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VIEWPOINT
Call for action in 2013

T

he New Year has seen some big name
retailers grabbing the headlines, with
Jessops ceasing trading, closing 187 stores
and making over 1,500 redundant, and HMV and
Blockbuster going into administration. These
stories followed the pre-Christmas news that all
236 Comet stores were closing, putting more
than 6,600 out of work.
Businesses big and small have certainly not had
it easy in recent years, operating during this
downturn. In 2010, the Coalition came into
power and promised to reform the economy and
tackle the country’s huge deficit – a hard task by
anyone’s admission.
In January, the Government released its Mid
Term Review, a 46 page document listing its
achievements so far and outlining future plans
and reforms. Ministers have made some
important steps since 2010, notably around
controlling the deficit, agreeing to create a
business bank and stripping back regulatory
burdens on business.
However, now is the time for Government to
stop looking back and realise that they only have
two more years to redress the balance. There are
some bold measures that must be followed
through to make a real impact. The first is going
ahead with the creation of a business bank with
the scale and reach needed to address the longterm problem with business finance. They must
also improve Britain’s infrastructure by ensuring
that planning reforms don’t prevent companies
from expanding. Education and training systems
must be more responsive to employers’ needs and
deliver work-ready school leavers to boost
businesses and avoid youth unemployment. And
finally, action needs to be taken immediately if
we are to see the export-led recovery the
Government wants, through practical support
and a dedicated Export Voucher scheme.
Here at the Chamber, we are taking further
steps to support local businesses and help them
to grow by reviewing and adding to our
membership package to ensure it stays relevant
to businesses and their needs. In December, we
announced an agreement that sees our
members benefit from a 10% discount when
they apply for or renew their Investors in
People (IiP) accreditation. We also launched a
set of six short International Trade courses,

which are accredited by the British Chambers of
Commerce (BCC). Those who pass all six courses
will achieve a nationally recognised BCC
Foundation Award in International Trade.
In January, we announced that we will be
working with Hertz to offer Northants firms low
cost car and van rental from February onwards.
And, in March we are holding a Business
Exhibition at Silverstone Circuit. Businesses from
all over the county (members and non members)
are invited to book a stand and promote their
company at a minimal cost (see page 24).
We have come a long way since 2010, but
there is a lot more work to be done, not only to
get our economy back on track, but to ensure the
long-term, sustainable future of UK plc and that it
remains competitive and a key global player.

Paul Griffiths
Chief Executive, Northamptonshire Chamber
paul.griffiths@northants-chamber.co.uk

If you do not receive a copy of In Business and
would like your own free copy, email your
name and contact details to:
inbusiness@northants-chamber.co.uk
For further information on Northamptonshire
Chamber call: 01604 490490 or visit:
www.northants-chamber.co.uk
In Business is produced on behalf of
Northamptonshire Chamber by Kemps
Publishing Ltd and is distributed without
charge to all Chamber members and other
leading businesses in Northamptonshire. The
Chamber and the publisher are committed to
achieving the highest quality standards.
However, views expressed in the magazine are
independent and while every care has been
taken to ensure that the information it
contains is accurate, neither Northamptonshire
Chamber nor the publisher can accept any
responsibility for any omission or inaccuracies
that might arise.
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BUSINESS NEWS
SMEs missing out
on R&D tax credits
In 2012, HMRC statistics showed
the average SME R&D tax credit
claim was in excess of £40,000.
Despite this, many eligible
businesses are still not claiming.
If your company makes
innovative use of science or
technology to develop or enhance
products, services and business
processes, you may be entitled to
claim research and development
(R&D) tax credits to offset the
costs of your investment.

‘Too many companies are
missing out on these tax
incentives’

Exports increase as
domestic sales falter
T

he gap between domestic sales and exports
is closing for many of the county’s
businesses, according to the latest
Northamptonshire Chamber of Commerce survey,
with export sales increasing as domestic orders
continue to dip.
Northamptonshire Chamber of Commerce’s latest
Quarterly Economic Survey (QES) saw 146
businesses from across the county - employing
19,811 people between them – respond and give
feedback about their experiences of Quarter 4 of
2012.
In the survey, 65% of respondents in the
manufacturing sector said UK sales over the last
three months remained the same or increased.
Whilst quite positive in itself, this figure is down
from 80% in the previous quarter. In addition to
this, 15% more manufacturing firms reported
decreased domestic sales compared to Quarter 3.
Conversely, 80% of manufacturers’ export sales
remained the same or increased over the last three
months, with nearly half (41%) reporting increased
sales.

‘80% of manufacturing respondents
expect their workforce to increase or
stay the same over the coming three
months’
This trend was also evident in the services sector,
with 67% reporting that sales had increased or
stayed the same over the last quarter (down 1% on
Quarter 3) and 24% reporting a decrease in UK
sales. The services sector continues to flourish in

relation to exports too with a massive 76%
reporting an increase in export sales over the last
three months and an equivalent number reporting
an increase in advance orders. Only 5% of
respondents reported a decrease in export sales and
7% reported a decrease in export advance orders.
Positively, 80% of manufacturing respondents
expect their workforce to increase or stay the same
over the coming three months. However, 20%
expect their workforce to decrease over the same
period, up 14% from last quarter. Within the
services sector, 95% of respondents expect their
workforce to increase or stay the same over the
next three months but there was a 4% rise in those
whose workforce decreased in the last quarter.
Nearly half of all respondents (49%), tried to recruit
new employees during the quarter, with 86% of
manufacturing and 67% of service opportunities
being for full time roles. Over three quarters of
manufacturing (77%) and over half of service (60%)
respondents who tried to recruit, experienced
difficulties in finding staff. This is up on last quarter
(71% manufacturing and 57% services).
Worries for Quarter 1 2013 included price
pressures (stemming from the costs of raw
materials), competition and cashflow. Despite these
concerns, businesses are confident overall - 82% of
manufacturers expect turnover to improve or stay
the same over the next 12 months (up 2% on last
quarter) and 69% expect profitability to improve
over the same period (up 12%). In the services
sector, 87% expect turnover and 76% expect
profitability to improve or remain the same over the
coming year - both figures being a 2% improvement
on Quarter 3 results.

Jaime Lumsden of Vision (SME) and
RandDTax.co.uk says: “You may be
working on innovative web-based
software applications, an intranet
solution or are an engineering or
manufacturing company delivering
the latest solutions in conveyor
systems.
“Too many companies are
missing out on these tax
incentives, which is surprising, as
they have been in place for over
10 years. Successive governments
have enhanced the potential
claims because they want to
encourage innovation.”
It can take as little as five weeks
from the submission to receiving a
cheque and a claim can be
backdated for two years. Chamber
member Vision (SME) is one of a
team of 24 specialists across the
UK operating under the RandDTax
banner. It offers the following
services to SMEs:
• Analysis of projects to identify
work that qualifies
• Help to identify scientific and
technological advances and
uncertainties – an essential part
of qualification
• Scoping of projects to understand
which costs qualify
• Writing Justification Documents
to support claims
• Help with claims meeting
resistance on grounds of
qualification
“Our principle consultant Terry
Toms has delivered more than 200
claims over the past eight years
and we have a 100% successful
track record,” adds Jamie.
For further information, call
RandDTax at Vision (SME) on
01536 790907 or visit
www.visionsme.co.uk
February/March 2013 inBusiness 5
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BUSINESS NEWS
Online tool to help
improve your sales
The formula that will drive your
business to succeed is unique to
you, according to business
growth specialist Mark
Whitehead of A head 4 sales Ltd.
Factors such as how you
communicate, your personality and
your brand all play a massive part
in the development of a business.
“If you don’t take these things
into account when you are
planning your business growth,
then you could be slowing down or
even sabotaging your progress
towards your goals,” says Mark.

‘Each element of your sales
and marketing plan must
support and reinforce the
others’
“The overriding factor, however, is
continuity,” he continues. “Each
element of your sales and marketing
plan must support and reinforce the
others. It’s not uncommon to find at
least one element of a sales and
marketing plan that undermines the
overall effectiveness of a business.
“We have people who are
amazingly talented at what they
do running businesses in the UK,
but what they do, often by their
own admission, isn’t sales and
marketing.”
With this in mind, A head 4 sales
has launched an Online Sales
Manager programme to give
people access to the sales and
marketing expertise they need to
grow their businesses, whilst still
allowing them to focus on what
they do best.
For a free review of your current
sales and marketing plan, contact
Mark on 01604 475663. To find
out more about the Online Sales
Manager, or for a free copy of
Mark’s book The Small Business
Growth Guide, visit
www.increasesalesnow.co.uk

L-R: Robert Emery (Tresham), Adam Waterfield (Chair of Governors), Cllr Stephen Clarke (South Northants Council),
Cllr Andrew Grant (Northamptonshire County Council), Richard Phillips (Silverstone Circuits Ltd), Nick Petford
(University of Northampton)

Construction starts on
£10m Silverstone UTC
T

he start of building work on the new University
Technical College (UTC), within the grounds of
the world famous Silverstone Circuit, has been
marked with a groundbreaking ceremony.
The Silverstone UTC, led by Tresham College of
Further and Higher Education and co-sponsors The
University of Northampton and Silverstone Circuits,
will be a £10 million facility that offers young people
aged 14 to 19 the opportunity to specialise in High
Performance Engineering or Technical Events
Management. It is scheduled to open in September.

