invest, even if the business 
model still needs work. Ensuring you have 
a strong team (and this need not be big) of 
knowledgeable, experienced and trustworthy 
people and professional advisers is key. It shows 
that your business is well managed and possesses 
the skills to go to the next level.

4. Build your network
Building a successful business is hard work and 
it can be lonely at the top.  Building a network of 
like-minded people can not only help keep you 
motivated but can lead to increased opportunities 
and raise the profile of your  business.

5. Don’t waste your money 
A well-known phrase is “a person doesn’t know 
how much he has to be thankful for until he 
has to pay taxes on it”. Ensure you keep an eye 
on your tax affairs to look out for potential 
opportunities and to mitigate risks. Getting the 
right tax advice can save you and your business 
money down the line.

ADVERTISING FEATURE  
Muckle LLP – Law

Amy Wanless, associate at leading commercial law firm Muckle LLP, provides her top five tips for 
getting investor-ready

MAXIMISE INVESTMENT 
IN YOUR BUSINESS

MUCKLE LLP
If you’re a business looking 

to scale up or considering 

your exit options, call Amy on 

0191 211 7978 or email amy.

wanless@muckle-llp.com 

www.muckle-llp.com
@MuckleLLP
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Barclays’ growing network of 
Eagle Labs are designed to drive 
innovation, entrepreneurship and 
digital transformation in the UK, by 
providing start-ups and scale-ups 

with the skills and tools to create, innovate and 
grow.

Available for co-working, private offices or for 
mentoring, learning and events, Barclays’ fully 
equipped tech labs are committed to supporting 
businesses advance their skills and digital 
confidence. 

There are now 17 Eagle Labs across the UK, 
in locations such as Cambridge, Edinburgh, 
Liverpool and Birmingham, with more Labs in the 
pipeline – including one in Newcastle, which will 
open this autumn. 

To date, Barclays has opened its doors to 
more than 100,000 visitors and hosted over 1600 
community and business events since launching 
the first Lab in late 2015. 

As well as supporting businesses, Barclays is 
driving innovation and digital transformation 
across multiple industries by bringing together 
corporates and leading universities. 

For example, our recently launched Eagle Lab 
in partnership with the Law Society and a cohort 

of law firm partners and universities has been 
designed to create a LawTech centre of excellence 
to bridge the gap between emerging LawTech 
innovation and major law firms and help to 
transform the legal industry.

We facilitate and deliver learning and activities 
such as coding, digital fabrication and rapid 
product prototyping, as well as offering business 
incubation, mentoring and co-working and office 
space for ambitious high-growth businesses. 

Barclays’ aim is to become an integral part of the 
business and local community and complement 
the ecosystem, wherever we operate.

The original concept for Eagle Labs was to 
take under-used branch and office space and 
turn them into thriving business and community 
hubs to drive digital skills to help develop the UK 
economy. We have since broadened our model to 
work with partners who share our vision to create 
a prosperous and progressive community and 
have extended our reach beyond Barclays’ spaces 
by partnering with organisations such as L&G in 
Cardiff, Avenue HQ in Liverpool, CodeBase in 
Edinburgh and Ormeau Baths in Belfast, to name 
a few. 

We’re currently in talks with TusPark, to launch 
our next Eagle Lab in Newcastle later in 2018 and 
open up an international gateway for UK and 
Chinese businesses to drive UK local economic 
growth in the North East. 

The new Tyneside-based Lab will also include 
a tech lab that will be fully equipped with digital 
fabrication equipment and include a dedicated Lab 
Engineer to help businesses and entrepreneurs 
gain a foothold in the world of Industry 4.0. This 
includes the internet of things, user experience, 
sensor technology, advanced manufacturing and 
augmented reality, as we believe that embracing 
new technologies and techniques are critical to the 
success of businesses.

Whether you want to start a business, build 
a prototype, collaborate with like-minded 
companies or need a place to work, Barclays’ 
national network of Eagle Labs can provide spaces 
and tools for you to create, innovate and grow.

ADVERTISING FEATURE  
Barclays – Finance 

Andrew Lawrence, regional director at Barclays, announces the bank is opening one of its 
innovation tech labs in Newcastle this autumn

BARCLAYS EAGLE LABS 
SPREADS ITS WINGS 

BARCLAYS 
Find out how we can support 

you and your business:

labs.uk.barclays
@Eagle_Labs
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Everyone likes to look after their money. 
It’s a characteristic that stems from 
childhood, from the pennies – or now 
pounds – that the tooth fairy brings us, 
to our first wages and saving for our 

first home and beyond. 
But, what happens if someone loses their 

capacity to make decisions, including financial 
ones, for themselves due to an accident or illness? 

The thought of handing over responsibility 
to others to look after our money in later life is 
something we all want to avoid. Indeed, I see many 
clients who view it as a failing or a weakness to 
even contemplate they may need help from their 
nearest and dearest.

LPAs are not only now much easier to create for 
clients who have a clear direction, they can prove 
an invaluable support to relatives in any time of 
need. Taking the worry away from your children 
or friends by having an LPA at the ready for such 
an eventuality means they can concentrate on you, 
rather than the administrative difficulties they 
would otherwise encounter. 

An LPA is a legal document that enables you 
to choose people to manage your property and 
finances or your health and welfare. Here, I discuss 
the property and finance LPA in more detail.

In a data protection and security heightened 
world - we have all received the GDPR emails and 
failed security due to the wrong pet’s name being 
quoted from time to time! – you need to choose 
who should manage your affairs rather than leave 
it to chance. 

Leaving no one as an attorney for property 
means you are at risk more than ever of stalemate, 
delays and financial exposure to your detriment. 

Even simple tasks like dealing with a utility 
account can become a burden and a frustration 
for people genuinely trying to help. As they find 
themselves failing to pass security questions and so 
struggle to help you, they can feel as though they 
are failing you.

I often hear people claiming that they don’t need 
an LPA as they will just add a loved one to the 
account with them if ever they need to, then they 
will have the same authority. 

Sadly, what is rarely publicised is that upon any 

death that account becomes the surviving owner’s. 
So, it will not pass in accordance with your will 
and can go an entirely different direction and 
result in significant inequality. 

Such ill-preparation of not making an LPA in 
your lifetime can then create a dispute post-death 
which could have been entirely avoided.

Similarly, please do not presume that if you are 
married or in a civil partnership that an LPA is 
unnecessary, one is still needed. Banks are entitled 
to freeze joint accounts when they become aware 
of the loss of capacity of any person. In addition, 
sole accounts cannot be viewed or accessed, 
even if the monies in that account may have 
been classed by the couple as family monies. It 
becomes frustrating and difficult without proper 
preparation. It affects property sales in the same 
way. It can restrict the sale of a property and 
prevent moves for genuine reasons to be closer to 
family.

Making an LPA now in no way changes, restricts 
or removes your own authority on your own 
accounts/property. The power of the use of the 
LPA remains with you while you have capacity to 
manage your affairs. Place yourself in the position 
of your loved ones and ensure you have an LPA in 
place to help them to help you.

If you choose not to make an LPA, you have 
no say over who the court appoints for you as a 
deputy. The delay and financial expense of such an 
alternative is really to be avoided at all costs. Take 
control and choose the people you trust to act for 
you now.

ADVERTISING FEATURE  
Gordon Brown Law Firm LLP – Law

A property and financial Lasting Power of Attorney can help you prepare for every eventuality 
later in life, advises Rebecca Harbron Gray, partner and head of wills, trusts and probate at 
Gordon Brown Law Firm LLP 

FUTUREPROOF YOUR 
FINANCIAL DECISIONS

GORDON BROWN 
LAW FIRM
Get in touch with GBLF’s 

friendly wills, trusts and probate 

team on

0191 389 5114 or info@gblf.co.uk  

www.gblf.co.uk
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My article in last month’s edition 
of North East Times highlighted 
both the inspiration and 
motivation that acted as the 
catalysts to forming Vertem. 

This month, I will try and identify how we took 
the idea and turned it into a commercial reality, 
quite the challenge given that in our previous 
roles we managed the client bank collectively as a 
team and thus didn’t have our own clients to bring 
across.

Our first step was developing our ‘process’ and 
deciding what our investment philosophy and 
propositions would look like. At the top level, 
our co-founder Gary Stockdale and I often had 
conversations about the flaws in academic-based 
asset allocation models used in the industry. While 
they worked well in theory, in the real world they 
often ‘came a cropper’, particularly in times of 
market distress, and investors and investment 
managers alike were often surprised when 
suffering losses greater than those predicted by 
their risk models. 

In a hair shampoo advert this could easily 
be ‘the science bit’, but rather than induce sleep 
by formula, I’ll just say that we flipped many of 

the dynamics of academic models to create our 
own, proven, asset allocation methodology to 
produce more efficient risk adjusted returns, and 
more importantly provide the kind of downside 
protection investors expect for their level of risk.

We were also keen to return to an environment 
where direct equity research was key, substantial 
and wide ranging. We now employ a team of 
expert investment analysts who perform in-depth 
equity research, using our own forecast modelling 
and proprietary valuation techniques on over 500 
UK stocks. This enables us to identify and invest 
in the most attractive companies, across the entire 
market spectrum for our clients, at any given time. 

Although I have summarised Vertem’s 
beginnings, our own asset allocation methodology 
and direct stock research became, and remains, 
the foundations of our investment process. The 
next stage involved attracting new clients. We 
were aware that the IFA industry was often served 
by investment managers, however, not all were 
providing the same level of service. Therefore, 
we consciously decided to develop services and 
relationships that could enhance the IFAs’ own 
propositions, tailored to their individual needs 
rather than on an ‘off the shelf basis’. When we first 
started, we’d often say to prospective clients ‘If we 
had a brochure it would be blank, we’d give it to 
you and ask you what it needs to say inside to meet 
your needs’. 

From a complete standing start we have made 
great strides via introducers and have created a 
national client base. However, we are a North East 
business that believes its proposition is very strong 
in the region, and therefore in recent months we 
have extended our offering to charities, trusts 
and most recently, directly to individuals. The 
latter is solely delivered via stockbroking or direct 
stock-based portfolios and services which would 
otherwise be unavailable via an IFA, and thus 
ensures we aren’t cannibalising our existing client 
base and introducers. 

We are very proud of the progress we have 
made, not only commercially, but also in terms 
of the success of our investments. With plenty 
planned for the future and some exciting growth 
still to come, we feel it’s still just the start of the 
Vertem journey. 

ADVERTISING FEATURE 
Vertem – Finance

Following on from last month’s article which detailed the reasons for founding Vertem, John 
Dance explains how the independent stockbroker developed its formula and how it attracted its 
client base, while looking towards a bright future for the firm

IN THE BEGINNING…

VERTEM
www.vertem.co.uk
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“The pace of change has never 
been this fast, yet it will never 
be this slow again,” said Justin 
Trudeau, the Canadian Prime 
Minister at Davos earlier this 

year. 
It is for this reason the Investment Association 

– the trade body that represents 200 firms that 
manage assets worth £7 trillion – has created a 
‘Velocity’ FinTech accelerator programme. 

The programme will bring together leading 
figures from across the industry to help shape 
the strategy of FinTech innovation and adoption 
within asset management and the wider buy-side 
sector. As part of this, Brewin Dolphin’s head of 
digital channel and investment services, Gareth 
Johnson, based in its Newcastle office, has been 
appointed to the advisory panel. The primary role 
of the advisory panel will be to help determine the 
most innovative FinTech organisations into the 
Velocity programme. 

“This is an exciting time to be involved in 
FinTech and I am delighted to take a role on this 
key industry accelerator panel,” says Gareth. “I am 
also keen to unlock the potential of the Newcastle 
FinTech scene to solve problems within asset and 
wealth management. I hope my appointment will 
give the region a further opportunity to participate 
in this key accelerator programme.”

Ultimately, the Velocity FinTech Accelerator 
programme aims to create an industry centre of 
excellence for the advancement and utilisation 
of the best tech solutions for the benefit of the 
industry and its consumers. The programme 
launched in July with the first cohort expected to 
be reviewed in Q4 of this year. 

Gareth joined Brewin Dolphin in 2002 and 
has worked in numerous different parts of the 
business. 

“I’m very fortunate that I’ve grown up in the 
business, learning about the entire infrastructure 
of a large wealth management business as well 
as selling our proposition to our customers. This 
gives a real sense of the end to end,” he reflects. 

In addition, Gareth has been responsible for 
the group’s managed portfolio service for the last 
eight years, which has grown from around £10m to 
almost £3bn during that time. 

“I like to think of myself as an ‘intrapreneur’; 
creating new business units from within. To that 
end, you go through all of the challenges a start-up 
goes through and that will hopefully allow me 
to have empathy with those starting their own 
business or trying to scale up.”  

Gareth’s enthusiasm for innovation and change 
saw Brewin Dolphin CEO David Nicol put him 
forward for the advisory panel for the Velocity 
programme. 

“I was delighted to be asked to join the panel 
by David. The desktop picture on my computer 
is a Forbes magazine front cover dating back to 
October 2007. The headline is ‘Nokia – One billion 
customers – can anyone catch the cell phone king?’ 

“This was not even a year after the launch of 
the iPhone…and we all know what happened,” 
says Gareth. “It serves as reminder not to be 
complacent but also, the customer-centric 
innovation that genuinely solves challenges will 
always succeed.

“The prospects for FinTech, and also Newcastle 
as a city, is fantastic. With the new National 
Innovation Centre for Data en route as well, I 
think there’s a lot to be excited about.” 

ADVERTISING FEATURE 
Brewin Dolphin – Finance 

Gareth Johnson, Brewin Dolphin’s head of digital channel and investment services, based in 
Newcastle, has been appointed to the advisory panel of Velocity, a new accelerator programme 
aimed at FinTech

CHANGE OF PACE 

BREWIN DOLPHIN 
For more innovation on the 
accelerator programme, go to 
www.iavelocity.com, follow on 
Twitter @IAVelocity or contact 
Gareth @Brewin_Gareth or 
Gareth.Johnson@brewin.co.uk
www.brewin.co.uk
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usinessman and philanthropist Andy 
Preston describes having a “normal 
Catholic upbringing” in the suburbs of  
Middlesbrough, where he spent his days 
building dams and catching fish in the 

network of local becks.
School, however, was not his forté and letters 

were regularly sent home for bad attendance and 
answering back to teachers.