‘This building will become the place to
learn for young people who wish to
specialise in High Performance Engineering
or Technical Events Management’
The Silverstone UTC partnership has worked with local
communities and employers in and around
Northamptonshire to ensure it teaches its students the
skills required for each industry.

Project manager, Robert Emery from Tresham
College of Further and Higher Education, said: “This
ceremony marked an important day for the
development of the Silverstone UTC and our
commitment to providing the best facilities and
learning experiences for our students. This building
will become the place to learn for young people who
wish to specialise in High Performance Engineering or
Technical Events Management.”
Richard Phillips, managing director of Silverstone
Circuits, added: “The Silverstone brand has been used
to motivate and excite students for years. The
Silverstone UTC is important in the evolution of our
education strategy and will help Silverstone on its
path to becoming a centre for academic excellence.”
Applications are still being taken for students
who will be starting in Year 10 and Year 12 in
September 2013.
To apply and find out more about the Silverstone
UTC, visit www.utc-silverstone.co.uk

Procurement changes to benefit community
Local businesses hope to be given a boost following cabinet approval to
modify its rules relating to council contracts and how they are
advertised and awarded.
Last year Northamptonshire County Council introduced new measures
to make its procurement processes easier for local organisations to access.
These included simplifying its PQQ questionnaire to closed self evaluating
questions and building the means to use previous PQQs for those
repeatedly bidding for work.
Under the new rules, contract bids that bring added community benefits
to the county will be given greater consideration in the tendering process
than before.
As part of the council’s drive to increase prosperity in Northamptonshire,
the new regulations will increase opportunity to invite quotations from
third sector organisations and SMEs in the county, with the aim of creating
local jobs. Larger organisations and those outside Northamptonshire will be
expected to focus on what they can bring to the county in terms of
community benefits and growth when they bid for Council opportunities.
This could be local employment, local suppliers within the supply chain,
6 inBusiness February/March 2013

apprenticeships or simply using local means to support their product or
service. Procurement guidelines will also be made simpler and tenders will
be used at higher spend than before.
For contracts between £2,000 and £100,000, a quoting process (rather
than a more complex tender process) will be used seeking three quotes,
one of which will normally be from a county-based business. Contracts
greater than £10,000 will normally be advertised on the Source
Northamptonshire website.

‘Best value for money in procurement will always be the
top priority, as will fairness and transparency’
Gus de Silva from LGSS Procurement, which undertakes all procurement
work for Cambridgeshire County Council and Northamptonshire County
Council, said: “The aim is to see community benefits funded through the
private sector. Best value for money in procurement should always be the
top priority, as will fairness and transparency. However, growth needs to be
given a greater consideration than before.”
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BUSINESS NEWS

value
noun
1 [mass noun] the regard that something is held to deserve; the importance, worth,
or usefulness of something: your support is of great value

Are you getting “great value”
from your current IT provider?
Redpalm Technology Services is a Value Added Reseller supplying technology products and
services to all sizes of organisations within the private and public sector.
From looking after day-to-day IT requirements through to implementing advanced technology
solutions that transform the way organisations operate, our aim is to create value through
delivering exceptional standards in service.
We are continuing to grow our business and create local jobs through ongoing investment in
our sales and technical team based out of our offices in Moulton Business Park, Northampton.
Founded in 2010, we believe our rapid growth is down to a fresh and dynamic approach that
focuses on a streamlined business model. We’ve avoided the bulky overheads of our competitors,
and stripped away time-consuming processes, which empowers our account managers to
provide a very direct end-user price and highly efficient service. Furthermore, everything we
do is aimed at improving the customer experience and earning their recognition - put simply,
our business is your repeat business!
We promise to remain consistently competitive on price, and our distribution network has at any
time an average of over 70,000 lines in stock, available on a Same-day or Next-day delivery.
Our onsite engineers cover a wide range of technical competencies, and our Cloud services
platform makes applications both cost-effective and easily accessible.
Currently, our customers are spread across the UK and beyond, but we want to do as much as
we can with local businesses, which is why in 2013 we have pledged 25% of all profits generated
from trade with fellow Northants Chamber members to the “Chambers Charity Of The Year”.

If you have a current IT requirement, or are simply looking for some advice,
or even just in need of a second opinion, we’d love to hear from you!

Ways to get in touch:
Call our technical sales team: 0845 165 0300
Visit our website: www.redpalm.co.uk
Drop us a line: info@redpalm.co.uk
You can also follow our journey and get the latest technology news and updates…
search: Redpalm Technology Services

@redpalmtech

search: Redpalm Technology Services
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BUSINESS NEWS
FREE Employment
Law update
Tollers LLP is hosting three free
Employment Law Update 2013
seminars.
The events are scheduled as
follows:
• Tuesday 12 February
Sunley Conference Centre,
Northampton
• Wednesday 13 February
Jurys Inn, Milton Keynes
• Thursday 14 February
Best Western Rockingham Hotel,
Corby
Each event will begin at 9am with
registration and a light breakfast.
The seminar will commence at
9.30am and conclude at 11.30am.
Speaker Rebecca Wilson, an
Associate Solicitor at Tollers LLP,
will cover the following topics:
• Employment Tribunal fees
• Paternity Leave entitlement
• Mandatory ACAS conciliation
periods
• Statutory Sick pay increase
• Employee shareholder contracts
• CRB Checks
If you would like to attend,
contact Charna at
charna.walfall@tollers.co.uk or
01604 258558.

Chamber teams up with
Hertz to offer rental deals

N

orthamptonshire Chamber is
partnering with Hertz UK to
provide businesses in the
county with special deals on car and
van rental.
Northamptonshire Chamber is one
of just six British Chambers of
Commerce accredited Chambers in
the UK to pilot this deal, which will
give Chamber members special
access to Hertz’s tailored solutions
for small to medium sized
businesses for a six-month
promotional period.
The service will be launched to
members in February and will
provide them with cost savings of
up to 35% on car and van rentals, as well
greater flexibility in managing fleet hire needs
when they use the Hertz Business First Account and
the Hertz 28+ Plan solutions. Nectar points can also be
earned with every rental.
Neil Cunningham, general manager for Hertz UK &
Europe Off Airport, said: "We are delighted to partner
with the Chamber of Commerce to support owners of
small to medium sized businesses.
“We share the Chamber’s commitment to providing
companies with practical support and access to new
ideas and innovations – especially at a time when
managing costs and ensuring flexibility are more
important than ever.”

Congratulations to the Students, Staff,
Parents and Governors of Sponne School
In October 2012, Ofsted graded Sponne as

‘an Outstanding School’
Ofsted said ‘Achievement is Outstanding. Students
consistently make better than expected progress’
Ofsted said ‘The quality of teaching is outstanding
- Lessons are engaging, varied and fun’
Ofsted said ‘The sixth form is outstanding. Students are
true role models for the younger ones and make
outstanding progress’
Ofsted said ‘Students receive first rate experiences to
prepare them for life beyond the academy’

92% 5A* - C; 79% 5A* - C (including English/Maths)

Brackley Road, Towcester NN12 6DJ

www.sponne.org.uk • Tel: 01327 350284

8 inBusiness February/March 2013

Paul Griffiths, chief executive of Northamptonshire
Chamber, added: "We are pleased to be launching this
new and exclusive discounted service from Hertz and
adding it to our portfolio of cost savings services,
which are all aimed at giving Chamber members a
helping hand during these difficult economic times.”
Other Chambers participating in the scheme are Suffolk,
Surrey, Ayrshire, Birmingham, and Cambridgeshire.
For further information, call 01604 490490 or visit
www.northants-chamber.co.uk
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BUSINESS ALLIANCE GROUP
A million sustainable
journeys predicted
for Uno buses
Social enterprise Uno buses (Northampton) Ltd, in a joint venture with
the University of Northampton and the University of Hertfordshire, has
launched an Uno bus service, serving bus routes 18 and 19 to improve
bus services for the University of Northampton students, staff and the
local community.
One million passenger journeys per year are predicted to be undertaken
on the two routes, which will improve links between the University
campuses, Northampton town centre and bus and train stations.

‘All the profits are re-invested back into the Universities,
which hugely benefits the students’
As part of the University of Northampton's commitment to provide more
sustainable travel options, the services have already seen improvements
including the increase in buses from two an hour to five an hour on the
number 19 service. In January, a rapid route linking the University's Park
Campus with the town centre was launched, with buses every 15 minutes.
University of Northampton vice chancellor, Professor Nick Petford said:
"Since the introduction of the new Uno Northampton services, the
popularity of the services with students, staff and the general public has
grown from strength to strength. Not only is the venture keeping entirely
with the social enterprise mission of the University, but all the profits are
re-invested back into the Universities, which hugely benefits the students.

One of the Uno buses that will improve transport to and from the University

"The new direct service, numbered route 21, will relieve pressure on route
19 and also meet the demands of students, staff and visitors for a more
direct service into the town centre. With the establishment of our new
University Technical Colleges in Silverstone and Daventry, and the
importance of working even more closely with our associated FE Colleges,
Uno buses will continue to serve the community. I look forward to this new
and exciting joint venture taking an even more prominent role in providing
reliable transport via new additional routes across the county in 2013."
To find out more about the University of Northampton and its social
enterprise vision, visit www.northampton.ac.uk or email
chris.durkin@northampton.ac.uk or simon.denny@northampton.ac.uk

Charity sees value in Chamber association
Northampton Door-to-Door
Service (NDDS), a charity that
provides help to the residents of
Northampton who cannot use
normal public transport due to
disability or age related mobility
problems, has found benefit in
being chosen as the Chamber
Charity of the Year for 2012/13.
Keith Goodwin, manager of
NDDS, said: “We were pleasantly
surprised when Northamptonshire
Chamber chose us as its Charity of
the Year. We hoped this would give
us the opportunity to meet
businesses that would be prepared
to help us in the management and
running of the service.
“We have been very encouraged
by the contacts we have made and
we are looking forward to some
serious ‘brain picking’ over the next
few months. An added bonus has
Ready to ride: NDDS provides a vital transport service to people with mobility problems
been the funds raised by the
Chamber, its staff and its members.
are strapped in before driving. The organisation also provides a service to
People have been so generous.
other local charities, clubs and associations that do not have transport of
“Like all local grant-funded organisations, we are continually looking
their own. Since 2010, NDDS has managed the Shopmobility service for
for ways of raising money so that we can continue with this highly valued
Northampton. This provides a wide variety of mobility scooters and power
service and ensure that the people we help do not become prisoners in
wheelchairs for hire by the half day for use in the town centre and
their own homes. Those linked to the Chamber can help us with funds,
Northampton General Hospital, as well as manual wheelchairs for short
new ways of raising money, with technical assistance or in any way they
and long term hire and small portable power scooters for longer term hire,
wish. We would love to hear from them.”
like taking on holiday.
The NDDS service is provided using specially adapted vehicles with easy
access and full wheelchair capability. Its drivers collect passengers from
For further information call 01604 583553 or visit www.ndds.org.uk
their front door, get them safely onto the vehicles and ensure that they
10 inBusiness February/March 2013
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DBfB celebrates growth despite downturn
Despite poor economic climate, DBfB Communications has managed to
grow year on year. In the last three consecutive financial years, the
Northampton-based telecommunications company has significantly
increased sales and profits, through offering easy to understand invoicing,
good customer service and adapting to changes in technology.
Since starting in business as a mobile dealer for Orange 15 years ago,
DBfB Communications has grown to encompass all forms of telephone
services and, most recently, an IT support department.
“Before the appearance of smart phones, IT and mobile communications
were completely separate entities,” said Martin White, who heads up the
IT department. “That is no longer the case now that tablets can be used
like PCs and mobile phones can be either or both. Everyone wants access
to their office, whether corporately or at home. The distinction between
mobiles, telephone systems and IT now overlap so much (convergence)
that all good communication companies need professionals in all of these
areas and we have them!”

its office system. We could not achieve this success and level of service
without the input of our brilliant team. We do not have a high turnover of
staff. We have a contented crew, with many members having been with
the company for a number of years. If you think your telephones, mobiles
or computers could do more than they currently do, then talk to us for a
free of charge consultation and advice. If we can’t do it better, better not
to do it! That is our mission statement.”
Call: 0800 158 5660
Visit: www.dbfb.co.uk

‘We have attracted larger clients due to our flexibility in
offering complex solutions in a simple to understand
manner’
DBfB prides itself on customer service and believes that this is an integral
part of its success. “Your problem becomes our problem until it is resolved
to your satisfaction,” explained Colin Beckley, key account manager at the
firm. “Our ethos is customer satisfaction. A happy customer is a long
standing customer.”
Sales and marketing director Brian Kingston adds: “In the last seven
years in particular, we have attracted larger clients due to our flexibility in
offering complex solutions in a simple to understand manner, while
utilising the latest technology to achieve goals in operations that would
have been impossible just a few years ago.
“We have recently completed an installation for an international
company, which encompassed a converged, fixed telephone, mobile and
internet solution, allowing calls to and from the mobiles as extensions of

Business training & coaching to boost your bottom line

Go on tour
in 2013
A new approach to learning how
to improve your business
Learning from others is a great way to
benchmark and then improve your business:
• Facilitated visits to local companies and
organisations who provide best practice
• Structured learning along the way to unpack
the learning and apply it to your business
• Increased opportunities to build your
business network and expertise
Each best practice case study tour will be
custom built for your needs so please contact:

Email: hello@beyondtheory.co.uk
Call: 01604.212505
Visit: www.beyondtheory.co.uk

Fast-track ADVERTISEMENT FEATURE
courses for entrepreneurs
and managers
Business training consultancy Beyond Theory has struck a deal with
Northampton’s Holiday Inn Express to provide fast track learning for
business owners and managers
Learning Express Café events are new, innovative and specifically
designed to fit in with business owners' busy work schedules.
Senior consultant Paul Beesley says: “The half day, fast paced format
will enable people to get the essential tools and techniques they need
with the option for more indepth training later.”
The café events are a series of six courses, each costing £65 plus VAT,
and include:
• Strategic Thinking Tools for Business
• Creative Thinking for Business
• Project Management Tools for Business
• Change Management Techniques
• Performance Management
• Engaging Employees for Business Success
(Clients who attend all six Express Café events will receive the sixth event free)
Each Express Café begins at 9.30 am to finish at 12.00 pm with coffee etc.
available from 9.00 am.
Book now by contacting:
Call 01604.212505
Email: hello@beyondtheory.co.uk
Visit: www.beyondtheory.co.uk/events
Hosted at

Business training & coaching to boost your bottom line

Northampton M1 Junction 15
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GOING GLOBAL
International Expo results in
£1 million deal for local firm
UKTI launches
series of Export
Insight Visits
UK Trade & Investment (UKTI) is
offering companies an
opportunity to expand their
business overseas with a series of
Export Insight Visits.
The Export Insight series of
visits, which will travel to Czech
Republic, Denmark, Germany,
Poland, Republic of Ireland and
Spain, aims to introduce novice
and non-export businesses to the
principles of international trade,
enabling them to grow
internationally.
There is a nominal charge of £99
+ VAT for each of the Export
Insight Visits. UKTI will organise
and pay for group flights,
accommodation, in market group
transport and activities.
Participants will need to pay for
other food and drink, public
transport and any extra personal
charges incurred.
The visits are planned to take
place on the following dates:
• Spain: 11-13 February
• Denmark: 4-5 March
• Republic of Ireland: 5-6 March
• Germany: 12-14 March
• Poland: 12-14 March
• Czech Republic: Week
commencing 25 March
To register or find out more,
contact insight@uktiem.co.uk or
visit www.embltd.co.uk/ukti/

12 inBusiness February/March 2013

M

edina Healthcare Products, a Northamptonbased eco-ethical manufacturer of halal and
vegan toiletries, has secured a distribution
deal in the United Arab Emirates (UAE) worth £1
million a year, after attending an exhibition in Dubai.
Hameed Ahmed, managing director of Medina, flew
to Dubai to take part in the Halal Expo 2012 in
November, after struggling to cope with the demand
for his products from countries including China,
Azerbaijan, South Africa, USA, UAE, Qatar, Pakistan,
Bangladesh, Saudi Arabia, Kuwait, Iraq, Syria, Oman,
France and Belgium.
The Medina range was well received at the
exhibition and two companies in the UAE came
forward as a result, proposing sole distributorship for
the Medina healthcare products range in that region.
The range includes an award winning face cream

called Heavenly Moisture, a Hijabi haircare range and
a Habibi mens hair range designed for Muslim men.
The company also produces a variety of health
supplements that will also be distributed.
“Taking part in the Expo was our best decision of
last year,” said Hameed Ahmed. “We encourage all
British niche companies to seek out their specialist
fields and promote themselves. We may be in the
middle of a recession, but we can make all the
difference in changing that negativity. We received
invaluable help from Northamptonshire Chamber’s
export team. The local chambers are gems on your
doorstep not to be by-passed, as the service provided
to us has been second to none.”
The company selected for sole distributorship of
these products in the UAE was Fast Forward Group, a
logistics and distribution business.
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BUSINESS PROTECTION
Chamber member companies offer advice on a number of risks relevant to business

First rule of protection: manage risk

F

loyd Graham & Co, which advises organisations
large and small on employment law and HR
matters, has observed one thing that would help
protect organisations in relation to employment law
issues – writing.
Many employers seek to be reasonable and act in
accordance with their obligations. However, unless
they have evidence of this, it can be disputed later.
Written records provide this evidence.
But, what should employers keep written records of?
Floyd Graham & Co has put together the following Top
Five:

just state what was said, but who was in attendance.
The employee should sign the minutes where possible
to agree that they accurately record what was said.
4. Invitations to meetings such as
disciplinary/grievance must be in writing and the
employee reminded of their right to be accompanied. It
must also be made clear to the employee what stage of
the process the meeting represents.
5. Policies. It is significantly easier for an employer to
rely on a written policy communicated to the employee
as it shows that an employee was aware of it, rather
than relying on an unrecorded conversation with the employee several
months previously.