“It wasn’t that I found school particularly hard, I 
just didn’t like people telling me what to do,” Andy 
remembers. 

He left school at 15 in 1982 with no qualifications, 
just as a massive industrial recession hit Teesside. 
Unable to find work, Andy joined the Air Force. 

For a 17-year-old who didn’t like being told what 
to do, the Air Force should have spelt disaster, but 
Andy fondly remembers learning how to parachute 
jump, mountaineer and survive in the Cairngorms 
in the middle of winter. 

“It was an adventure and it felt like the beginning 
of something exciting,” Andy reflects. “I met people 
from all over the country and it broadened my 
horizons. It also gave me time to think about what I 
really wanted to do.”

Andy decided that he wanted to return to 
education and after buying himself out of the 
Air Force, attended night school and enrolled at 
Edinburgh University to study philosophy. It was 
an experience that was to have a profound effect on 
him. 

“I met people who talked posh and had been to 
certain schools such as Eton and Harrow,” Andy 
says. “I could see the extraordinary confidence these 
young men had. It wasn’t arrogance; they just had a 
certain self-belief. I realised I wanted to be like that. 

“I don’t mean I wanted to pretend to be posh; I 
just wanted that gift of confidence.” 

He continues: “Before, I was a bit chippy and 
cross with the world, but as I started acting more 
confident, people responded to that. They treated 
me better, which made me feel more confident; it 
was a virtuous circle. 

“I retained my ambition but became more level 
headed and reasonable.”

Leaving university in the late 1980s, it was the 
height of ‘yuppiedom’ and Andy saw only two 
worthy careers: working in the financial markets or 
in advertising.

He explored both but eventually ended up 
successfully applying to become a graduate trainee 
at a stockbroker firm in the City. 

“I was always the first one in the office and the 
last one to leave. In quieter moments, I would ask 
the more experienced people if I could get them 
their lunch. I always made sure I had the smartest 
clothes and that my shoes were shiny – I did 
anything to make myself stand out,” Andy reflects.

His efforts paid off and he was taken off the 
graduate programme early and given a permanent 
job. 

Andy shone in the world of finance and rose 
the ladder throughout the 1990s. He recognised 
the impact of emerging technology and new 
mathematical ways of analysing financial data and 
the boy from Middlesbrough who had failed his 
maths GCSE became known as an innovator in the 
industry. 

Andy was eventually asked to build and run 
a hedge fund with an initial investment of $50 
million. 

Middlesbrough-born Andy Preston made millions as a stockbroker and hedge fund 
manager in the City, before returning to his hometown where he has set up numerous 
charities to tackle poverty and low achievement. He talks to Alison Cowie about his career, 
his desire to give back to the community, and why his ambition for Teesside is often 
mistaken as being negative 
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He travelled the world asking for money from global companies 
and organisations such as the World Bank and Goldman Sachs Asset 
Management.

Andy believes it was his sincerity that helped him succeed. 
He recalls: “I was once being interviewed by a mathematician at a  

company that wanted to give us a huge amount of money – over $100m. 
He was asking me questions relating to our finance idea. I was getting way 
out of my depth. I was then asked me a mathematical question that I didn’t 
know the answer to. I thought ‘do I say what I think he wants to hear?’ 

“I decided not to bullshit and told him I didn’t know.
“The mathematician leaned back in his chair, laughed and said, ‘I’m glad 

you said that because there is no answer to that question’. It was basically a 
riddle. 

“I wasn’t clever enough to know it was a riddle, but I was clever enough 
to know I didn’t know the answer.”

Within a few years, Andy and his team – who were based in London and 
New York – built the hedge fund to $5.1 billion.

During this time, Andy was asked to be a patron of a London-based 
international children’s charity, Ark. 

“Being brought up as a Catholic, my experience was that giving was 
something that you did discreetly and quietly; you didn’t talk about it,” he 
reflects. “The type of philanthropy associated with Ark was the opposite. It 
shouted about giving; it had a bit of showbiz to it. 

“At the beginning it didn’t feel right, but then I saw how it was used to 
raise monstrous amounts of money from people who had lots of cash and 
pushed it towards people who really needed it. 

“I thought to myself that if I moved back to Teesside I would try and do 
something similar – albeit probably with less glamor and smaller sums of 
money.”

In 2003, Andy bought a house in North Yorkshire with his wife-to-be 
and spent the next five years splitting his time between the North and 
London. He relocated permanently to North Yorkshire in 2008. 

Andy, who by this time had become involved in Teesside charity The 
Fairbridge Programme (now part of the Prince’s Trust), established the 
Middlesbrough & Teesside Philanthropic Foundation in 2011. 

He initially spoke to 35 local high earners and 31 agreed to give £5000 a 
year to channel into causes that tackled poverty in Middlesbrough and the 
surrounding area.

The foundation has continued to grow momentum and to date, Andy 
reveals, it has raised around £3m.

One such fundraising initiative the foundation held saw business people 
spend a night sleeping rough at Newcastle United’s St James’ Park.

The success of the sponsored event gave Andy the idea to establish CEO 
Sleepout as a stand-alone charity that would hold similar events around 
the country. The vast majority of the money raised would be used to help 
prevent homelessness and poverty in the local areas. 

“It’s been a fantastic success and this year there’s going to be 13 sleep 
outs the length of the UK – from Portsmouth to Alnwick,” Andy says. 

Another project the former hedge fund manager has been involved in is 
establishing a dry bar in Middlesbrough. 

“Addiction can be a big driver of poverty and homelessness, as well as 
a whole range of other issues,” says Andy. “We applied for a grant from 
Public Health and opened Bar Zero on Linthorpe Road in the town.”

But Andy discovered that dry bars tend to lose money and he didn’t 
want the bar to become “a millstone around the neck” of CEO Sleepout, 
which was funding the project. 

COVER STORY 
Andy Preston
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He therefore came up with the idea of 
opening a not-for-profit restaurant in the same 
building that would provide work experience for 
recovering addicts, ex-offenders and the long-term 
unemployed, while sharing the expenses with the 
adjacent bar. 

The Fork in the Road opened in December 2016 
and has since become a popular eatery in the city. 

“We get fantastic reviews on TripAdvisor 
and Facebook talking about the food and the 
atmosphere,” Andy says. “Most don’t even mention 
our social mission, which is good because we want 
people to come to Fork in the Road because it’s 
great. It’s what will make the restaurant sustainable.”

In addition to his charity work, Andy has been 
invested in commercial property buildings since 
1998.

One project he is currently involved in is Level 
Q, a £1.4m new generation workspace offering co-
working and offices, as well as a concierge service, 
a café, gym, yoga and pilates classes and a cinema 
room.

“This concept has been a phenomenal success 
in global cities such as Sydney, Paris, London and 
Hong Kong and we’re bringing it to Teesside now 
so we don’t have to wait 20 years for someone else 
to do it.”

Andy is a passionate advocate for positioning 
Teesside as a place where people and businesses 
can thrive and, despite being a loyal Labour Party 
supporter, is pleased with the work Conservative 
mayor Ben Houchen is doing as part of the region’s 
Devolution deal.

“Devolution was crucial for Teesside,” he  says. 
“Having local powers and local accountability is 
helping to change the mindset of local politicians 
and local people. 

“Ben [Houchen] is a party politician, literally 
and legally, but he’s about creating jobs, which 
transcends partisan politics and is great news for 
the region.”

Andy, however, doesn’t shy away from the uphill 
battle Middlesbrough has to bring itself in line with 
other UK cities.

“I’m fortunate that my work takes me all over 
the country and, for example in the hospitality 
industry, pretty much every town or city with any 
vibrancy has seen a colossal boom in new hotel 
openings. Newcastle over the past 10 to 12 years 
has had about 15 new hotels open. Middlesbrough 
– which is almost exactly half the size in terms of 
area and population – has had two. 

He continues: “Newcastle has been on this 
astonishing trajectory but I don’t think it’s 
outperformed its peers. Newcastle has done what 
the rest of the country has and Middlesbrough and 
Teesside have been left behind because it’s been fed 
a diet of low ambition and low achievement.

“There have been some bright spots and I’m not 
knocking those. They should be celebrated but not 
used to say how well we’re doing, because people 
aren’t comparing it to the growth in other cities. 

Andy continues: “My critics will say I’m negative 
but I’m not. I’m being positive. We should applaud 
any good things that happen but we shouldn’t see a 
minuscule deviation as a colossal success.”

While remaining dedicated to helping the lives 
of those from his hometown and beyond, the 
businessman and philanthropist is always on the 
lookout for a new challenge.

“I want the charities to be self-sustaining but I 
also want to do new things,” says Andy. 

“I’m not certain what these will be yet but I 
thrive on excitement and a challenge; I love a bit of 
a fight to make things happen.”

CEO SLEEPOUT
www.ceosleepoutuk.com
www.theforkintheroad.co.uk
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So you have been busy motoring 
along, managing a business and 
looking after the interests of others: 
your clients, employees, board 
members, key stakeholders, or all of 

those mentioned and more. 
But have you been looking after your own 

financial future as diligently? Despite all your 
years of hard work and meticulous care of your 
businesses and career, not all senior business 
people, professionals, or entrepreneurs can say: 
‘I have a financial plan that needs to be achieved 
within a set timeframe’, and even less have a plan 
on how best to get there. 

This is a very common scenario. Many of my 
initial conversations with new clients are purely 
about ‘what do I do next?’. If you’re concerned 
about preserving the wealth you’ve built up, 

utilising it efficiently, and providing a legacy for 
your family or future generations, but you lack a 
definitive and coherent plan, this is precisely where 
I’m able to help and advise.

It would be important first and foremost to 
discuss what your objectives are and which ones 
are the most critical to be addressed. This is 
where I could really help you to prioritise what is 
achievable and realistic. 

We discuss where you are now, and what you 
already have which you can put towards your 
goals. We see how close you are to achieving your 
aims and objectives and find areas that perhaps 
require a bit more focus and attention. 

I look for the answers to a lot of questions. How 
strong and secure are the plans for retirement, 
business succession, long term care or inheritance 
tax planning? Is income or capital growth the 
priority, or is it a mixture of both? We look at 
your tax position, not only as it is now but what 
it’s likely to be in the future. And we diligently 
examine whether you’re currently making use of 
all available tax allowances.  

We talk about your understanding of investment 
risk, and what level you would be comfortable with 
moving forward. We then combine this with the 
important measure of your capacity to sustain any 
potential losses.

On that basis I can develop a comprehensive 
plan to cultivate, maintain, protect, and further 
grow your assets and investments. What is also 
important is that the plan is kept fluid to take into 
account the many changes that will happen over 
your and your family’s lifetimes. A good robust 
plan should be helpful in case of unforeseen events 
and not just provide for the more predictable and 
routine times.

But most importantly of all, throughout 
this process I act as a trusted adviser. I aim to 
remove financial uncertainties for my clients and 
try to ensure they’re fully knowledgeable and 
comfortable with what’s happening with their 
money.

At Punter Southall Financial Management, 
we are skilled in helping our clients to plan for 
better financial futures. If you’d like to know more 
about how we can help you grow and protect your 
financial future, please call me for a chat. 

ADVERTISING FEATURE  
Punter Southall Financial Management - Finance

Cheryl Marshall, Chartered senior financial planner at Punter Southall Financial Management, 
reflects on the importance of busy business owners to find time for personal financial planning

WHAT NEXT? AND WHERE 
TO INVEST?

PUNTER SOUTHALL 
FINANCIAL 
MANAGEMENT
Cheryl.marshall@psfm.com 

0191 341 0698 

www.psfm.com
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I don’t believe in luck – new customers present 
themselves in many forms and the businesses 
that are successful make the most of them. Don’t 
be someone who looks with envy at others, get 
off your pity pot and start making the most of 

the opportunities.  
Most business owners, if they’re honest, would 

agree that they have missed some opportunities. 
But as an entrepreneur, if you always do what you’ve 
always done, then you will continue to miss out.  

Lots of businesses fail because they just don’t 
treat their customers right. Each interaction with a 
customer or potential customer is an opportunity 
to create a valuable relationship with them. So, what 
are they going to think about you or your business? 
What are they going to think about the people who 
work for you? What are your ethics? How can they 
trust you?

The most successful businesses we work with, are 
those that understand how to make the most of new 
opportunities. They consider the lifetime value of 
their customers and maximise it by building trusted 
relationships. So how do successful businesses do 
this?

Be positive: There is nothing more off-putting 
than someone saying that something ‘could be 
difficult’. This is not about being dishonest; it’s about 
portraying that you are the type of organisation that 
looks for solutions, not problems.

Respond quickly: Don’t ruin your good work by 
dragging your heels with quotes. Every minute, 
hour or day you wait to respond increases the risk 
of losing this new business.

Anticipate your customers’ needs: Remember what 
it feels like when someone overcomes one of your 
fears, without you prompting them? If you can do 
this, you will go a much longer way to obtaining 
their custom and ongoing loyalty.

Make sure your team is on board: Every person in 
your organisation is involved in the sales process, 
whether they think they are or not. Therefore, 
ensure they all remove the word ‘no’ from their 
vocabulary and ensure they put the customer at the 
heart of everything they do.

Deliver 100 per cent satisfaction every time: 
Whatever you agree, make sure you deliver against 
it. It’s then no longer words, it’s actions.

Go above and beyond: Don’t just do the same 
as everyone else. What else can you do to make 
sure your new customer never forgets you and 
wouldn’t dream of using anyone else? This doesn’t 
have to be a grand gesture – small gestures that 
your customers are not expecting can be really 
powerful.