Hazel Robbins, Floyd Graham & Co

1. Employment contract. An agreement with the employee about their
terms of work. It is also a legal obligation to provide an employee with
such a statement within two months of them commencing work.
2. Restrictive covenants. These may form part of the employment
contract, but employers do not always consider the value of these until
their trusted employee departs to a competitor. The employee should sign
these.
3. Meetings. Minutes of meetings with an employee – particularly
investigatory meetings and disciplinary/grievance hearings – should not

Hazel Robbins, a solicitor at Floyd Graham & Co, said: “If employers took
these steps, they could save the time and money incurred from arguing
about what took place or what was agreed. Written records are an
essential form of protection in defending employment tribunal claims.”
If you would like further information or support in ensuring that you
have an effective business protection strategy, call 01604 871143
or visit www.floydgraham.co.uk
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BUSINESS PROTECTION

The burning issue of business fire safety

F

ire costs UK businesses millions of pounds every year in property
damage, fines, compensation, and insurance premiums. And, sadly,
many businesses never recover after a fire.
In England and Wales, the responsibility for fire safety of a business
premises falls on the shoulders of a 'responsible person' – someone who
has control over premises and fire-prevention systems within these
premises. They are also responsible for the safety of everyone who might
be on the premises, including employees, visitors or members of the public
in the immediate vicinity who might be affected by a fire.
The law applies to you as the responsible person if you are:
• Controlling the premises
• An employer or self-employed person
• Responsible for part of premises that is used for business purposes
• A charitable or voluntary organisation
• A contractor with responsibility for maintenance of any premises
• Providing accommodation for paying guests
• The owner or managing agent of a block of flats
Chamber member Trafalgar Fire has summarised some of the key issues
a responsible person needs to address:
• Have adequate professional fire risk assessments
• The principles of fire prevention are to be applied
• Have fire safety policies and procedures
• Take account of those at risk, e.g. very young or those with special
needs or disabilities
• Provide suitable arrangements to warn people of a fire in the building
such as, a fire detection and alarm system
• Provide adequate means of escape in the case of a fire
• Take measures for fire fighting e.g. fire extinguishers
• Have an effective fire emergency plan
• Maintain all fire safety systems and equipment and hold adequate
records of this activity
• Ensure relevant training of all employees

Up in flames: but who is responsible for safety?

John Kennedy of Trafalgar Fire said: “Legislation says that you are
responsible for the safety of everyone who might lawfully be on your
premises. The responsible person, either on their own or with another
responsible person, must do their best to make sure that everyone on the
premises, or nearby, can escape safely if there is a fire. Failure to act in
terms of the Regulatory Reform (Fire Safety) Order 2005 can result in
heavy fines and even imprisonment.”
Call: John Kennedy on 0844 848 1440
Visit: johnkennedy@trafalgarfire.co.uk

RMAS diversifies as
Essential Business Services to offer easy
access to risk assessment services

ADVERTISEMENT FEATURE

Oundle-based RMAS (Risk Advisory Management Services) has rebranded as Essential Business Services to better reflect the diversified
range of risk assessment services now offered to clients.
The company now provides a One Stop Shop for advice and protection
in many of the areas in which a business is exposed to risk.
Managing Director Sheridan Smith said “We understand what a
challenging time businesses face today. So we wanted to make it easy for
them to access to the advice that they need to avoid the risks inherent in
every operation. With legislation changing all the time it is easy to fall
behind with compliance procedures in critical areas such as Health and
Safety or HR.”
He added “At Essential Business Services we specialise in reducing risk
for companies of every size. We will undertake a detailed assessment of
the risk in their business and pass them to our experts who will advise on
the best approach to suit their needs.”
“We understand that a risk assessment may seem an additional expense
in these straitened times but we have found that our work is often selffunding as a result of the improvements in procedures and operational
efficiency that arise as a result of our detailed report and
recommendations. In addition, our clients enjoy the peace of mind that
comes with knowing that they comply with all the requirements and
regulations introduced as part of current health and safety legislation.”
From Business Continuity and Disaster Recovery through to HR, Credit
Management, Health and Safety as well as insurance strategy and claims
support, Essential Business Services provides a full range of risk
consultancy services to companies large or small.
14 inBusiness February/March 2013

Contact: Sheridan Smith on 08432 181 673
Email: info@essentialbusinesssevices.co.uk
Visit: www.essentialbusinessservices.co.uk
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Tired of managing the risk in your business?
Concerned that your operation may be vulnerable?

Come to the experts.
We specialise in helping business with:
•
•
•
•
•
•

Business Continuity
Disaster Recovery
HR and Employment issues
Credit Management
Health and Safety
Insurance strategy and claims support

Call us today on 08432 181 673
Mobile: 07930 391 315
Email: info@essentialbusinessservices.co.uk
Web: www.essentialbusinessservices.co.uk
Essential Business Services
New House, Stoke Hill, Oundle PE8 4BL
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How to prevent product recalls
A
n unsafe product that is
defective and likely to
cause injury may require a
product recall. As well as
potentially losing stock and
having the expense of
administering the campaign, a
company could also face
litigation, resulting in damages
and heavy fines. There might also
be a negative impact on the
company’s reputation or brand.
An important piece of legislation
– the General Safety Product
Directive (GPSD) – is in place to
ensure that only safe goods are put
on the market. It defines ‘safe’ and
obliges producers and distributors
to only supply such items. The
GPSD also lays a framework for
assessing safety and requires
enforcement authorities to take
necessary action to protect
consumers from unsafe goods.
Products are defined in the
GPSD as ‘goods intended for a
consumer’s private use’. Items for
professional use, such as
professional power tools, which
might find their way onto the
general market and into private
use, are also included.
Key to avoiding a product recall
is the risk assessment. This can

highlight which safety critical tests
are relevant to a particular product
and may also reveal hazards which
might not be indicated by testing
alone. For example, assessing a
child’s boot with pom-poms on the
ends of cords might highlight the
need for testing the strength of the
pom-pom attachment. A good risk
assessment would also highlight
the risk of the pom-poms on the
left and right boots becoming
entangled – something that would
not show up during normal testing.
SATRA Technology, with a
research and testing facility in
Kettering, can advise retailers,
distributors and manufacturers on
the GPSD and other related
legislation, and conduct product
evaluation and testing if required.
SATRA also runs regular seminars
and publishes articles on the
subject.

Testing: Assessing a boot with pom-poms could highlight the need for
testing the strength of the attachment and the risk of entanglement

‘SATRA Technology can advise retailers, distributors and
manufacturers on the GPSD and other related legislation’

Are you paying too much for your life cover
as a director/business owner?
Ordinary life policy
Employee national insurance
Employee income tax
Employer national insurance
Corporation tax relief
Gross dividend needed
Corporation tax paid
Gross profit to pay dividend

£0.00
£33.33
£0.00
£0.00
£133.33
£33.33
£166.67

Relevant life policy
Corporation tax relief
Net cost
Total saving of*

£20.00
£80.00
52%

By using Relevant Life you can save up to 52%
off the costs compared to an ordinary life policy.
Contact Mark Maryan for
a no obligation quote on
Tel: 01604 634404,
email: markmaryan@gee7.co.uk

www.gee7.co.uk
* Assumes £100 pm, same sum assured, higher rate tax payer
Gee 7 Wealth Management Ltd is authorised and regulated by the Financial Services Authority
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To find out more about product risk
assessment, go to
www.satra.co.uk/spotlight/ and
type ‘GPSD’ in the search box.
You can also visit
www.satra.co.uk/portal/events.php
to view any forthcoming seminars.
For direct contact with SATRA,
email info@satra.co.uk