Ask your customers to recommend you: People 
feel good about themselves when they are able 
to recommend a product or service. So don’t feel 
uncomfortable to ask: if you have done all the steps 
above, then most customers will be more than 
happy to recommend you.

ADVERTISING FEATURE  
Sunderland Software City – Tech

Billy Webber, COO at Sunderland Software City, has supported hundreds of businesses across the 
North East. Here, he discusses the ways businesses can make the most of their opportunities 

MAKING THE MOST OF 
BUSINESS OPPORTUNITIES

SUNDERLAND 
SOFTWARE CITY
www.sunderlandsoftwarecity.
com
@SunSoftCity
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Over the past 30 years, Watson 
Woodhouse has built a reputation 
in its local area – and, in some 
areas of its work, nationally – for 
its expertise and client service, but 

more recently has become known for its ambitious 
and ongoing expansion strategy. 

Through organic growth, a major recruitment 
drive and notably the acquisition of fellow 
Teesside-based Macks – which has created a 

business with a team of more than 150 people – the 
firm has become regarded as ‘one to watch’ as its 
presence and profile continue to develop. 

But the law firm, which has its head office 
in Middlesbrough with multiple offices across 
the Tees Valley, Durham and North Yorkshire, 
is determined that its growth will be strategic, 
meticulously planned, and most importantly, not at 
the expense of the client-centric ethos which is at 
the heart of its operation. 

While it is a major national player in the field 
of complex fraud, financial crime and regulatory 
prosecution work, it is equally a trusted and 
respected regional name on Teesside and the 
surrounding area, with a loyal and long-standing 
local client base. 

In Richard Prust, the firm has both the driving 
force and the measured approach behind its 
ongoing expansion. As finance director of Watson 
Woodhouse, Richard has overseen major change 
during his two years with the business, and 
his blue-chip background has clearly been of 
significant benefit to the firm during such a fast-
moving period. 

Beginning his career with Deloitte in Cambridge, 
Richard went on to work in many different sectors, 
but most prominently in retail, holding a number 
of senior finance roles with Morrisons supermarket 
in its Bradford head office. While he had never 
worked in law, he found his background would be 
highly relevant in helping to equip a traditional law 
firm to embrace a new way of working. 

“I knew nothing about the legal sector at all, 
this was totally new, but when the finance director 
opportunity came up, the more I learnt about the 
sector and about Watson Woodhouse, the more I 
could see how I could help the move the business 
on,” says Richard. 

“By its very nature, the retail sector moves at a 
phenomenal pace, it really is 24/7, there is no let 
up. While the legal sector is not as unrelenting in 
its pace, there is actually a good deal of crossover, 
in that you need to constantly identify new ways 
to provide excellent quality and customer service 
at a reasonable price, to instil loyalty among your 
client base. That is what I am trying to do here, find 
new ways of doing that, ways to help us continue to 

ADVERTISING FEATURE
Watson Woodhouse - Law

Law firm Watson Woodhouse has become known for its quality and client service over three 
decades, but most recently is being talked about for its fast-paced growth. Finance director 
Richard Prust tells North East Times about his ambitions for the firm

ONE TO WATCH
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grow, but while making sure our clients are always 
the most important part of our operation.” 

And as well as Richard’s retail experience 
proving hugely important to Watson Woodhouse, 
his broad financial skills are also playing a key role 
for client service excellence.

“In cases which involve complex financial issues, 
for example splitting assets in a divorce, the lawyers 
are able to call on my expertise when appropriate 
and I can give a financial perspective to their case. 
I can be on-hand to give my perspective to clients, 
which only increases the services we provide. 
That can be of benefit to our clients as well as our 
lawyers, and is something quite different for a law 
firm,” says Richard.

Despite being the man charged with planning 
the strategic growth of Watson Woodhouse, 
which will inevitably involve improving the 
financial position, Richard – who has recently 
been shortlisted for a practice management award 
at the Legal Aid Lawyer of the Year Awards, in 
recognition of his work – is definite in his opinion 
that client service must always come above being a 
slave to targets. 

“There are firms out there who go for the 
short-term win, constantly squeezing clients to 
meet short term financial targets, but in the long 
run that is not going to pay off. We are not one of 
those predatory firms who seek to milk clients at 
every opportunity. We pride ourselves on offering 
a reasonably priced but high quality service. We 
see ourselves as a community based firm, catering 
for people from all walks of life but offering the 
same excellent quality service whatever their 
background. We want to build on our reputation 
of being absolutely committed to clients by 
continuing to put them first,” he says. 

“Of course we do have our financial growth 
aspirations but what we are creating is a strategic 
plan for the firm which is not dominated by 
financial targets but one which is client outcome 
focused e.g. how many clients have we helped, how 
many cases have we closed, how many new lawyers 
have we trained, how many areas of law can we 
offer –  are all every bit as important to our plan.”

Clearly Watson Woodhouse’s approach is 
working. On an impressive path of growth, the 
firm is looking to continue its recent recruitment 
drive, which has seen new additions in its offices 
in Middlesbrough, Darlington, Northallerton, 
Stockton, and has also led to the opening of a new 
office in Harrogate. An office opening in London 
is also imminent – such is the strength of its 
reputation for fraud complex crime and regulatory 
prosecution work – with Richard saying it will 

“definitely be a project for 2018”.
The addition of Macks Solicitors to the business 

was a significant move within the North East 
legal sector, with two of Teesside’s best-known 
law firms coming under the same umbrella. 
While acquisitions can often lead to mergers 
and efficiencies, quite the opposite is true in this 
instance. The businesses remain entirely separate in 
their brand and approach, in what Richard believes 
is the correct course of action. 

“The two firms are different but also very similar 
in many ways. Watson Woodhouse is a local firm 
nationally noted for its work in complex crime, 
regulatory prosecutions, complex fraud cases. 
Macks too is a local firm with national reach, 
with its specialisms being in divorces, wills and 
probate and personal injury work. They are both 
very strong brands in their own right which are 
established and trusted by their clients. Each are 
unique, so the best thing for us to do was to run 
two successful firms side by side, rather than there 
be any attempt at bringing them together,” he says. 

“It was not about making efficiencies like so 
many other mergers and acquisitions are. It was 
more about creating a bigger pool of excellent 
lawyers and support staff so we can look after our 
clients even better. The best way to deliver excellent 
service to our clients is to recruit and retain the 
best lawyers in the area. The enlarged group makes 
it easier to do this. It’s a really exciting time  and 
there are many opportunities out there for us – for 
example, a few years back, Macks stopped doing 
employment law, but we have re-introduced that 
on the basis that people will always need advice 
on employment law and knowing their rights, and 
will want  good lawyers to advise them. That is 
working well and we will continue to identify and 
take advantage of opportunities as they present 
themselves.”

Looking to the future, the continued expansion 
for Watson Woodhouse will be propelled by its 
people, and the addition of new key people to the 
team. That is something Richard is keen to push. 

“We have had a massive recruitment drive 
recently and that will continue. We want to 
replicate the success of Middlesbrough across all 
of our offices and to do that, you need excellent 
lawyers to advise clients on whatever they need in 
their own localities,” he says. 

“We have spent a lot of time and effort 
investing in our offices and are committed to their 
development. We want to find the best possible 
people across the Tees Valley, Durham, North 
Yorkshire and beyond to join us on our journey, 
which is very exciting to be part of.” 

WATSON WOODHOUSE
www.watsonwoodhouse.co.uk
@WatsonWoodhouse
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Some entrepreneurs are fresh out of 
education, bursting with ideas and 
raring to go. Some are in their middle 
years, balancing running a business 
with the demands of family life. Some 

are looking towards retirement and wondering 
who will take up the reins when they step down.

Put six entrepreneurs around a restaurant 
dining table and they will probably all order 
something different. Put them at the top of a 
mountain and they will all find a different way 
down. Put them in front of a group of prospective 
employees and they will all, most likely, pick 
someone different for the job. 

Having said all that, every business owner in the 
UK is subject to the same regulatory requirements, 
whoever they might be. 

Our six entrepreneurs sitting around the table 
might all have different  strategies, goals and 
motivations, but ultimately they would all be 
subject to the same penalties were they to get it 
wrong.  

Such penalties can ruin a family or put a 
business into liquidation.  

Everyone is familiar with the level of regulation 
applying to companies, but what we are now 
seeing is more and more regulation creeping into 
the personal and family sphere (including some 
which affects trustees). Here is just a taste of some 
of the new rules that have come into play in the 
last few years:

General Data Protection Regulation (GDPR): 
Everyone has seen the emails, but GDPR is about 
more than updating your privacy settings and 
unsubscribing from spam emails.  The rules do not 
just apply to big business either. Almost anyone in 
a position of responsibility holding personal data 
(including trustees and personal representatives) 
will need to take action as a result.

The Trust Registration Service (TRS): This came 
in last year and requires trustees of many trusts to 
provide certain information to a central database 
held by HMRC. Aimed at avoiding money 
laundering through greater transparency, TRS 

places a further regulatory burden on trustees. 
At the moment, TRS is only accessible by law 
enforcement agencies and not the public, but this 
might be about to change with a new EU Directive 
which could put this private information into the 
public sphere for the first time.

The Foreign Account Tax Compliance Act 
(FATCA): This US law has had implications for 
UK trusts and estates since 2014, whether or not 
there are obvious US connections. In many cases, 
registration is required and information needs to 
be filed with the IRS and/or HMRC on an annual 
basis.

People with Significant Control (PSC) register for 
companies: UK companies must now identify and 
record people who have significant control over 
them. This applies to trustee shareholders too, who 
can sometimes be required to disclose information 
about underlying beneficial ownership.

Non-compliance with any of these regulations can 
lead to severe financial penalties and bad press for 
the individuals or businesses concerned.

So, what can be done?  How to avoid 
profitability suffering while you and your 
business deal with the ever-increasing burden of 
regulation?  The answer is simple: make sure you 
have the right advice from people who have a deep 
understanding of the new requirements. If they 
are doing their job properly they will demystify, 
rationalise and deal with whatever it is that is 
giving you a headache.  

As a full-service firm of commercial and private 
wealth advisors, Womble Bond Dickinson – 
together with our financially regulated subsidiary 
Womble Bond Dickinson Wealth Limited – can 
deliver bespoke advice and support you, and your 
business, to stop the dreaded spectre of penalties 
from rearing its ugly head and, most importantly, 
allow you to carry on doing what you love.

I didn’t mention the seventh person at the 
dining table. That was the adviser making sure the 
other six didn’t leave by mistake without paying 
the bill!

ADVERTISING FEATURE 
Womble Bond Dickinson – Law 

Every entrepreneur is different but they all have to conform to the same regulations, reflects Emily 
Pike, managing associate in the private wealth team at Womble Bond Dickinson

PLAYING BY THE RULES: 
THE TRUE COST OF REGULATION

WOMBLE BOND DICKINSON 
www.womblebonddickinson.com
@WBD_UK
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FEATURE 
Alternative investments

You’ve built up a successful business and, with it, a substantial 
personal wealth. You may have invested in stocks and shares, gilts 
and bonds and property, but what about the luxury goods market? 

North East Times asks experts from around the region for their 
advice when seeking out alternative investment opportunities in 

classic cars, wine, antiques, art and jewellery 

Words by: Alison Cowie
Photography by: Christopher Owens

What’s the 
alternative?
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ON INVESTING IN WINE, ALASTAIR 
SAYS... 
“Like any investment, buying wine is only a good 
idea if you know you will be able to sell it without 
too much trouble. 

“There are very few wines that satisfy that 
criterion, with most being from very traditional 
sources – selected red Bordeaux and red Burgundy 
are a good bet. Traditionally such wine is bought 

“en primeur”, when it is first made, and then, a 
couple of years later, it is bottled and shipped to the 
new owners. 

“Usually the wine is stored ‘under bond’ in a 
bonded warehouse. These facilities are overseen by 
HMRC and allow the storage of the wine without 
the immediate payment of the excise and VAT on 
the goods. 

“In recent years, there has been a huge increase 

in the amount of counterfeit wine on the market. 
Indeed some estimates suggest 50-70 per cent 
of all the fine wine traded in Hong Kong (now 
the world’s biggest market for fine wine) is fake. 
Knowing who you are buying from is absolutely 
vital – only deal with a reputable merchant.

 “There is of course one obvious advantage of 
investing in wine – whatever the value of the wine, 
you still have it to enjoy should all else fail!”

FEATURE 
Alternative investments

Alastair Stewart

Richard Granger Wines 
Wine merchant
www.richardgrangerwines.co.uk

R
ichard Granger Wines 
was set up by Richard 
Granger in 1970, 
having worked in the 
drinks industry for 
several years.

Alastair Stewart, 
originally from Sussex, came to the 
North East in 1974 to study Zoology 
at Newcastle University. While at 
university, he met Richard and his 
passion for wine soon rubbed off. 
After time spend in the RAF, Alastair 
joined his friend’s business. 

Alastair – who holds the Wine 
and Spirit Education Trust (WSET) 
Diploma (1984), is a graduate 
of the prestigious Académie du 
Champagne (1986) and a member 
of many wine confréries – describes 
Richard Granger Ltd, based in West 
Jesmond Metro Station, as a “small, 
independent wine merchants that’s 
focused on quality and service”.
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Anderson & Garland 
Auction house

www.andersonandgarland.com

ON INVESTING IN ANTIQUES, JULIAN SAYS…
“Tread carefully. The art market is like the stock market – it 
goes down as well as up. Buy something because you like it, 
and if you’re lucky it will appreciate in value.

“The market in areas such as watches, jewellery, Asian 
art and retro, vintage and mid-century items are hot at the 
moment.

“Demand for more traditional items such as antique 
furniture and Victorian pictures slowed dramatically back in 
the early noughties, but perhaps it’s due for a revival?”

FEATURE 
Alternative investments

Julian Thomson

A
nderson & Garland 
is an North East 
auction house, that 
was established in 
1840. 

Its chairman and 
managing director 

is Julian Thomson, who grew up in 
Tynemouth and studied Fine Art 
Valuation at Southampton University. 

After qualifying in the early 1990s, 
Julian worked as a General Valuer 
in the Valuations department at 
Bonhams, London, before moving to 
Anderson & Garland in 1997 where 
the business values artworks and 
antiques both in the salesroom and 
in customers’ homes on a daily basis. 

“No two days are the same,” says 
Julian. “You never know what’s 
going to turn up next; an item worth 
£20 or £200,000. I find that really 
exciting.”

Anderson & Garland, based on the 
outskirts of Newcastle, conduct 40 
auctions a year (all streamed live on 
the internet) covering a range of art, 
antiques and jewellery. 

In addition, it hosts regular 
specialist sales for modern art and 
design, stamps, coins, postcards, 
medals, militaria, toys and comics.

“We also hold fortnightly general 
household sales too, which are a 
great hunting ground for people 
setting up home or looking to start a 
collection,” Julian adds. 
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“I 
set up Parapluie in 
2017 because I wanted 
to offer a range 
of client-focused 
services that help 
people navigate the 
contemporary art 

world,” says Julia Bell, owner of 
Parapluie.

Having worked in the 
contemporary art sector for over 20 
years, mainly in public institutions 
and galleries, Julia’s last position was 
at BALTIC Centre for Contemporary 
Art, where she was head of 
partnerships.

Parapluie provides both 
individuals and corporate clients 
with a personalised approach to 
learning about, engaging with 
and buying or commissioning 
contemporary art. 

“I work with contemporary artists 
either directly, or for those with 
gallery representation, with their 
galleries. The artists I tend to focus 
on include promising emerging 
artists along with those that are 
more established and receiving 
national or international recognition 
for their practice.”

Parapluie
Art specialist 
www.parapluieart.com

ON INVESTING IN ART, JULIA SAYS...
“Take professional advice, just like you would in any other field of 
investment. 

“Never buy with the intention of flipping artwork – a term we use for 
those wishing to cash in quickly on an artist’s growing profile. It can have 
a devastating impact on an artist’s career if done at the wrong time and 
you will be quickly black listed by artists and galleries. “Recognise that 
investment in art can be valued in many different ways, not just as a 
financial one. Research suggests that companies who invest in artwork for 
their workplace and engage staff in the process of doing so, create enhanced 
spaces which can increase productivity in the workforce by 64 per cent.

“As people often make up 80 per cent of a business, this suggests artwork 
can be a sound investment for both staff morale not to mention enhancing 
your brand.” 

FEATURE 
Alternative investments

Julia Bell
Artwork: Laura Lancaster, Dream of Motion (2013)
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FEATURE 
Alternative investments

Berry’s Newcastle 
Jewellers 

www.berrysjewellers.co.uk

ON INVESTING IN A PATEK PHILIPPE WATCH, DAVID SAYS…
“Buying a Patek Philippe watch should be seen as a long-term investment. 
It’s not going to be something that increases in value in a year’s time. 

“The Swiss watch makers only make between 40- to 50,000 watches a 
year for the worldwide market, which makes them very exclusive.

“At Berry’s Newcastle, we’ve sold some top-end Patek Philippe pieces 
and have even flown clients in private jets to Switzerland to see their 
watch being made.”

David Nicholson

B
erry’s is family owned 
jewellery business, 
established in Leeds, 
with a heritage 
dating back to 1897. 
David Nicholson has 
managed Berry’s 

Newcastle store for 24 years. 
Well-known on Tyneside, the 

jewellers on Grey Street offers clients 
some of the most internationally-
renowned jewellery and watch 
brands, included Cartier, Jaeger-
LeCoultre, OMEGA, Panerai, Bvlgari, 
Georg Jensen and Messika.

In addition, Berry’s manufacture 
its own diamond jewellery.

“We source our own stones, of 
which around 90 per cent come 
with a GIA certificate – known in the 
trade as the best documentation 
when buying a diamond,” David 
reveals.

One brand that Berry’s Newcastle  
deals with is Patek Philippe & Co, 
considered to be the premier watch 
manufacturers in the world. 

A Patek Philippe timepiece can 
cost anywhere from £12,000 to 
£2.2 million, with those looking to 
purchase a higher price-range watch 
having to be vetted by the Swiss-
based company first before the 
transaction takes place. 
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C
live Dickinson  
is the general 
manager of Aston 
Workshop, which was 
established by Bob 
Fountain in 1988. 

“Aston Workshop 
is truly a ‘one-stop shop’ for all 
things Aston Martin,” says Clive. 
“We sell modern and classic Astons, 
we have one of the world’s largest 
Aston Martin restoration facilities, 
and offer servicing, parts and 
gifts, engineering, crash repair, 
bodywork and paint, enhancements, 
transportation – we even deal with 
Aston Martin art.” 

As the business has grown, the 
workshop has expanded into other 
makes of classic and exotic cars 
including Porsche, Ferrari, Jaguar, 
Lotus, Land Rover, Mini and Morgan.

“Of course, our main love and the 
brand we concentrate on is Aston 
Martin; we always have at least 
30 Astons in stock,” the general 
manager adds. 

Aston Workshop, based in 
Beamish in Durham, attracts a 
myriad of customers. 

“It ranges from someone who has 
saved his whole life to buy the Aston 
of his dreams, through to heads of 
state, merchant bankers or CEOs 
who may buy two or three cars on 
the spot, purely as an investment,” 
says Clive.

Aston Workshop
Classic car sales and restoration specialists 
www.aston.co.uk

ON INVESTING IN A CLASSIC CAR, CLIVE SAYS…
“The appreciating value of carefully chosen classic and vintage cars has 
been demonstrated over the last 40 to 50 years. Their value has more 
than kept pace with inflation, and a real-value appreciation often in 
excess of 10 to 20 per cent has consistently been achieved.

“My main advice when considering a classic car as an investment 
is to do as much research as possible and to make sure you get advice 
from an expert. There is no substitute for years of experience and 
genuine expertise.”

FEATURE 
Alternative investments

Clive Dickinson
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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

WEARSIDE

Sunderland landmark sold                                           
Asset and property management company, FI Real Estate 
Management (FIREM), has secured Tyne and Wear’s largest office 
occupier deal of the year to date with the sale of Gilbridge House 
in Sunderland’s city centre. 

Hays Travel, the UK’s biggest independent travel agent, has 
purchased the 36,993 sq ft Gilbridge House to  become home to 
Hays’ travel operations and 400 staff, currently spread over four 
sites in Sunderland.

FIREM’s agent was Aidan Baker, director of BNP Paribas Real 
Estate, and Hays Travel was represented by Mario Jaconelli, 
director of Lofthouse and Partners.

APPOINTMENT 

Silverstone appoints 
non-executive director                                           
Building surveying and project management specialist Silverstone 
Building Consultancy has appointed David Nurser (right) as 
non-executive director to help the firm through its next phase of 
growth. 

David is a highly regarded industry professional, having 
established successful business ventures in the building surveying 
sector. 

He was co-founder and chief executive of CNP for 14 years 
before selling the firm in 2008. With nine others, David then 
launched Paragon Building Consultancy in 2009, which has offices 
in London, Manchester and Edinburgh, before exiting in 2016. 

 

TYNESIDE

Eagle Star House sold 
in £3m deal                                            
Union Property Services has sold the Regent Centre’s Eagle Star 
House to Lok Developments, the Newcastle-based developer, in 
an off-market deal.

The 1970s eight-storey building was sold with the benefit 
of vacant possession, with the exception of an existing 
telecoms lease. Totalling 31,563 sq. ft. the floor areas are each 
approximately 3,500 sq. ft. and the building has 47 car parking 
spaces.

“Though a strong business location, it is increasingly attractive 
for residential use with one block already advanced through this 
alternative use,” says David Robinson, Lambert Smith Hampton, 
advisers to Lok. 

Eagle Star House was granted consent for 78 residential units in 
August 2017.

IN ASSOCIATION WITH:
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Success in the city

George F. White has nearly been in the 
Arch 2 office in Newcastle for a whole year. 
Remind us of your immediate priorities?
We moved into our newest office with the view 
to expand on the existing client base of George 
F. White. The new office added further credibility 
to the work we already do in our commercial, 
energy and planning and development sectors, 
by having a presence in Newcastle city centre, 
where many other professional services expect to 
see consultants based. 

Has business at the office started the way 
that you hoped?
It always takes time to break into new markets 
but the George F. White offering has been 
well received across Tyne and Wear. As a 
result of our presence and ongoing business 
development, we have secured work that we 
would not otherwise have been considered for, 
including working on projects for a seven-storey 
tower block in Newcastle, as well as city centre 
commercial properties, red book valuations and 
large scale urban regeneration projects. Almost 
without exception, everyone we have talked 
to has been surprised as to how much of a 
specialist offering we already have and how that 
aligns to client needs. Being in Newcastle has 
allowed more people to realise that.

We hear that you’re recruiting?
Yes! We are always on the lookout for good 
people. At the moment our key areas of search 
are for commercial surveyors and building 
surveyors to work out of the city centre office.

What is your most memorable experience 
since opening the office?
Refining the George F. White pitch to people in 
the city centre and seeing the reaction of people, 
many of whom we have been doing business 
with for many years, when they realise the truly 
specialist nature of what we do. Aside from 
that, managing four bacon sandwich breakfast 
meetings and three evening drinks events in the 

same week (but I’m not complaining).

Business aside, working in the city must 
have its advantages?
The Newcastle culture is great. We should be 
extremely proud of the city, in particular the 
evolving food and social scene, as well as the 
Great Exhibition of the North. There’s always an 
excellent choice of places to go, whether that is 
for a staff social, a client meeting or just to grab a 
quick bite for lunch. We are particular fans of our 
neighbours, The Herb Garden – what better way 
is there to celebrate a great week than with one 
of its amazing pizzas?

You mentioned the evolving Newcastle 
culture. What about that is driving an 
evolution in regards to business?
Newcastle is a fantastic focus point for innovation 
within not just the region, but also nationally; 
there is apparent leadership and political will 
to promote global investment in the North 
East. Moving to Newcastle has been great 
and well received, I have to say we have been 
assisted by the support network from the 
business community and we have formed some 
fantastic relationships. There seems to be a real 
momentum in the North East, capitalising on a 
real entrepreneurial spirit and desire to come out 
ahead at a time of significant change.

Land, property and business consultants George F. White moved into their city centre office in September 2017. Here, Richard 
Garland, a partner at the firm, reflects on what’s happened since then

ADVERTISING FEATURE - GEORGE F. WHITE – PROPERTY 

Richard Garland

Contact Richard on 

richardgarland@georgefwhite.

co.uk 

www.georgefwhite.co.uk
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Hard to port 

I am privy to a copy of a letter sent to our prime 
minster by Richard Ballantyne, chief executive, 
British Ports Association (BPA).

Naturally polite in tone and expressing 
thanks for the government’s support for the UK 
ports’ sector, it gently reminds the PM that the 
BPA represents a wide range of UK ports and 
terminals which, in one form or another, facilitate 
around 80 per cent of the UK’s international 
trade. 

Included in this are North East ports that 
handle the majority of the UK’s trade with 
Europe, such as Port of Tyne and Teesport. 

Many are roll-on roll-off ports and terminals 
which facilitate in excess of 10,000 lorry journeys 
between the UK and the EU each day, largely 
uninterrupted. This, of course, is frictionless 

trade. 
Richard Ballantyne says: “There are 

currently around 30 Government agencies or 
organisations which can carry out procedures 
at ports and we expect there to be additional 
physical and digital infrastructure requirements at 
the border to accommodate new arrangements 
following Brexit. 

“It is critical that these agencies are 
prepared for a new Brexit regime and that the 
infrastructure required is in place in time. Last 
Autumn’s Budget Statement included significant 
funding for Brexit preparations and we are 
seeking your assurances that this will cover the 
resourcing of these physical facilities and not just 
additional staff, so as not to introduce further 
potential negative impacts on ports.  

There are more than 140 active cargo handling ports spread around the UK, handling 95 per cent of goods which cross our 
borders, including several based in the North East. Here, Chris Dobson looks at the issues facing the nation’s ports

COMMENT - CHRIS DOBSON
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“To truly achieve the Government’s ambition 
of frictionless trade, it will be important that 
the passenger and freight checks that do take 
place at the border are kept to a minimum, with 
as much activity as possible undertaken away 
from ports. We would also expect that facilities 
needed by the border agencies are shared to 
prevent additional disruption or duplications of 
infrastructure being built.”

Recently the BPA welcomed the publication 
of the UK Government’s Port Connectivity Study: 
Transport infrastructure for our global future, but 
suggested that investment guarantees, support 
and guidance for local planners and a new 
overarching freight strategy would be needed for 
Government to deliver on many of the report’s 
recommendations. 

The study, along with a set of regional case 
studies on port connectivity, included a number 
of recommendations about raising the profile of 
ports with Government and beyond.

Ports are vital components of the UK 
economy, acting as gateways for the UK’s 
international trade, as well as providing regional 
hubs for economic activity and employment. 

The study also includes a call to arms for 
the UK ports industry to examine ways to 
promote itself to other parts of UK Government 
and highlight the value of the sector. In the last 
12 months, the BPA has been more active in 
Westminster and in the regions, raising the profile 
of the industry in general.

Richard adds: “We look forward to working 
with the relevant parts of government, along with 
industry partners, to explore ways to promote 
what ports do and the reasons why port 
connectivity should be prioritised. 

“Local authority budgets have come 
under much pressure and they will need both 
strategic direction and investment if challenges 
such as new links, bottlenecks and ‘last mile 
connections’ to ports are to be overcome.”

The Port of Tyne, which adds some £690 million gross value 
added to the economy of North East England and supports 
over 14,000 jobs directly and indirectly, has been voted Port 
Operator of the Year in the Freight Transport Association 
Multimodal Awards.