Legionella control is
your responsibility
Under general health and safety
law, employers have to consider
the risks from Legionella that may
affect their staff or members of
the public and take suitable
precautions.
As an employer or a person in
control of the premises (e.g. a
landlord), you must:
• Identify and assess sources of
risk
• Prepare a scheme or course of
action for preventing or
controlling the risk
• Implement and manage the
scheme – appointing a person to
be managerially responsible
• Keep records and check that
what has been done is effective
Andrew Rowe, water treatment
company director at WaterSpec,
says: “Water utilities throughout a
site, particularly areas of stored
water and areas that create
aerosols, are of concern as they
can promote the conditions that
host water-borne diseases that
attack the respiratory system, such

as Legionella, Pontiac Fever and
Lochgoilhead Fever.
“Legionellosis (Sero Group 1) is
the most serious to human health,
claiming the lives of 10 - 12% of
those who contract Legionnaire’s
Disease. Between 250 and 300
cases are reported and confirmed
each year. However, this is
considered an under estimation as
180,000 are undiagnosed
pneumonia cases each year. Can
you be sure that your water
systems provide a safe environment
for your staff and visitors?”
For further information, call
Andrew Rowe on 01604 875998
or email
andrew@waterspec.co.uk
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SOLE TRADERS & ENTREPRENEURS
Support and advice for growing your micro business

Calculating your growth strategy
S
ole traders often have to
wear a lot of hats to operate
their business. One of those
is that of financial director.
Mike Day of Firtree Training,
which specialises in offering
accountancy and short AAT
(Association of Accounting
Technicians) accredited courses,
says that many sole traders have to
be able to pull together
comprehensive budgets and
forecasts in order to secure finance
from the banks, which can be
difficult if you don’t come from a
financial background.
Mike says: “At some point, most
sole traders will have had to seek
investment. As a newly formed sole
trader myself, I have just been
through the character building
experience of securing a bank loan
and overdraft and know that it is
not an easy journey.
“My business plan was read from
the back to the front, from the
financials to the marketing section
to see if the numbers tallied up. So,
you need to make sure that you
show, not just how much money
you bring in from a certain number
of sales, but when you expect to
receive the cash flow from those sales and that it ties up with your
marketing plan and that you have a detailed operational budget.”
Firtree Training offers practical help and advice to business owners to
help them pull together operational budgets and cash flow forecasts and
understand profit and loss and balance sheets.
Call: 07415 480025 or Visit: www.firtreetraining.co.uk

Firtree Training recently launched a series of one-day courses called
AAT Essentials, which are available weekdays, Saturdays and split
across two evenings.

1 Finance for Non-Finance Managers
Understanding profit and loss, balance sheets and key financial ratios

2. Cash Flow Management
Cash flow budgets and management of credit terms

3. Budgeting
Operational budgets, cash flow budgets and how to use them

4. Making Sense of Financial Documents
The commercial documents involved in sales, purchases and bank
reconciliation

Cattle Shed offers
base for freelancers
Rick O'Neill, director of branding and web design company
Looktouchfeel, has launched The Cattle Shed – a work hub for sole
traders, freelancers, consultants or clients requiring an occasional base
or meeting space.
Rick says: “For those growing tired of trying to work or hold meetings at
the local coffee shop, The Cattle Shed offers a desk, broadband and a
productive environment as and when you need it. And, if you need to
impress a client, why not hire our meeting room by the hour too?”
Based at York's Farm Business Centre, Watling Street East, Towcester,
The Cattle Shed has up to four desks available, with chair, monitor, mouse
mat, pens, notepads, and printer. Tea and coffee is free to all guests. Usual
opening times are 9am to 5.30pm.
Call: 01327 828443, Email: hello@cattleshed.co or visit:
http://cattleshed.co
February/March 2013 inBusiness 17
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MANUFACTURING
Manufacturing in Northamptonshire is thriving and gaining national and international recognition

Foundry invests
in sand recycling

L-R: Joint managing director, Neil Blythe, and managing director Vinay Relan
with the new Flash Cutter (Image courtesy of Brillpix Photography)

Foam firm expands

F

oam Techniques in Wellingborough, a specialist producer of
technical foam and rubber components, has secured some
significant new business worth around £3 million following
investment in new machinery.
The first contract, worth an estimated £1.5 million, involves supplying a
number of parts for vehicles and acoustic foam components to a global
genset manufacturer. A second lucrative contract is with one of Europe’s
largest white goods manufacturers to supply seals, gaskets, insulation and
other safety-critical parts for washing machines and dryers. In addition to
these, Foam Techniques has established a new relationship with a
specialist Australian company to supply acoustic foams and other
technical foams for various applications for the Australasian market.
These new business wins follow investment in a new Flash Cutter and
an automatic splitter machine. The die-less Flash Cutter uses an oscillating
knife for rapid and high-precision cutting, allowing Foam Techniques to
turn around prototypes and short pre-production runs very quickly.
Steve Thomas, operations director at Foam Techniques, said: “This new
investment has already helped us to win some new business.”
Vinay Relan, managing director, added: “We’re working hard to increase
efficiency and maintain the standards and customer service that are
crucial to our success. In addition to the new investments we have made,
we have also increased capacity by introducing new shifts.”
Call: 01933 400096
Visit: www.foamtechniques.co.uk
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A shell moulding foundry based in
Northampton has invested
£700,000 in a new machine
thanks to support from Yorkshire
Bank.
RSM Castings on the Round
Spinney Industrial Estate produces
more than two million castings a
year for the automotive, hydraulic
and engineering industries for
customers in Germany, France,
Slovakia, Hungary, Poland, USA,
Brazil, China and India.
Now, the company, which
employs 100 people, has spent six
weeks installing a Thermal
Reclamation and Resin Coating
Plant inside two 11-metre high
buildings.
Barrie Jones, chairman and joint
managing director of RSM Castings,
said: “The sand recycling plant has

a low mass fluidised bed furnace
which burns off the resin and a
separate plant to re-coat the sand
with a Novolac Resin for re-use in
the moulding process, meaning
90% of the sand can be re-used.
Previously, once the sand had been
used in the castings, it was not
possible to re-use and had to be
replaced. The thermal reclamation
process also improves the quality
of the sand due to a change in the
structure of the sand grain, giving
higher strengths than conventional
sands.
“This machine is currently
producing 15 tonnes of coated
sand every day and we are already
seeing the benefits.”
Call: 01604 671333
Visit: www.rsm-castings.co.uk

Yorkshire Bank’s Andy Ashton (second left) with, from left, David Smith,
Barrie Jones and Kim Danns from RSM Castings
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A seat at manufacturing awards
N

orthampton-based
commercial vehicle seat
manufacturer CVG KAB
Seating Limited is celebrating
reaching the finals of the
Institution of Mechanical
Engineers’ (IMechE) Manufacturing
Excellence Awards.
CVG KAB Seating manufactures
and supplies seats for construction
vehicles, tractors, forklifts, trucks
and buses, as well as office seating.
Of the products manufactured at its
Northampton plant, 85% are
exported worldwide.
Manufacturing Excellence
assessors and moderators visited the
company and CVG KAB Seating
became a finalist in the Product
Innovation and Processes category
due to a number of new
innovations. These comprised of
new, sustainable developments in
the following areas:
L-R: Phil Britton; David Hale; David Anderson; Tony Carlton; Stephen Cooper
• New materials – more
specifically, PVC replacement,
Improvised Explosive Devices within armoured vehicles. The panel was so
foam replacement and the use of water repellent materials
impressed with the design that they wanted it to be “accelerated into
• Comfort - the use of new seat massagers, cooling fabric and comfort
production as soon as possible”.
airbag technology
Philippa Oldham, head of manufacturing at IMechE, said: “CVG KAB
Seating is a great business which is helping to keep innovation and
• Safety - eliminating slack in seat belts to reduce potential injuries
manufacturing at the heart of the Northampton economy.”
during accidents.
The IMechE panel showed particular interest in the design and
Call: 01604 790500 Visit: www.kabseating.com
development of a new lightweight Blast Seat to protect troops from

Leading the way for outstanding
apprentice training and development
NITAL were originally established in 1969 to manage the development of
engineering training throughout Northamptonshire. To date, the core
business remains engineering apprenticeships but in addition to this NITAL
are delivering a wider range of apprenticeships in a number of disciplines to
meet the demands of business. Statistically NITAL is one of the leading
training providers in the region with achievement rates above national
average at 90%.
New appointment, Steve Smith Commercial Manager joins David Jackson,
Training Manager at NITAL to ensure the impressive performance continues,
subsequently recognised and confirmed by the recent Ofsted inspection
undertaken in December 2012.
Apprenticeships will always be high on the agenda. The current government
continues to reaffirm their support for apprentices with increase in financial
support for 2012/2013, full programme funding for 16 to 18 year olds and
the current £1500 AGE 16-24 incentive.
So if you are looking at the long term future of your business and want to
grow your own, investing in apprenticeships could be the answer, 75% of
employers believe that despite the economic crisis, Apprentices are more
important than ever to their business.