Recognising excellence in air, road, rail, maritime and 
freight forwarding services, the Port of Tyne received the 
most votes from the shortlisted ports, which included DP 
World Southampton, PD Ports, Forth Ports, Port of Tilbury, 
Grangemouth, the London container terminal and Rosyth. 
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Dunwoodie expands 
its healthcare 
expertise overseas

Based in Newcastle for over 28 years, 
Dunwoodie Architects has a proud history and 
a well-earned reputation, predominantly in the 
supply of architectural services to NHS Trusts 
and healthcare providers throughout the country. 
When Dunwoodie Architects merged with Swift 
Architects in December 2017, it was with the 
deliberate and well-considered intention of 
broadening the sector base and appeal of the 
practice. 

Now led by Peter Swift and Laura Ruxton, the 
practice’s diversification plans have born early 
fruit with their major involvement with the high-
profile STACK leisure village in central Newcastle, 
which is due for completion this summer. 

In addition to this, Peter and Laura have also 
expanded the reach of the practice overseas, 
and are currently working directly with the 
Maltese Government on a new 35,000msq 
standalone Outpatients Department at the Mater 
Dei hospital on the island. 

It is one of the largest acute and general 
teaching hospitals in Europe, having 825 beds 
and 25 operating theatres. 

Laura, who is leading the team on the Mater 
Dei project, says: “We have made numerous 
visits to Malta this year in order to work closely 
with the client on their vision to create a centre 
of excellence in the provision of effective and 
efficient acute patient-centred care. We are 
also advising them on designing fit for purpose 
spaces that will allow greater opportunites for 
enhanced teaching, research and innovation.”

One of the key issues the Outpatient 
department has is overcrowding, which is 
causing congestion in corridors for both 
patients and staff, increasing issues with the 
fragmentation of clinics, and patient and staff 
pathways. Dunwoodie Architects are now 

creating a state-of-the-art 21st century hospital 
building that responds to evolving requirements, 
which will enhance patient care and satisfaction, 
as well as increasing operational efficiency.

The Government wants to be prepared 
for future trends in healthcare, as well as 
demographic shifts. It is therefore a crucial 
requirement that the form must follow the need, 
rather than having to adapt the clinical operations 
to suit the constraints of the building. 

“We have had to adapt our usual way of 
designing and interpreting healthcare buildings,” 
Laura explains, “in order to respond to the 
intrinsic values and traditions of the Maltese 
people. 

“For example, large groups of family members 
accompany patients to appointments. This is 
something that we are unfamiliar with in the 
UK and requires the inclusion of much larger 
waiting and sub-waiting areas, which then have 
a consequential impact upon adjacent areas and 
clinical facilities.

“Healthcare design is not just about providing 
clinical facilities, it needs to respond and be 
customised to the user group that it serves in 
order to create spaces where people feel at ease 
and that can offer a welcoming environment in 
situations that can be stressful, such as illness 
and grieving.”

Having succesfully completed the first phase 
of the work, the client is delighted with the work 
Dunwoodie Architects has done, and Laura and 
Peter are keen to progress to the next phase 
of work and to get involved in other projects 
throughout the hospital. 

This work abroad adds to previous experience 
the practice has had working in Saudi Arabia, 
Canada and a recently submitted bid for work 
in India. 

The Newcastle-based practice is using its 28 years of architecture experience to create a new 35,000msq Outpatients 
Department at the Mater Dei hospital in Malta

ADVERTISING FEATURE - DUNWOODIE ARCHITECTS – BUILT ENVIRONMENT

Dunwoodie Architects

Photo: Laura Ruxton

www.dunwoodiearchitects.co.uk

@Dunwoodie_Arch
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Viewpoint

You’ve completed over £40m of property 
investments over the last year. Does this 
suggest that commercial property is a safe 
haven for investors?
Like any form of investment, there are ups and 
downs. Investment in commercial property is a 
long-term commitment bearing in mind property 
is an asset, literally bricks and mortar, and so 
it does not have the liquidity found in stocks 
and shares for example. The higher the level of 
returns across the different types of property 
reflects the level of risk.

As an asset class, investors should bear 
in mind changes in markets, for example the 
impact of online shopping as opposed to 
traditional High Street retailing. Though this is a 
current issue facing High Streets, conversely the 
trend is creating demand for distribution space.

Does this apply just to corporate or is there 
room for private investors too?
There is room for high net worth investors 
and also investors through their self-invested 
personal pensions (SIPPS). Through a SIPPS, a 
building can be purchased and the rent paid is 
in effect the return on the investment and is tax 
free, giving good levels of return.

Is this across all sectors being offices, 
industrials, retail and residential?
Yes, but be wary of rises and falls in sentiment. 
When considering an investment remember the 
three c’s – caution, carefully and conservatively.

Are there sub-groups within these sectors 
such as out-of-town offices or student 
accommodation?
Yes. There is the sub-division of major 
asset classes such as the surge in student 
accommodation for example, or office 

developments which can range from small 
schemes to very much larger projects.

Is this activity city centre focused or are 
there greater opportunities on the edge of 
major conurbations, even in market towns?
There are investment opportunities and activity 
everywhere, but looking specifically at market 
towns, present retail trends are having a 
negative impact on their high streets.  

I know your activities cover the UK. Is the 
North East as good an area within which to 
invest as other parts of the country?
Yes of course, but as always the investment 
process has to be thoughtful. Essentially, 
investments need to have good covenants on 
good leases with ten years unexpired and no 
break clauses for example.

Do you have any advice for the investor 
about sectors to target?
Looking at the North East, I would say 
industrials and warehousing, as well as 
offices, providing the investor buys sensibly. 
Where there is a shortage of product there 
can be rental growth. The investment market 
is like a staircase – step first then rise as new 
developments achieve an increase in rental 
values.

Finally, is investment just about yields or is 
the case for investment in property more 
complex?
It is about yields but there is far more to the 
process – location, asset type, lease terms, 
basis of rent reviews, tenant quality and 
covenant strength. It’s a case of caution, as 
already mentioned, and the asset needs to be 
actively managed to achieve the best return.

North East Times’ property writer Chris Dobson talks with Gavin Black FRICS, Gavin Black & Partners, on investment issues 
and opportunities in commercial property

INTERVIEW - GAVIN BLACK

Gavin Black & Partners

www.gavinblack.co.uk
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RICS Matrics North East 
Summer Soiree 
More than 260 property professionals attended the annual RICS Matrics North East Summer Soiree, at the Boiler Shop in 
Newcastle, which raised over £2500 for two charitable causes: Smile for Life and Pledge150.
RICS Matrics North East is a networking and support group for local surveyors entering the surveying profession, or with less 
than ten years’ experience

EVENT - RICS
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As a smaller company, you may feel 
as though you can’t compete with 
larger businesses when attracting 
talent because of their bigger 
budgets. So what can you do to 

set yourself apart from these competitors without 
breaking the bank? Some SMEs are now turning 
to employee benefits packages in a bid to stand out 
and attract the best candidates.

One such benefit that often gets overlooked by 
smaller companies is group life insurance – also 
known as death in service – which can be an 
affordable way of providing security and support 
for your team. Should the unthinkable happen and 
an employee dies, whether at work or home, group 
life insurance will financially support their loved 
ones by providing a lump-sum payment.

Some SMEs may not look at group life insurance 
as they believe it to be too expensive or only 
suitable for larger companies. But the reality is that 
it may be more affordable than you think. It can be 
a flexible addition to salary packages and a great 
way to look after staff – regardless of company size.  

Usually cheaper than individuals purchasing 
their own life insurance, group life insurance cover 
is often more cost-effective for businesses than 
many might expect – for example, an SME business 
based in England or Wales could provide £50,000* 
of cover for less than £7 per month per employee.

Some insurers will quote for employers with as 

few as two employees, enabling businesses to feel 
the full benefit of helping to protect their team with 
such a valuable employee benefit.

When it comes to employee benefits, we 
can help you get started. ProtectMyPeople is 
the UK’s first dedicated group life insurance 
comparison site, providing a quick, simple and 
easy solution for businesses of all sizes, without 
the pain of completing multiple individual insurer 
questionnaires. We help you to compare quotes 
from our trusted panel of insurance providers, 
allowing you to find the right policy for your 
business and your employees. 

You could be covered in three simple steps. We 
just need a few details about you, your business 
and staff and we’ll do the rest. It really couldn’t be 
simpler. 

So, if you’re looking for an employee benefit 
with real value, group life insurance could be the 
answer. What are you waiting for? Get started 
today! 

*Price is based on a quote for a manufacturing 
company based in the North West with 20 people 
(50:50 split male: female) doing administrative roles, 
covered to the age of 65 or state pension age, with 
the premium being paid monthly by direct debit 
- valid from 04/06/18 – 04/09/18. Premiums and 
eligibility are dependent upon your scheme structure 
and the individual insurance providers.

ADVERTISING FEATURE  
ProtectMyPeople – Business 

In a competitive employment market, you need to stand out from the crowd. ProtectMyPeople.
com, a group life insurance comparison site, is highlighting to SMEs the advantages of building a 
compelling employee benefits package

SHOW YOUR STAFF YOU CARE 
ABOUT THEM AND THEIR FAMILIES 

PROTECTMYPEOPLE 
www.protectmypeople.com
@protectmypeople

i
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Gill Hall is a highly-experienced 
commercial lawyer with more than 
20 years’ experience in IT law. 

She explains that after the EU’s 
General Data Protection Regulation 

(GDPR) came into effect on May 25, 2018, close 
on its heels is another regulatory change which 
will change the way marketing and sales teams 
communicate with customer bases.  

Businesses and marketing professionals need 
to understand that GDPR compliance is not a 
one-off project; it’s an ongoing programme that 
requires frequent revisiting to ensure policies and 
procedures remain effective, relevant and up to 
date. 

The new e-Privacy Regulation will exist 
alongside the GDPR, bringing with it 
specific privacy rights relating to electronic 
communications. It will affect most businesses in 
some way.

With the recent surge in improvements to 
electronic communications, the widespread use 
of instant messaging and internet calling on apps 
and the growth of biometric technologies such as 
fingerprint passwords, the existing legislation is 
desperately out of touch. 

The principal areas that the new legislation will 
seek to deal with are:  

•  New and fast growing technologies, including 
messaging and calling services such as 
WhatsApp, Messenger and Skype.

•  Stronger rules to increase the level of protection 
for all people and businesses for their electronic 
communications. 

•  Communications content and metadata 
guaranteeing privacy for this data, such as the 
time and location of a call.

•  Simpler rules on cookies: a more user-friendly 
and streamlined cookie provision. 

•  Protection against spam – unsolicited electronic 
communications by email, SMS or automated 
calling machines are likely to be banned, and 
marketing callers will have to display their phone 
number or use a special prefix that indicates a 
marketing call.

•  More effective enforcement by local data 
protection authorities. 

What you must consider 
The e-Privacy Regulation has the potential to 
radically change some elements of business 
e-marketing, not least due to the significant 
increase in maximum fines (as for the GDPR, fines 
for breach of ePR may be up to four per cent of 
annual turnover or €20million).

As currently drafted, the regulation intends to 
align the requirement of ‘consent’ for business to 
business electronic marketing communications to 
match that used to regulate business to consumer 
contact. Organisations reliant on business to 
business e-marketing will have to meet a higher 
threshold of consent which must be freely given 
and unambiguous. This is a sea-change away from 
the concepts of implied consent and the current 
distinction between e-marketing to businesses 
(no consent needed) and consumers that have 
been relied upon by businesses under the outgoing 
e-privacy law.

On the other hand, the good news is that the 
current consent laws have been recognised as 
being overly-inclusive in their application to non-
intrusive practices, such as using analytic cookies 
to improve experience (for example those that 
maintain a shopping cart’s history). It is expected 
ePR will simplify the rules on use of cookies.

At Square One Law, we advise businesses to 
keep a close eye on developments and seek expert 
advice. 

ADVERTISING FEATURE 
Square One Law – Law

Gill Hall, Square One Law’s new managing partner and head of its commercial team, explains how 
following on from GDPR, the forthcoming e-Privacy Regulation will transform the way business to 
business marketing and sales activity is undertaken 

REGULATIONS TO TRANSFORM 
DIGITAL COMMUNICATIONS 

SQUARE ONE LAW
If you require further information 

about GDPR or e-privacy 

contact Gill Hall on gill.hall@

squareonelaw.com

www.squareonelaw.com
@SquareOneLaw
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Why should a commercial 
organisation spend 
its hard-earned cash 
investing in social value 
projects? Well, value, 

rather like beauty, is in the eye of the beholder 
and documented benefits include a range of 
things like increased employee engagement and 
retention, higher job satisfaction, increased 
profits and enhanced internal and external 
communication.

Another benefit could be gaining a competitive 
advantage. On June 23, the government 
announced that all large central government 
contracts must “explicitly evaluate social value 
where appropriate, rather than just ‘consider 
it’.” Where central government goes, local 
government and the private sector are sure to 
follow; social value could be coming to a contract 
near you soon! 

But will it be a cost you have to accept in order 
to win contracts? Or can it bring you quantifiable 
benefits?

What is social value? 
The Public Services (Social Value) Act was 
introduced in January 2013, and it means 
public sector commissioning authorities must 
think about how they can secure wider social, 
economic and environmental benefits. For 
example, they should base decisions of what to 
commission on the benefits to the community. 
It is not enough for a company to deliver on 
price; it must also be able to point to real 
community benefits that it will generate. From 
the commissioning authority, this will then flow 
down the supply chain and buyers will evaluate 
suppliers’ social value and assess areas such 
as supporting the local community, reducing 
waste, sustainability, apprenticeships and work 
opportunities. 

For a company, taking the time to invest in 
initiatives that deliver social value is not only 
necessary for working with the public sector, 
but can also provide solid ways to improve your 
business and drive success. Social value drives 
stakeholder involvement, client engagement 
and provides a competitive advantage for your 

business – suppliers, buyers and the wider society 
have further reason to work with you.

What good does it do?
In the public sector, good practice states 
community benefits to the value of 5 per cent 
and 20 per cent of the contract value should 
be achieved as a result of the procurement, i.e. 
5p-20p in the £1 should be going directly to the 
community. This is an important factor for public 
sector bodies when deciding what services to 
commission as questions on social value will be 
included and evaluated in a tender stage. Bidders 
are therefore more likely to succeed if they have 
a structured, specific and viable social value 
offering.

Overall, the Social Value Act was introduced 
to promote the issue of greater value for money 
when procuring goods and services and the 
benefits to the local community; yes, you need 
to deliver at a certain price, but also show what 
more your company can bring in terms of social 
and community benefits – value for money.

How to benefit from social value 
Many companies are nervous of the principle of 
social value, but it is about introducing initiatives 
that are suitable for your company – however 
large or small – and identifying the things that 
you already do that deliver benefits for local 
communities, for instance do you support a 
local charity? Again, this reinforces why other 
suppliers and customers should work with your 
business and drives success.

Public sector commissioners understand 
that your social value commitments should 
be relevant to your company size and what 
is actually achievable. Social value is about 
considering the wider actions and how this 
can benefit everyone involved; this may be on 
a smaller scale if you are a small company and 
may involve introducing recycling initiatives or 
recruiting a local apprentice. 

The promise made in a tender is one thing, but 
actually delivering on it is what matters, so buyers 
are more interested in realistic commitments 
which suppliers actually follow through, rather 
than empty or unachievable claims.

ADVERTISING FEATURE  
Executive Compass – Business

Investing in social projects may not only enable you to sleep better at night but also increase your 
chances in the bidding process, says Amy Forshaw, director of sales and marketing at Executive 
Compass

BENEFIT FROM SOCIAL VALUE?

EXECUTIVE COMPASS
Executive Compass specialises 

in bid management and bid 

writing

www.executivecompass.co.uk
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General Data Protection Regulation 
(GDPR) came into force on Friday 
May 25, 2018, amid a raft of mixed 
messages and media coverage.

A flurry of activity around that 
time suggested businesses were frantically trying to 
get their houses in order. The dust has now settled 
revealing three types of organisations; those that are 
GDPR-compliant, those that are in the process of 
becoming so, and those that have yet to begin. 

Whichever category your organisation falls into, 
it’s not too late. There are simple steps that can be 
taken to ensure your business is moving in the right 
direction.

Don’t dread the data audit
 The term ‘data audit’ was used an awful lot in 
the run-up to May 25 and while it sounds like an 
overwhelming task, a data audit is essentially about 
getting a handle on what data you hold and where 
it is stored. Delegate this task to a responsible 
individual within each department and put together 
a uniform template setting out what the data is 
(customer, client, employee, supplier etc) and where 
it is stored (electronically, filing cabinets, a box in 
the loft, etc).

Do a spring clean
Once you have rationalised what data you hold, 
put together a data retention schedule. This should 
be categorised into customer/client, employee and 
supplier data. The GDPR does not prescribe specific 
retention periods and it is therefore a case of your 
organisation justifying its retention of personal data 
based on its specific needs and legal requirements.

Delete, shred or anonymise any data that is 
surplus to requirements. Those responsible for 
IT need to carry out an electronic clear-out, and 
physical files should be securely destroyed or 
archived. This process will help hugely if you ever 
receive a subject access request from an individual, 
as you can’t be expected to disclose data you no 
longer hold.

Be transparent
A key driver for the GDPR is to give individuals 
enhanced rights. Consequently, your business is 

required to tell individuals what data it holds about 
them. Again, this will help to pre-empt any subject 
access requests.

You need to inform employees, customers, 
clients and suppliers what data you have, how 
it was collected, why it is processed, where 
it is transferred, how long it is stored for and 
what their rights are as individuals. A layered 
approach should be taken, with a privacy notice 
containing the above information situated on 
your organisation’s website and issued directly to 
individuals where practical.

Tackle consent 
Review your employment contracts to identify any 
clauses under which an employee consents to the 
processing of his or her data. Consent is rarely the 
most appropriate legal basis to rely upon when 
processing personal data. The GDPR recognises 
the potential imbalance in the employer-
employee relationship and makes this approach 
unsustainable going forward.

Makes sure policy matters 
Introduce a dedicated data protection policy and 
make sure staff are aware of what is expected of 
them through internal or external training and 
seminars. It is vital to create a culture of data 
protection alongside putting in place robust 
policies.

Take action
While implementation will result in widespread 
changes in the vast majority of UK businesses, 
it’s not as radical a departure from existing data 
protection regulations as has been portrayed.

The above are some of the key steps you can 
take, but there are many more areas that fall 
under the remit of the GDPR. The imposition 
of fines by the Information Commissioner’s 
Office is not reserved for personal data breaches 
alone and can result from failure to implement 
internal procedures and non-compliance with the 
principles of transparency and accountability. 

Although May 25, 2018, has passed, GDPR is 
here to stay.

ADVERTISING FEATURE  
Hay & Kilner – Law

Is General Data Protection Regulation still proving a headache? Solicitor and head of Hay & 
Kilner’s commercial and corporate teams Ben Jackson provides his simple steps that can be taken 
to ensure your business is moving in the right direction

GDPR: IT’S NOT TOO LATE

HAY & KILNER 
www.hay-kilner.co.uk
@HayKilner 
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On our own it’s difficult to make 
a difference; when we work 
together, the possibilities are 
endless. And now from just £30 
per month, you can give back to 

important community causes in Tyne & Wear and 
Northumberland.

The Community Foundation Tyne & Wear 
and Northumberland has launched the Giving 
Network – in celebration of the Community 
Foundation’s 30th birthday – that aims to find 
30 people who are passionate about their local 
community. 

Gifts are matched £1-for-£1 in the first year, 
and after 12 months, members can give away 
their portion of the fund to important community 
causes at a special giving event. 

The initiative is being backed by Ward Hadaway 
law firm.

Gary Fawcett (pictured), divisional director 
at Brewin Dolphin Investment Management & 
Financial Planning, is one of the first people to 

sign up to the Giving Network.
He says: “The Giving Network at the 

Community Foundation is a great idea for my 
generation and for professional people like me 
with young families who want to help local 
charities. For me, it was the local element that was 
important, as well as the fact that collectively we 
can make a real difference.

“It’s a manageable but meaningful amount that 
adds up to quite a big sum over a year when you 
donate alongside others, so you can really make a 
difference to local charities.

“It gets people involved at a younger age and 
there is a real movement now to do more. It is 
rewarding and the more you can help, the better 
you feel. If you want to give to charity, this is a 
great way to start – and you get to meet those you 
are helping and see where your money is going.”

Rob Williamson, chief executive of the 
Community Foundation, adds: “We’re looking 
for the next generation of people to lead the way 
in making a difference to people’s lives across the 
North East. If you’re ready to give something back 
but don’t know where to begin, we can help. 

“Many people find it hard or bewildering when 
considering making charitable donations – so 
we’ve made it easy. By joining the Giving Network, 
all the leg work is done for you – and you’ll be safe 
in the knowledge that you’re donating to the most 
worthy causes. 

“Alone it is often difficult to make a real 
difference, but together we can change lives. As a 
collective, the Giving Network ensures that your 
smaller donations count for more and go further.

“As part of the Giving Network, you will have 
the opportunity to give what you can to charities 
on your doorstep – as well as see the difference 
you are making. Not only will you have a sense 
of empowerment, you’ll feel good about yourself, 
too.”

Also celebrating its 30th anniversary this year, 
Ward Hadaway is backing the initiative. 

Jamie Martin, senior partner at Ward Hadaway, 
says: “Ward Hadaway is a law firm rooted in the 
North East. 

“We are committed to giving back to the 
communities in our region, and proud to support 
the Community Foundation’s initiative to 
encourage others to do so, too.”

ADVERTISING FEATURE 
Community Foundation – Charity 

To mark its 30 anniversary, the Community Foundation Tyne & Wear and Northumberland is 
seeking 30 people to take part in a new initiative, The Giving Network, where they will make an 
impact to local people’s lives 

TOGETHER WE CAN CHANGE LIVES

COMMUNITY FOUNDATION
To find out more about the 

Giving Network, visit: 

www.communityfoundation.
org.uk 
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TAILOR-MAID
ALL CLOTHES WALLIS
WWW.WALLIS.CO.UK

Jacket £60, trousers £35, shoes £49 



101

Jacket £90, trousers £35, shoes £39

Jumpsuit £48, shoes £36 

Blazer £50, trousers £35 
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Jacket £50, trousers £40, shoes £49
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Many people spend a portion of 
their monthly disposable income 
trying to become fitter or healthier, 
whether that be with a focus on 
exercise, nutrition or both. 

But as the health and fitness industry continues to 
grow and evolve at lightning speed, it can be difficult 
to know where to spend your hard-earned cash for 
the best outcome. 

With so much choice and conflicting information, 
in this edition of my column I’m going to share the 
areas of the health and fitness industry that are best 
to invest in. 

First up, it’s expert advice and good coaching. 
When you want a good haircut, you don’t reach for 
the basin and a pair of scissors and try and make it 

work yourself…so why would you treat your health 
and fitness in this way? 

Working with a personal trainer, pilates teacher 
or group fitness instructor will undoubtedly get you 
to your goal faster than going it alone. A good coach 
won’t just motivate you, they will educate you and 
help you gain the tools you need to make long-term 
lifestyle changes; most importantly, they will tailor a 
programme to meet your needs. 

Next up, it’s good food and solid nutritional advice. 
There are so many fad diets and quick fixes out there, 
but the bottom line is you have to consume fewer 
calories than you expend to create a calorie deficit in 
order to reduce body fat percentage. 

Doing that from scratch, on your own, can prove 
very difficult, so investing in a nutritionist, food/life 
coach can really help get you on track, eating quality 
food and making choices that don’t leave you starving 
and constantly ‘yo yo-ing’.

Finally, it’s the right kit. Whether you’re taking up 
walking, swimming, the gym or any other form of 
exercise, it’s important that you invest in getting good 
quality trainers and activewear, for example, that are 
fit for purpose and suited to your body. 

Making the right selection early on in your health 
and fitness journey can help reduce the risk of injury 
and the more comfortable you feel in your activities, 
the more likely you are to continue. 

Get these three areas right and you’ll be off to a 
winning start. Of course, in time, there will be other 
items, education and other areas that will prove to 
be good investments in terms of your health and 
fitness, but it’s important to get the basics right from 
the start.

Exercise and nutrition expert, Katie Bulmer-Cooke, reveals what you should spend your hard-earned cash on to 
reach your health and fitness goals 

YOUR BASIC FITNESS 
INVESTMENT 

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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What possesses a 53-year-old to shrug off the shopping, ditch the DIY and give gardening the slip in 
favour of running 160 miles in 50 hours across the North York Moors? What’s the motivation behind a 
gruelling, high-altitude race in the French Alps? And how can such drive be deciphered to benefit like-

minded adventurers looking to up their own game? Dan Sheridan sat down with Northumberland-
based ultra-runner and Wind at Your Back founder Andy Stephenson to find out

Tell me a bit about your business and the 
inspiration behind the idea…
The simple answer is I get so much from 
running, being outdoors and being in beautiful 
surroundings, that I feel everybody should 

have the same opportunity.
People often hold back from heading into the outdoors 

because they aren’t confident enough to navigate, they don’t 
feel safe going up hills or they’re not comfortable running 
at night.

There’s also questions around what to eat during a run 
and what kit to wear to combat the conditions.

I feel very comfortable in the outdoors and I want to 
share that. That’s how simple the concept is.

When did the idea for Wind at Your Back first surface?
Between 2001 and 2006 I had a five-year stint at a school 
in Alnwick. I was effectively given a blank canvas, worked 
with some brilliant people, and together we developed an 
outdoor education model for youth service delivery.

During that time I spent a lot of weekends out in the hills 
teaching kids how to navigate and camp safely. That really 
inspired me, and from there I picked up a rock climbing 
certificate and a mountain leadership qualification.

Knowing how to teach something like navigation is 
priceless because it’s a regular complaint from people 
who wish they knew the basics, so it felt like there was an 
opening there.

How has the business been received so far?
Really well. There are others doing similar things, and 
some are much more accomplished – and younger 
– runners than me, but not many of them operate in 
Northumberland.

I’m very fortunate to have a playground as spectacular 
as Northumberland on my doorstep. We’re blessed with 
such beautiful hills and coastlines, and race directors have 
started to put events together here because it is so diverse 
and stunning.

Give me some examples of the kind of training you’ve 
carried out so far…
Almost every runner you meet has a goal, and my 
involvement is informed by those objectives. 

One has had his head turned by YouTube videos of the 
Western States Endurance – a 100-mile run in California. 
He’s now working out what path to take to compete in that 
race and he likes the look of the West Highland Way Race in 
Scotland, which I’ve done twice.

Another guy has the goal of completing a five-kilometre 
park run in under 18-minutes. For me, that’s about four 
minutes faster than I’ve ever done, but we’ll get him there. 

Some are experienced runners that want to brush up on 
one specific aspect of their craft, while others are complete 
novices who simply want to give ultra-running a try.

One is doing the Lakeland 50 at the end of July, which is 
a hugely challenging course in the Lake District. For him, 
it’s all about fine tuning because he’s an experienced runner 
but he struggles on his downhills and needs to work on his 
speed.

Before any training starts, I ask people to write a letter to 
themselves outlining their goals. I hang on to them, then at 
a certain point I’ll post them their own letter as a reminder 
and to see how they got on.

At what point did you realise that you wanted to take 
running to a whole different level?
Human endeavour is a fascinating platform, and interests 
people from all walks of life. I didn’t do a marathon 
until Edinburgh in 2009, when I was 44-years-old, but I 
immediately saw the appeal. The fuse was lit, and I did The 
Wall – a 69-mile ultra from Carlisle to Gateshead – soon 
after.

Something clicked during those two events, and I 
absolutely loved every minute. 