L-R: Steve Smith, Commercial Manager
with David Jackson, Training Manager

For more information contact NITAL on Tel: 01536408188,
Email: info@nitaltrainme.org.uk or visit: www.nital.co.uk
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Creating solutions
Solutions Research of Towcester is celebrating its 12th birthday
with a new logo and branding. Director MICHELLE LLOYD talks to
In Business about the birth of Solutions Research, highlights over
the last 12 years and its plans for 2013 and beyond.

S

olutions Research is a boutique market research agency that
specialises in qualitative research. It was originally set up in
London in 2001, but relocated to Northamptonshire in 2004
following a move by Michelle and her family to the county. The
company’s main aim is to help its clients ‘get under the skin’ of
their target audiences to better understand who they are, how they
think and behave and how best to market to them. This is to ensure that
their services, products and communications are targeted correctly and
effectively motivate and engage their customers.
Michelle says: “We work across a wide range of sectors, including public,
private and voluntary organisations and on different types of customer
feedback. We have recently tested new advertising, explored website
feedback, looked at responses to prospective products and services, and
explored what makes people change their behaviour. We use a range of
approaches, including more traditional methodologies like focus groups and
depth interviews, and also more creative solutions such as consumer clinics
or carousel workshops. A carousel workshop is an extended session where
Rebranding exercise: new logo
and website go live in February
we run three focus groups on three different aspects of the topic
simultaneously, and rotate respondents around the different rooms. We
may use this at the beginning of a project because
you can gain a quick but detailed understanding of
In 2011, the company was commissioned by
‘One of our beliefs is the
the subject. The movement across rooms creates a
Northamptonshire Chamber to research the business
creative way in which
dynamic, energetic mood and clients can observe and
market in the county. It wanted to know how its
be more integral to the process, which they find
current, lapsed and prospective members saw the
we
look
at
every
brief’
beneficial.
Chamber and its offering, to ensure that its
“Another successful methodology we use is the
membership package remained aligned with the
consumer clinic. Here we have several moderators working in one venue
needs of the county’s businesses.
over a day conducting sequential, short interviews with 20 to 30 people. This
Michelle elaborates: “This project was a good example of how we had to
provides detailed knowledge on a particular product or topic in a short space
use a mixed methodology because there were quite a few target audiences
of time and is particularly good for testing out communications, like a new
that needed to be researched. We used a staged methodology, where each
logo or advertising, as you can mirror the consumer experience. You don’t
stage of the research feeds into the next.
necessarily want them to sit in a focus group for over an hour talking about
“We started with telephone interviews with the Chamber board followed
an advert that in reality would be gone in a flash – you want to get their gut
by an email survey to all current and lapsed members and short telephone
reactions.
interviews. We took the learnings from these initial stages and used them to
“There isn’t a standard way of running qualitative research and we create a
shape our discussion guides for focus groups, which were completed with
bespoke approach for each of our projects. We often use mixed methodologies.
current, lapsed and prospective members. We divided people by their
So, you might start off with a consumer clinic, then conduct focus groups and
membership status and then the size of their business to ensure a good
follow that with some depth interviews. One of our beliefs, and what we
spread of membership types. Within the groups, we used various techniques,
believe makes us stand out from other organisations, is the creative way in
including our NLP box and projective techniques, to find out how people
which we look at everybody’s brief and create a tailored solution.”
perceived the Chamber, its image and its values. We asked if they fully
Michelle continues: “We also use many creative games and activities
understood the key elements of the service offering, then found out what
to stimulate discussion within our sessions. We have developed an NLP
they did and didn’t use. We discussed what they would like to see the
box of sensory stimulus materials that encourages people to respond non
Chamber offer and if there were any changes that needed to be made. We
verbally to questions. This technique tends to uncover more emotional
also explored how it compares to other business support organisations to
responses. Our box is full of different items and respondents pick out an
effectively map its place in the market.
object that sums up how they feel about a particular issue. We find this
“After that, we fed the results back to the Chamber and held a blue sky
works across topics, but particularly well with sensitive or emotional
brainstorming day with its staff and board members. We were really pleased
subjects. It is very revealing and helps people to think in a different way.
that they wanted to hold this type of day. To have the opportunity to share
It changes the mood of a session too.”
the findings with everybody in the organisation is not something that every
Since Solutions Research was established in 2001, it has been a GPS
client does. We picked four different topics for the day based on key issues
(Government Procurement Service) Framework Agency (previously
raised in the results and used activities to move each issue forward,
managed by COI), which means it carries out research on behalf of the
encouraging everyone to get involved in the discussion. I understand that
Government. This has seen the company work regularly with a number of
changes have been made in terms of the Chamber’s communications, by
Government departments including the Department of Health, HMRC,
taking on additional marketing resource, and the organisation structure has
Department of Education, Home Office and the DWP.
been changed to offer members more of an account management service to
Michelle says: “This work is particularly rewarding as you see the fruits
enable them to get the most out of their membership.”
of your labour being played out in public policy. Also, it gives people the
“For us, it is great to see something we researched living on,” adds
opportunity to feed back to the Government and input into national policy
Michelle. “When this happens, it makes the investment in research money
or services.”
well spent. There is a perception that research is expensive, but it doesn’t
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Michelle Lloyd, director of Solutions Research

have to be. If you do choose to invest in it though, you want to make sure
that you are getting your return.”
So, on reflection, how does Michelle feel about Solutions Research
turning 12?
“I have worked in some form of market research for the best part of 20
years,” reveals Michelle. “I always wanted to run my own business and to
try and shape my own organisation and brand. Twelve years on, I am still as
passionate. I believe that you need to know your customers as well as your
best friend. Make sure you know what they want and that your business is
offering it. Research is not just about talking to people, it’s about the way
you speak to them, the techniques you use to elicit the information, and
understanding the detail behind it. People are fundamentally very
interesting and that is what makes the job interesting and varied.
“Now we are a team of eight, although that includes a mixture of full
time, part time and consultants. We are a very top heavy organisation and
most of our researchers have got 15 to 20 years experience. However, I am
interested in taking on some more junior members and training them up.
We had an intern from the University of Northampton, which worked out

‘I always wanted to run my
own business and to shape my
own organisation and brand’
well. They can bring new ideas and new energy.”
Solutions Research has just undergone a rebrand to coincide with its 12th
birthday. There is a new logo and a new website, which will be live by February.
“The rebrand has been quite exciting,” says Michelle. “I think our new
logo is vibrant and communicates a lot more personality. Our new strapline
– ‘searching ways to valuable answers’ – shows that we deliver different,
creative approaches to research and actionable findings for our clients.”
So, what are Michelle’s plans for Solutions Research going forward?
“We are positive about the future and going into 2013 with a new brand.
We are keen to work more with clients in Northamptonshire as many of
our customers are still London-based. We also have a few research projects
lined up that go further down the route of integrating face to face
techniques with social media and online communities – a growing trend. It
is a fast moving environment with lots of new techniques and approaches
and we need to constantly move ahead and keep up with the times.”
Call: 01327 355212
Visit: www.solutions-research.co.uk
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TRAINING &EVENTS
CHAMBER TRAINING
FEBRUARY - APRIL 2013
GETTING THE MESSAGE RIGHT

Hitting the Headlines!
Date:
11 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This course looks at the important role the media
plays in making customers and potential
customers aware of your company and its
activities. It will give a business - big or small - the
skills to identify newsworthy stories and produce
and issue its own press releases, potentially saving
thousands of pounds in agency costs.

Customer Service on the Telephone
Date:
19 April
Time:
09:30 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This course is essential for anyone who is the
first port of call for incoming enquiries and
those who are in daily contact with customers
over the telephone. It will ensure that
employees learn the importance of portraying a
positive company image and deal with
telephone callers effectively.

Presenting Yourself with IMPACT!
Date:
7 March
Time:
09:00 – 12:30
Members:
£110 + VAT
Non Members: £135 + VAT
A half day workshop with Gill Graves, the author
of best selling book 'Presenting yourself with
IMPACT at work', this session focuses, not on
formal presentations, but interactions where
participants have the opportunity to influence
and make a difference for their organisation by
presenting themselves with impact.

Customer Service on the Telephone
Date:
12 March
Time:
09:30 – 17:00
Members:
£170 + VAT
Non Members: £220 + VAT
Customer service is a critical part of any
business and a telephone conversation may be
the only contact your customers have with your
business. Therefore, it is essential that the staff
members taking those calls master the skills to:
keep the conversation flowing; obtain important
information and ensure your customer - or
potential customer - leaves the call with a good
impression of the company.

Developing Assertiveness Skills
Date:
19 March
Time:
09:30 – 17:00
Members:
£170 + VAT
Non Members: £220 + VAT
This workshop aims to enable you to be more
effective, positive and competent in the
workplace by learning to be firm but fair with
your colleagues. It will help you make a plan for
realistic change and enable you to realise the
benefits of assertive behaviour.
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INFORMATION TECHNOLOGY
Intermediate Excel 2010
Date:
Venue:

25 February
Moulton College Management
Centre
Time:
09:00 – 16:30
Members:
£135 + VAT
Non Members: £185 + VAT
Taking place away from Northamptonshire
Chamber, this one day course is suitable for anyone
who needs to gain a solid foundation in the use of
this vital business program. Delegates will learn
how to produce simple, clear and attractive
spreadsheets, gain confidence and efficiency in their
use of Excel and learn shortcuts and timesaving tips.

*New BCC Accredited course*
Finance Options: Focusing on Letters of
Credit
Date:
21 March
Time:
09:30 – 16:30
Members:
£250 + VAT
Non Members: £300 + VAT
This master class will guide you through the
complexities of Letters of Credit (LC) rules and
regulations, so you can be proactive with
advance terms and conditions and encourage LC
clauses that work for you. The role of
documentary collection will be explained, as
well as sight and terms drafts and discounting.
Practical tips are offered throughout the
session, as well as real life examples.

*New BCC Accredited course*
Export Licence and Incoterms
Date:
25 April
Time:
09:30 – 16:30
Members:
£250 + VAT
Non Members: £300 + VAT
This course gives those that attend an
opportunity to understand the costings and risks
associated with transporting goods. The
Incoterms (International Commercial Terms) 2010
rules will be examined in detail, looking at the
four terms that have recently been removed and
the two new additional terms. Delegates will
leave understanding the comprehensive aspects
of the Incoterms and how to avoid disputes with
customers. Export licence rules will also be
explored to ensure awareness and compliance.

MANAGEMENT & PERSONAL
DEVELOPMENT

INTERNATIONAL TRADE

*New BCC Accredited course*
Import: Compliance and Savings
Date:
21 February
Time:
09:15 – 17:00
Members:
£250 + VAT
Non Members: £300 + VAT
This comprehensive course provides a clear
explanation of import practices and terminology
as they relate to the UK company in the role of
buyer. In addition, you will be made aware of the
Customs changes due on the horizon and the
implementation of Authorised Economic Operator.

Successful Supervisory Management
Date:
5 & 6 February
Time:
09:15 – 17:00
Members:
£340 + VAT
Non Members: £440 + VAT
This two day course will introduce you to some
tools and techniques that will help you to
improve the performance of your team. It
covers: understanding the role of the supervisor;
identifying strengths and areas for development;
motivation; training and developing people;
building your own confidence; and dealing with
existing supervisory issues.
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TRAINING & EVENTS
Chamber Training courses and events are a great way to boost your business.
The venue for all courses, unless specified, is the Northamptonshire Chamber offices at
Waterside House, 8 Waterside Way, Northampton, NN4 7XD.
Courses can also be run in-house at your own company through our Tailor-made
Training service. Elearning courses are also available.
See www.northants-chamber.co.uk/training for more details.

Make the most of your
Chamber membership!

£50 discount
per day for ALL employees
of Chamber members attending
these training courses
Essential Selling Skills
Date:
6 March
Time:
09:15 – 17:00
Members:
£170 + VAT
Non Members: £220 + VAT
There is a solid structure which underpins
successful ‘selling’. This course encourages
participants to learn the structure of sales, self
assess their own ability and learn new skills to
make more sales in the future.

Marketing for Beginners
Date:
16 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This commercially-focused course will enable
delegates to understand the key principles of
marketing and how to put together a marketing
plan.

Successful Cold Calling
Managing Your Workload
Date:
17 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
Take a day to reassess the purpose of your role
and learn how to achieve key tasks and manage
the less productive ones more effectively.

How to Handle Stress Positively
Date:
18 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This one day course will provide clear and
practical advice on how to recognise and deal
with stress in the workplace.

Effective Appraisal and Formal
Interviewing Skills
Date:
23 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This course outlines the benefits of appraisal
and shows how to prepare and deliver effective
feedback and how to agree clear, challenging
goals. It is suitable for managers and business
owners who want to build commitment,
motivate and develop their people.

SALES & MARKETING
Selling Effectively on the Telephone
Date:
19 February
Time:
09:15 – 17:00
Members:
£170 + VAT
Non Members: £220 + VAT
Selling effectively on the telephone can be a
very difficult skill to master. This course looks at
the stages of the sales process, the needs of the
customer, how to ask questions without being
pushy and how to close the sale. It will give
those that attend the skills and techniques to
become the best in their chosen sales role.

Date:
26 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
This course covers the telephone sales process
from start to finish and shows how an effective
cold calling system can be introduced to
enhance sales.

THE BUSINESS TOOLKIT

How to Write Persuasive Sales
Quotations
Date:
26 February
Time:
09:30 – 12:30
Members:
£95 + VAT
Non Members: £120 + VAT
This master class details every stage of effective
quotation writing from beginning to end customer investigation; drafting, structuring and
writing the proposal documents; how to write
an accompanying letter and how to follow up. It
adds up to a comprehensive lesson in how to
win many more customers from your
quotations, proposals and tender responses.

Credit Control & Recovering Debts
Team Motivation

How to Double Sales

Date:
30 April
Time:
09:00 – 17:00
Members:
£175 + VAT
Non Members: £225 + VAT
Motivation can be used to empower individuals
and make teams work better together. This
course teaches you how to increase confidence
and create a positive mental attitude.

Date:
26 February
Time:
13:30 – 16:30
Members:
£95 + VAT
Non Members: £120 + VAT
This afternoon master class looks at how to
approach your sales literature, advertising,
websites and other promotional copy to
guarantee a greater certainty of success.

Date:
27 February
Time:
09:30 – 17:00
Members:
£170 + VAT
Non Members: £220 + VAT
This course shows how to operate an efficient
credit control system. Delegates will learn the
importance of good cash flow and how to
collect outstanding monies whilst maintaining
good relations with the customer.
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TRAINING & EVENTS

FORTHCOMING NETWORKING EVENTS
NETWORKING BREAKFAST*
Date:
Time:
Venue:
Cost:

21 February
12:00 – 14:30
Northampton Marriott
Members: £25 +VAT
(Chamber members only)
Promote your business to others over a three
course lunch. Two people will also be selected
to present to the room about their company.

Build your network of business contacts! Enhancing company profile
is one of the main reasons businesses join the Chamber

NETWORKING EVENTS IN FOCUS

*Hold a banner stand at this event for only £60
+ VAT (including place on the lunch)

MATCH SPONSOR HOSPITALITY
EVENT WITH THE COBBLERS
Date: 26 February
Time: 17:00 – 22:00
Venue: Northampton Town Football Club,
Sixfields
Cost: Members: £25 + VAT
Non Members £30 + VAT
Support Northampton Town Football Club as they
play Bristol Rovers and enjoy a stadium tour and
three course meal.

BUSINESS AFTER HOURS
Date:
Time:
Venue:
Cost:

27 February
17:30 – 19:30
The Northampton and County Club
Members: £10 +VAT.
Non members £15 +VAT
Network informally after work over drinks and a
light buffet at this early evening event. There
will also be guest speakers giving presentations.

NETWORKING ACROSS THE
COUNTRY
Date: 7 March
Time: 11:45 – 14:00
Venue: Holiday Inn Rugby – Northampton
(M1 Junction 18)
Cost: £17 + VAT (Chamber members only)
This event sees our members have a light lunch
and speed-networking session with members of
Leicestershire Chamber.

HOSPITALITY EVENT WITH
THE COBBLERS
Date: 23 March
Time: 12:00 – 17:00
Venue: Northampton Town Football Club,
Sixfields
Cost: Members: £25 + VAT
Non Members £30 + VAT
Watch Northampton Town take on Oxford
United during this Saturday game. Enjoy a
stadium tour, three course meal, cash bar
facility and complimentary match day
programme and team sheet.