I’ve done the Kielder Marathon six times, purely because 
I love the course, and I’ve taken great inspiration from 
travelling in some truly beautiful places, such as Nepal and 
New Zealand. 
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Can you trace your love of running back to a specific time 
or point in your life?
When people ask me why I do it, I immediately go back to 
my childhood in Leeds. My parents ran a newsagent, and 
between the ages of 11 and 17 I was out in all weather, twice 
a day, delivering newspapers. The first route would be at 6am 
and the other in the evening, seven days a week.

In terms of a training regime, it gave me an incredible 
grounding. It didn’t matter if it was snowing or raining, and 
I’ve carried that mentality through to this day.    

When we moved back to the North East in the late 1970s 
I realised I was one of the only kids that got excited by the 
thought of cross-country.

If I’m honest, I think I had ADHD before it was invented. 
I could not sit still as a youngster, and while I had the right 
amount of intelligence to play by the rules of education, I 
would sit for hours on end looking out of the classroom 
window, longing to be outside.

One teacher spotted this in me, and would regularly let me 
do a few laps of the school field during lessons so I could get 
it out of my system. Usually I was much more attentive after 
that, and it still feels like that now.

It almost sounds like a form of therapy…
Running empties my head, and that’s all the motivation I 
need. I get asked a lot – usually in the wake of a 120-mile run 
– why I do it, and I always say it’s about the pleasure I get and 
the gratitude I feel. That outweighs all the discomfort. 

It’s like getting to play out with your mates, except there’s 
no-one telling you to be home at a certain time for tea. That’s 
the joy of it for me. I get to play out all day.

How quickly did you adapt from half and full marathons to 
100-mile plus overnighters?
The great thing with ultra-running is there’s a shared 
camaraderie, whether you’re at the start of your journey or 
nearing the end. There’s something very special about being 
able to share wisdom, and there’s a real family feel to events 
like the Hardmoors series in North Yorkshire.

Social media really helps to promote that shared 
understanding, because people are more than happy to pass 
on their experiences and help the more wide-eyed runners 
who perhaps haven’t done anything like it before. People 
really are incredible. 

Where do you go mentally when isolation kicks in when 
you’re running overnight?
I go straight to gratitude, and that comes from experiencing 
different dance practices and movement medicine with my 
wife Lynn. For me, if I celebrate gratitude and think about 
things that I’m grateful for, I find it very hard to feel negative.

Last June I was going through the night across the North 
York Moors during a 50-hour, 160-mile run. The rain had 
drenched me through, the mist quickly followed and it was 
starting to get dark.
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WIND AT YOUR BACK
www.windatyourback.org.uk 

That’s the kind of scenario that might sound desperately 
challenging, but I remember feeling overwhelmingly grateful 
– grateful for being fit enough to take part, grateful for my 
support crew waiting a few miles down the road and grateful 
that there were people in front of me and behind me.

You start to rack them up, and if you get to a certain 
number of gratitudes it flips the situation and stops those 
‘woe is me’ moments.

The way I see it, running long distances in ultra-
marathons is a form of movement medicine. I’ve even been 
known to break into a few dance moves when a good track 
comes on my playlist!

What are you like to live with in the days and nights before 
a big race?
The night before a race can be a bit like Christmas Eve when 
you’re a kid. To put things into context, I’ve got a big race in 
the French Alps at the end of August – the Ultra-Tour du 
Mont-Blanc – and I was packed nine weeks in advance.

I was a DNF (did not finish) in 2015. This is my second 
bite at it and my stomach will do quite a few leaps before 
the 6pm start in Chamonix on August 31. As hard as I 
try, I guarantee I’ll be awake at 3am during the build-up, 
imagining the start of the race. 

What’s the biggest in-race challenge you’ve ever faced?
My first attempt at the Ultra-Tour du Mont-Blanc was my 
biggest challenge to date. I was dog-tired and I’d never dealt 
with those kinds of ascents and descents. The race includes 
somewhere in the region of 10,000 metres’ worth of ascent, 
which is higher than Mount Everest, so you have to factor in 
some fairly juicy climbs.

The temperature was around the 30-degree mark, and by 
the time I got 80 miles through the 103-mile race, I was dry-
wretching into a bush. I’d already quit in my head, which is 
quite unusual for me, so I have unfinished business there.

The polar-opposite is when things go absolutely to plan, 
like the Hardmoors 160 earlier this year. Everything just fell 
into place and that was a remarkable feeling. I’d never tackled 
that distance before, so feeling good at the end of it was a 
huge pay-off.

Getting up off the couch and running any distance is no 
mean feat, and I still understand the intricacies, the mental 
blockades and the need to dig deep.
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Chloe Holmes visits Marco Pierre White Steakhouse Bar & Grill at the new Hotel Indigo in Durham

BUSINESS LUNCH: 
MARCO PIERRE WHITE 

STEAKHOUSE BAR & GRILL

BUSINESS LUNCH - Marco Pierre White Steakhouse Bar & Grill

Set a brisk ten-minute walk from the 
heart of the city, the newly-opened 
Hotel Indigo welcomed its first guests 
in early 2018, following a £15m 
renovation of The Old Shire Hall. 

Hotel Indigo has successfully built a reputable 
name for offering their guests a comfortable stay, 
at good value for money. 

The boutique hotel is steeped in history, and 
retains the period features that give the building 
its character and charm, complemented by 
modern design details. 

The contemporary twist on the Victorian 
façade transitions seamlessly to the hotel interior, 
with stained-glass windows, marble staircases and 
brass finishing touches, creating an atmospheric 
dining setting. 

Our server, Kirsty, was warm and welcoming, 
and provided an efficient and attentive service 
from the moment we arrived. 

I opted for the three-course lunch menu, which 
was an appealing offering of hearty, seasonal 
dishes.

My colleagues were impressed with the a la 

carte menu, with tempting pies, roasts, steaks 
and burgers – as well as a selection of vegetarian 
dishes on offer. 

The starters arrived swiftly, and we were all 
impressed by the thoughtful presentation and 
tasty, wholesome flavours.

Our mains soon followed and were equally as 
impressive. My dish of roasted chicken breast 
with creamed cabbage and bacon was succulent 
and flavoursome, as was my colleague’s honey 
roasted belly pork with apple sauce.

And, of course, we couldn’t visit without trying 
a signature steak! My colleague opted for the 
8oz fillet – and was not disappointed. Cooked to 
perfection and beautifully presented, this was the 
stand-out dish from our visit. 

We finished our leisurely lunch with a selection 
of delightful desserts, and a round of espressos.

The restaurant offers exemplary service in 
atmospheric surroundings, topped off with a 
fantastic culinary experience. I have no doubt 
Marco Pierre White Steakhouse Bar & Grill will 
be a popular dining destination in Durham city 
centre.

MARCO PIERRE WHITE 
STEAKHOUSE BAR & GRILL 
Hotel Indigo Durham,
Old Shire Hall, 9 Old Elvet, 
Durham, DH1 3HL
info@mpwsteakhousedurham.
co.uk
0191 329 35 35
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Tempura of calamari & shrimp with 

sauce tartare £9.50

Roasted chicken breast, creamed 

cabbage and bacon with wild 

mushroom sauce* 

Trio of salmon with celeriac 

remoulade*

Honey roast belly pork Marco Polo 

with apple sauce £16.50 

Grilled centre cut fillet 8oz £29.50

Pumpkin soup with parmesan 

croutons £6.50

The Box Tree Mess, the perfect 

mistake (V) £6.50

Cambridge burnt cream (V) £5.95

Mains

Desserts

Starters

Chocolate delice with milk ice cream 

and chocolate sauce*

*Lunch menu: Two courses £12.95 per person | Three courses £15.00 per person
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Following the success of last year’s T20 
Family Zone and All Stars Cricket 
sticker book initiative during the Jets’ 
2017 summer fixtures – combined 
with a steady uplift in the club’s junior 

membership sales – DCCC has worked conscientiously 
this year to ensure Emirates Riverside is an unmissable 
family outing. 

The club’s decision to primarily target the family 
market with their digital, outdoor and print marketing 
has led to a record number of advance ticket purchases 
and the club is well on course to reach a record overall 
attendance for the competition, including a record 
crowd for the opening fixture against arch-rivals, the 
Yorkshire Vikings. 

Many Durham members took advantage of the 
early-bird Derby Day Double Deal that went on 
sale at the end of February and supporters have also 
snapped up tickets for the ‘Kids Go Free’ offer for the 
Worcestershire home fixture on July 20.

Durham County Cricket Club’s head of marketing, 
David Jackson, says: “Having looked at the increase 
in ticket sales from young people, women and girls 
following our family-themed activity last season, we 
decided to solely focus our marketing and activation 
heavily around families in 2018. 

“We made big improvements to our Family Zone 
to make it enjoyable for all ages and invested in some 
high-quality cricket activation games, as well as 
once again booking the batting simulator that was so 
successful last year. 

“We want Emirates Riverside to be where families 
spend their leisure time during our T20 Blast games, 

ahead of things such as the cinema, theme parks and 
bowling and we truly believe that we offer a higher 
standard, immersive and professional product. 

“People want to get value for their money, and we 
not only offer an excellent product on the pitch but 
now we feel there is activity around the concourse that 
allows young people to hone their cricket skills and let 
off some energy.”

The brand-new Liontrust Family Zone will be open 
at all seven of Durham’s fixtures and will include 
Durham’s fan-favourite batting simulator, fielding zone, 
speed cage, catching inflatable, face painters, sweet 
shop, All Stars training, creative zone and much more 
as we provide a wide-range of all-inclusive activities for 
both young and old. 

Everyone’s favourite furry friend, Chester the Lion, 
will be at every home game to welcome families to the 
Family Zone. Chester’s a gentle giant and will be on 
hand for autographs, selfies and to teach a thing or two 
about cricket to the little ones. He may even have some 
freebies to give out and is also going to be joined by a 
special friend this year.  

Alongside our regular concourse and in-game 
activation, Durham will also have a number of different 
activities going on at each game, from food and drink 
festivals to post-match cinema experiences. 

Durham have received plenty of positive feedback 
since revealing their family-friendly 2018 campaign 
and the #ForTheNorth initiative has proved to be 
extremely popular.

Durham Jets’ 2018 home campaign begins at Emirates Riverside on July 13 and the club has worked hard to make its 
sporting experience the most family-friendly leisure activity in the North East

FAMILY FUN AT DURHAM CRICKET 

ADVERTISING FEATURE - Durham Country Cricket Club 

DURHAM CCC
www.durhamccc.co.uk
@DurhamCricket
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Try this perfect summer recipe from Meat:Stack, based in Newcastle’s Grainger Market 

RECIPE OF THE MONTH - Meat:Stack

MEAT:STACK
www.meat-stack.com
@MeatStackNCL

Add all the Buffalo sauce ingredients to a pan and bring to 
a simmer. Take off the heat and whisk as it cools to create 
an emulsion, an immersion blender helps with this if you 
have one. Leave to cool until tepid. 

In a bowl, crumble the blue cheese (room temperature 
makes this easier), add the buttermilk and mash with 
the back of a fork. Then introduce the sour cream and 
mayonnaise and mix. 

For the pickled celery, heat the cider vinegar in a pan or 
microwave, add the sugar and salt and toss with the diced 
celery. Leave for at least ten minutes.

Remove wings from the fridge and then ideally deep fry in 
batches until golden brown (we use beef dripping as our oil 
of choice). Alternatively, you can roast them. 

When ready to serve, toss the wings in the Buffalo sauce 
and pile high on a plate, sprinkle with the pickled celery, 
and put the blue cheese sauce in a ramekin for dipping. 
Extra crumbled blue cheese is always welcome. Share with 
family or friends.

Buffalo sauce:
500ml Frank’s Original Cayenne Pepper Sauce (any other and it’s 

not Buffalo!)
250g unsalted butter 

50ml cider vinegar (Raw is good as it has a better flavour)
2 tbsp Lea & Perrin’s Worcester Sauce 

Small clove of pureed fresh garlic  
1 tsp white pepper 

Blue cheese dip:
250g stilton cheese
150ml sour cream

100ml mayonnaise
4 tbsp buttermilk
2 tsp lemon juice

Pickled celery:
2 sticks of celery – finely diced

50ml cider vinegar
1 tbsp white sugar

1/2 tsp salt

2kg chicken wings – jointed into knuckle and flattened, tip 
discarded, tossed in 20g salt, spread onto a baking tray and left 

in the fridge uncovered (you can skip this if time doesn’t permit 
but it will enhance the crispness of your skin and flavour of your 

wings)
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More than 200 people attended an informal drinks event hosted by law firm Sintons.
The summer drinks reception, held at Wylam Brewery’s Palace of Arts, attracted professionals working across the 

healthcare sector in the North East.
Hosted by Sintons’ nationally-known healthcare and neurotrauma teams, the event has become a much-anticipated 

annual occasion.
Those attending enjoyed a range of drinks, including ales from Wylam’s own selection, and a barbeque. 

SINTONS’ DRINKS EVENT

EVENT - Sintons
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Deborah Busby picks out the latest books, DVDs, music and television to enjoy at home

CULTURE IN 

ARTS - Culture in

BOOK
INTO THE WATER

The latest book by Paula 
Hawkins is proving every 
bit as captivating as her 
global bestseller The Girl 
on the Train, with Into 
The Water being cited 
as a ‘must have’ title. It 
tells the disturbing tale 
of a single mother and 
teenage girl who are found murdered at the bottom of a river in a small 
town only weeks apart, which leads to a complicated local history being 
unearthed. Hawkins’ thrilling plot line and strong characterisation in 
Into The Water have won her plaudits once again. 

Out now
www.whsmith.co.uk 

DVD
READY PLAYER ONE

The huge big screen 
success now comes 
to DVD, with Steven 
Spielberg creating 
his latest masterpiece 
in cinematography. 
Based on Ernest Cline’s 
bestselling book of the 
same name, Ready Player 
One is set in 2045, when 
the world is on the verge 
of chaos and collapse. 
However, salvation can be 
found in the virtual world 
of OASIS, and when its 
founder dies, a ‘treasure hunt’ through cyber space to find 
his immense fortune captivates the world. X Men star Tye 
Sheridan portrays the unlikely young hero who joins the 
contest. 

Released August 6
www.amazon.co.uk 

TV SERIES
EL CHAPO: SEASON 3

The cult series now enters its eagerly-awaited third and final season, 
with El Chapo becoming a huge hit since its release last year. It 
chronicles the true story of the rise, capture and escape of notorious 
Mexican drug lord Joaquin ‘El Chapo’ Guzman, from his beginnings in 
1985, his rise to power as head of the Sinaloa Cartel, and his subsequent 
downfall. The high drama of the story is only heightened through the 
slick production of El Chapo, making its finale unmissable. 

Released July 27
www.netflix.com

ALBUM
I’M ALL EARS – 
LET’S EAT 
GRANDMA

Since bursting onto 
the music scene in 
2016 with their debut 
I, Gemini, Let’s Eat 
Grandma have become 
one of the rising stars 
in UK music. Teenagers 
Jenny Hollingworth 
and Rosa Walton have 
been hailed as having 
‘wildly imaginative brilliance’ and their return with I’m All 
Ears does not disappoint. Their signature alt-pop sound 
cleverly weaves together multiple genres to create a truly 
unique sound. The first single from their new album, Falling 
Into Me, was warmly received, with other titles such as Ava, 
a powerful piano ballad, hailed for its haunting beauty. 

Out now
www.itunes.com
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SHOW
KYNREN

The spectacular open air live show, charting 2000 years of history, myth and legend, returns 
again to the stunning stage of Auckland Castle. The show, which attracts thousands of visitors 
to the region and is now among the biggest UK open air events, tells the ‘epic tale of England’ 
in 29 scenes using a cast of 1000, encompassing the Roman occupation to World War II. The 
visuals are heightened through use of stunning special effects, lighting and pyrotechnics, set 
against a spine-tingling original score. Hailed as being more impressive than ever before this 
year, Kynren is an event to be enjoyed time and time again. 

Until September 15
www.elevenarches.org

THEATRE
STOMP

The smash hit West End phenomenon combines dance, 
comedy and music in a way like no other theatrical 
performance, taking familiar objects like newspapers, 
bins, plastic bags and even the kitchen sink to create 
a riot of rhythm and movement on stage. From small 
beginnings in a London theatre, Stomp has become 
one of the biggest theatre successes of recent years, 
and returns to Newcastle by popular demand. 

August 16 to 18
www.theatreroyal.co.uk

CINEMA
MAMMA MIA! HERE WE GO 
AGAIN 

The sequel and prequel to the 
guilty pleasure of many – 2008’s 
blockbuster Mamma Mia! – this new 
romantic comedy looks likely to 
enjoy similar success in cinemas. 
Released ten years to the month 
since the original, it again includes 
Meryl Streep and Pierce Brosnan, 
as well as a host of other big names 
from the world of showbiz – from 
Colin Firth and Julie Walters to Cher 
– all set to the tune of much-loved 
ABBA classics like Waterloo, Dancing 
Queen and, of course, Mamma Mia. 
Set to be one of the hits of the 
summer, young and old alike will be 
singing, dancing, crying and laughing 
along yet again. 

Released July 20
Cinemas nationwide

ART
THE ENCHANTED GARDEN 

This exhibition explores the use of gardens as inspiration for artists, from the 
Pre-Raphaelites and French Impressionists through to the Bloomsbury Group 
and 20th century abstract painters. It features a wide variety of genres and 
names, from Claude Monet to Beatrix Potter, and looks at how their work uses 
the garden as a stage for the extraordinary, the magical, the atmospheric and 
nostalgic. It also brings the Laing’s painting, The Dustman or The Lovers by 
Stanley Spencer, into the context of major works by British and French artists. 

Until October 7
www.laingartgallery.org.uk 

Arts and cultural highlights from around the region this month

CULTURE OUT 

ARTS - Culture out
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North East Times hosted more than 100 attendees at The Hudson on June 6 in association with Sintons, for informal 
networking and light refreshments. Attendees from the region’s business community were the first to receive a copy 

of the new issue – with Sir John Hall on the cover, discussing his incredible journey and reflecting on the lessons that 
have inspired him over the years. We were also delighted to welcome our guest speakers, Mandy Coppin, CEO of 

Streetwise and Mark Quigley, managing partner of Sintons

NORTH EAST TIMES’ BREAKFAST

EVENT - North East Times
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Aston Workshop, based in Durham, 
specialises in the sale and restoration 
of some of the most desirable cars ever 
produced. One of its current striking 
offerings is an 1965, right-drive Jaguar 
E-type Series 1 4.2 FHC with just 6232 
miles on the clock. Get ready to swoon…

CULT 
CLASSIC 

Presented in a beautiful Aston Martin 
green metallic with a complementary 
green suede leather interior, this Jaguar 
E-Type is available to buy at the Aston 
Workshop, priced at £169,990.

The work of Jaguar engineering genius Guy 
Broad, this quintessential British icon is both 
stunning to look at and drive thanks to the faultless 
engineering that make this a high speed grand 
tourer. 

This particular example has received a full 
restoration that has benefitted from a superb and 
comprehensive Broadsport upgrade. 

Just some of extensive programme of upgrades 
include: 

Engine 
The 4.2l unit has been meticulously rebuilt with a 
rebored block and 9:1 compression, Mahle pistons, 
ACL duraglide bearings, rear oil seal conversion 
to lip type rubber, upgraded oil pump, new timing 
gears and chains, hydraulic tensioner and guides, 
re-hushed and resized con-rods which were 
balanced and fitted with new bolts, new steel billet 
flywheel (9kg) with upgraded AP clutch kit, all 
items balanced, correct profile D Type camshaft, 
new water pump, full electronic ignition, 80 amp 

alternator kit, ‘spin on’ oil filter conversion kit, 
silicone plug lead kit, fully rebuilt original HD8 
SU carburetors, and finally gas flowed and port 
matched inlet manifold. 

Gearbox
A Broadsport five-speed gearbox with a 0.73:1 final 
gear ratio has been fitted with the addition of a new 
balanced prop shaft. 

Brakes
Front brakes are AP racing four-piston (5200) 
calipers with 295x25mm ventilated two-piece brake 
discs, stainless steel Aeroquip brake hoses, full 
Kunifer pipe kit and all brass fittings/unions, new 
and correct brake master cylinder and servo unit. 
Rear brakes are Girling two-piston (12/3) calipers, 
new as normally fitted to series 2 E-Types and XJ6 
models with completely rebuilt handbrake units and 
new brake discs and pads. 

Wheels
6x15 inch 72 spoke offset competition wheels are 
fitted with stainless steel spokes and chrome rims 
and hubs. These are tubeless specification and 
fitted with 205x70 radial tires and three-eared new 
chrome wheel spinners to special order. 
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ASTON WORKSHOP
The workshop is based at 
Red Row, Beamish, Durham, 
DH9 0RW
01207 233525
sales@aston.co.uk

MOTORS  – 1965 Jaguar E-Type Series 4.2 FHC (Broadsport)

Exterior fittings 
All original chrome work has been professionally 
stripped, polished and triple plated to an as new 
factory finish, new lamps front and rear have 
been installed, new bright work is fitted wherever 
necessary, the door locks have matching key barrels, 
all new rubber seals, gaskets and trim are fitted, new 
‘Sundym’ glass (light green tint) with additional  
heated rear screen (fine element type) fitted, along 
with a badge bar and detailed pieces all as original 
and new. 

Interior
This has been completely and fully re-trimmed 
to correct Jaguar specification, leather, carpets, 
hardware and correct fixtures and fittings are all in 
as new condition to original specification. A radio 
with MP3 connection is included in the centre 
console in period style, seats belts are included, 
the heater system has been fully rebuilt with a new 
matrix and fan motor all to original specification 
and finish, all instruments have been fully restored 
to as new condition, there is a complete new cloth 
covered wiring loom throughout, and all clips and 
joints are new and to the original specification. 

Further restoration has been completed to the 
front and rear suspension, fuel system, cooling 
system, exhaust system, steering and under bonnet 
fittings. 

More info and pictures can be found at: www.
aston.co.uk.
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The Northern legal community was honoured on June 7 at the Northern Law Awards. 
Organised by Newcastle based events agency, Echo Events, the event celebrated a range of talented teams and 

individuals, including Jonathan Blair, managing partner of Womble Bond Dickinson (Outstanding Achievement 
Award), Daniel Flounders of Archers Law LLP (Rising Star of the Year) and Ward Hadaway (Law Firm of the Year 

with six or more partners).
Hosted by BBC Radio Newcastle presenter Alfie Joey, the black-tie event took place at the Hilton Newcastle 

Gateshead and was attended by more than of 400 attendees

NORTHERN LAW AWARDS 

EVENT - Northern Law Awards
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NOKIA SLEEP

Hot on the heels of the sleep 
tracking available on fitness 
watches and other devices, 
Nokia Sleep takes sleep 
monitoring to a new level 
with this advanced sleep 
sensor, which combines 
personalised insights with the 
growing popularity of home 
automation. 

£99
www.health.nokia.com/uk 

Nokia Sleep is a Wi-Fi enabled pad that fits under a mattress and 
provides insight into the quality of the sleep experience, while offering 

environment control through IFTTT, an automation service for all 
internet-connected devices. Nokia Sleep integrates its Health Mate app 

with Alexa, the cloud-based Amazon creation, which allows users to 
receive data and insights on their activity, sleep and weight. 

The sleep sensor includes sleep cycle analysis, looking at sleep duration 
and interruptions, light, deep and rapid eye movement phases, as well 
as snoring tracking. It prepares a personalised sleep score to show how 
restorative a night’s sleep was, and can educate users about what makes a 
good night’s sleep and how they can improve that. 

The Nokia Health Mate app allows users to have all their health data in one place, and 
offers health and coaching programmes alongside one developed specifically around 

sleep. Working with leading sleep experts, Nokia has developed the Sleep Smarter 
Program, available through the app, which guides users during an eight-week period 
to help them understand sleep patterns and learn to have more balanced and regular 

sleep routines, especially between weekdays and weekends. 

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

TECH 

TECHNOLOGY
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SONY FE 400MM F2.8 GM OSS LENS

The long-awaited launch of this new lens, the 
world’s lightest in its class, has been hailed 
as a significant step forward in creating 
innovative optical design and exceptional 
image quality. The super-telephoto prime lens 
has been released after extensive research and 
development, and provides a level of portability 
and handheld manoeuvrability that has never 
before been seen through a lens of this class. 
The lens also includes two newly-developed 
high-speed XD linear motors that drive the 
lens’ focus, achieving up to 5x improvement 
in moving subject tracking performance. The 
product is being targeted at sports, wildlife and 
nature photography, with its advances in rapid 
precision being a huge bonus for such areas. 

Launched early September, available now for 
pre-order for £10,500
www.sony.co.uk 

SAMSUNG GALAXY A6

Hot on the heels of its S9 launch, Samsung is 
introducing the Galaxy A6, which combines the 
staple features from its flagship smartphone 
range with an advanced high-quality camera, 
for which Samsung are building a strong 
reputation. The powerful front and rear camera 
comes with a full-front display, available in 
black, gold and lavender. The A6 also includes 
facial recognition and fingerprint scanning, and 
also supports Bixby Vision, Home and Reminder. 
Samsung Pay is among the other features also 
included in the Galaxy A line for the first time.

Launched mid-August 
From £270
www.samsung.com

MEGABOOM MCLAREN SPEAKERS

Speaker manufacturer Ultimate Ears has teamed up with 
supercar maker McLaren to create two limited edition 
versions of its Megaboom speakers. The products are 
hailed as bringing the energy, innovation and excitement 
of Formula 1 racing into a portable wireless Bluetooth 
speaker with 360-degree sound and deep, booming 
bass.  The waterproof speakers are available in two 
liveries, celebrating McLaren’s iconic heritage – one being 
in orange, a throwback to the original McLaren colour 
when the Formula 1 team launched 50 years ago, and 
the other whose design is inspired by the MP4/4, the 
most successful F1 car of all time celebrating its 30th 
anniversary this year. 

£219
www.ultimateears.com/McLaren 

TECHNOLOGY
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I was born in Cumbria but came to the North East 40 
years ago to study at university. I then completed my 
training as a nurse in the region. 

The best thing about living and working in the North 
East is the people; they are genuine and hard working. 
The region also has so many wonderful places to visit 
within easy reach for most.

My favourite area is Gosforth, where I live. It has 
everything my family needs, including excellent 
schools and transport links.

I have only just learnt to swim with my young 
grandson, Jack, and together we can’t get enough of 
the water at Gosforth swimming pool.

I love Adriano’s Italian restaurant on Gosforth High 
Street. The food, staff and atmosphere are all brilliant. 
Rosie’s in the shopping centre also does a mean scone 
and cup of tea.

I travel on the East Coast Mainline a lot. Travelling 
North on the train, the view across to Holy Island is 
amazing. Returning home from London, seeing the 
bridges across the Tyne is a welcome sight. 

My ‘hidden gem’ in the North East is the artisan 
shops on Ashburton Road in Gosforth. You can get 
wonderful black pudding at Charlotte’s butchery.

I love to walk the bridle path near my home. Within 
minutes I can see deer, squirrels and swans.

Karen Torley is divisional manager for Marie Curie in the North of England, based at the Marie Curie Hospice in 
Elswick, Newcastle. A nurse for 35 years, Karen works for families across the North East and North West living 

with terminal illness to maintain the best quality of life when time is precious. Her role involves dialogue with NHS 
colleagues and others, to design and deliver high quality hospice and community nursing services to meet people’s 

needs at end of life. The charity is dependent upon the support of its many fundraisers and volunteers to supplement 
income from the NHS

MY NORTH EAST 
INTERVIEW - Karen Torley

MARIE CURIE
karen.torley@mariecurie.org.uk
www.mariecurie.org.uk
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