BUSINESS AFTER HOURS
Date:
Time:
Venue:
Cost:

27 March
07:45 – 09:45
The French Partridge, Horton
Members: £10 + VAT
Non Members: £15 + VAT
Our Business After Hours events allow local
firms to get together after work and share
knowledge and make new contacts.
24 inBusiness February/March 2013

Northants businesses
encouraged to take
advantage of exhibition
Northamptonshire Chamber is to hold its March Business Exhibition at the Silverstone Wing at the
world famous Silverstone motor racing circuit.
The exhibition will feature 50 stands, showcasing the wide range of products and services offered
by the Northamptonshire business community. Alongside the exhibition, a networking breakfast and
three 60 Minute Seminars will also be running. There will also be an opportunity to win a year’s
Chamber membership in a prize draw.
Doors will open at 7.45am for the two-course networking breakfast. This is open to members and
non members of the Chamber and those who would like to attend are asked to pre-book. Places cost
£16.50 (+ VAT) to Chamber members and £25 (+ VAT) to non members.
As the breakfast draws to a close at 9.30am, the exhibition will open and those leaving the
breakfast will be encouraged to take a look around. The exhibition is open to all and free to attend.
Charges apply to hold an exhibition stand. These start at only £70 (+ VAT) and are expected to sell
out quickly. With this in mind, they will be allocated on a first come, first served basis. Again,
members and non member companies can exhibit.
The exhibition will run from 9.30am to 3.30pm and, throughout the day, three free 60 Minute
Seminars will take place covering topics including iPad for Business, Practical Marketing and Working
Capital: The Scary Movie.
Tracey Branson, head of operations at Northamptonshire Chamber, said: “Our business exhibitions
are always well attended and the last one we held at Silverstone was hugely popular, so we are
looking forward to returning.
“This event gives businesses in the county a great opportunity to raise their profile locally at an
affordable price and cultivate good working relationships with other firms in the area at the same
time.
“We are particularly excited this time as we have so much going on alongside the exhibition, with
our networking breakfast and series of seminars and I would encourage people to book a stand
space or pop in on the day as there is a lot they will be able to take away from the event.”
A café will be open in the Silverstone Wing for visitors or exhibitors to purchase refreshments.
For further information, contact the Chamber Events Team on 01604 490490, events@northantschamber.co.uk or visit www.northants-chamber.co.uk/events
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The beauty of running a business
B

eauty and Associated Therapy students have been sharpening
their business skills by running their own beauty salon as part of
their course at Northampton College.
As part of their studies, students studying the Level 2 Beauty Therapy
course take modules on starting a small business and the skills needed to
operate successfully in the commercial work, taking account of industry
regulations.
All students were required to prepare a business plan and provide
services along commercial lines for one evening per week at The Salon NC
at Lower Mounts. The Salon NC is open to the public and the students’
mini-businesses competed against each other in a bid to attract the most
customers.
As part of the initiative, students came up with their own branding and
pricing structures, and decided on a range of treatments to offer
customers from body massages to deluxe facials.
Lecturer Julie Wilkins said: “Students were given the opportunity to
start their own small business, performing a range of treatments and
selling products and services. They learnt to apply relevant business
criteria, deploy professional skills and take account of legal and financial
matters. This experience enabled them to prepare a detailed business plan,
with a view to starting a small business for real in the future.”
For more information on the Salon NC and to book an appointment, call
01604 734217 or visit www.northamptoncollege.ac.uk

Treat yourself: Salon NC is open to the public

Just rewards for
Project HR
Higham Ferrers-based Project HR, a business that specialises
in working with organisations to design salary structures
and carry out pay reviews, is hoping that 2013 will be as
successful as 2012 – a year that saw the company
celebrate its ten year anniversary and expand both
geographically and with the addition of a new recruit.
Graham Thurston, director of Project HR, said: “Last year
was a real milestone for Project HR. When I created the
company ten years ago, I anticipated that I would carry out
general HR projects for clients – hence the name! However,
the business quickly evolved into providing services in the
niche area of reward consultancy, with many public sector and
not for profit organisations.”
Laura Gardner, who joined the company in 2012 and
brings with her 18 years of HR experience, added:
“Reward consultancy is a term that often leads to
confusion. Reward encompasses a wide range of
pay-related issues, such designing pay structures,
developing performance related schemes,
assessing equal pay risk, conducting salary
benchmarking as well as helping
organisations with restructures, budget
cuts and employment law issues.”
In recent months, Project HR has
expanded geographically, working with
clients across the East Midlands, the
Eastern region and in London. It would
now like to work with more private sector
companies and charities in Northamptonshire.
Project HR is offering Chamber member
companies a free initial consultation and a 10%
discount off its standard daily charge rate.
For more information on any of the above, contact
Graham or Laura on 01933 418123 or visit
www.projecthr.co.uk

Laura and Graham
of Project HR
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From Chamber to Chambres D'hote

I

n May 2012, after 12 years of
working at Northamptonshire
Chamber, Robert Russell
decided to pack up his things and
follow a dream in France.
Less than a year later, Robert has
joined the Chamber himself as a
member company after setting up
La Rustlings, a bed and breakfast in
the Haute Vienne region of the
Limousin, with his fiancée Michelle
Eggleton.

‘If any Chamber members
fancy a break or a holiday,
this could be the place for
them’
Robert says: “The Limousin area –
which is often referred to as the
French Lake District – is a place I
love. I have been a frequent visitor
for the last nine years and Michelle
has lived here for three. We realised
En Français: Robert Russell,
the potential of the region and that
owner of La Rustlings
La Rustlings, an 18th Century
farmhouse in the area, would make
a fantastic B&B and the rest is
history!
“Although La Rustlings is set in the beautiful Limousin countryside, it is
not isolated and provides easy access to both Limoges Airport and the
main A20 heading south. If any Chamber members fancy a break or a
holiday, this could be the place for them.”
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The Limousin region of France boasts large freshwater lakes and covers
three different areas, including the Creuse, Correze and the Haute Vienne,
where La Rustlings can be found. The region is said to benefit from 2000
hours of sunshine a year.
For further details, visit http://larustlings.free.fr/ or call 07909 223391.
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Stanair and local rugby club
scrum down to keep out vandals

A

rugby club with over 200 years of history has
joined forces with a local security company to
keep vandals out of its new clubhouse.
Milton Keynes RFC, which was originally
established as Wolverton RFC in 1801, moved to its
new purpose built premises in Emerson Valley in
March last year after 36 years based at Greenleys.
The club house, which is used by the wider
community for social events, was recently attacked
by vandals in attempt to enter the building.
“We are proud to work alongside a club like
Milton Keynes RFC,” said Simon Barnicoat from
Stanair Industrial Door Services, which is one of
the UKs leading door installation and repair
companies. “It is vital that they are able to operate
and be a key part of the wider community knowing
they have security from vandals and thieves. We’re
pleased our services have helped them to do that.”
Stanair has provided security grilles for the club
which, according to reports, stopped vandals
entering the premises even after they spent 20
minutes trying to get in.
President of Milton Keynes RFC John Silk said:
“While its disappointing that a small minority want
to spoil things for our players, we know that good
security is an important part of any business and our
investment with Stanair has proved its worth.”
John joined the club as a prop forward in 1972,
moving from North London, and after serving as
chairman for 16 years, became president in 2004.
“We have more than 140 young members on our
books that come here every week to enjoy playing
rugby,” John continued. “The socialising after the
match and being around players and parents in a safe
environment is an important part of the game. That is
why we need the best security and that is why we
work with Stanair.”
Stanair Industrial Door Services offers a wide range
of products including dock loading systems, sliding
doors, roller shutter doors and security gates and doors.
It also provides, maintains and repairs industrial
doors as well as a range of window and door grilles,
bars and shutters, and promises its customers that it
will secure or repair the industrial door on the first
engineering visit, or they don’t pay a penny.
Emergency calls to Stanair are normally responded
to within two hours, often sooner,
24 hours a day, 365 days a year.
Stanair Industrial Door Services,
Unit 2, Henson Way, Telford Way Industrial Estate,
Kettering, Northants NN16 8PX
Tel: 01536 482187
Email: info@stanair.co.uk
Twitter: @stanairservices
www.stanair.co.uk
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NAYC says a big thank-you
to its youthful volunteers
Business dinner to
raise funds for
homeless charity
A black tie gala dinner is being
hosted at The Park Campus
Restaurant at the University of
Northampton in aid of the
Northampton Hope Centre.
Over 100 of the town’s
businesses are expected to attend
the dinner on Saturday 2 March,
which is being cooked by Adam
Gray, Northamptonshire’s only
Michelin starred chef.
The event will include a speech
from Peter Whitehead of The
Financial Times, a Michael Bublé
tribute act and a charity auction .
Money raised will go to the
Northampton Hope Centre, which
tackles homelessness and helps
people to rebuild their lives.
For details of sponsorship
opportunies and to book tickets,
call 07501 926259 or visit
hopegaladinner.eventbrite.co.uk

N

orthamptonshire Association of Youth Clubs
(NAYC) recently held its 51st Annual Award
Ceremony and Dinner at King's Park
Conference Centre on Moulton Park.
Around 150 youth workers from across the county
attended the awards, which were presented by Joan
Kirkbride, deputy leader of Northamptonshire County
Council, and Charlotte Hill from UK Youth.
Seven awards were presented:
• Volunteer of the Year
Geraldine Synnott
• Youth Involvement Advocate
Wellingborough Youth Forum
• Equality and Diversity Champion
Tribes (Corby)
• New Projects Pioneer
Jenny Evans from Youth Inspired (which has seven
clubs in Northampton and South Northants)
• Community Engagement Award
Nicolette Bench from Upton Youth Club
(Northampton)
• Community Engagement Award
Nicky Ward from Bozeat Youth Club
(Wellingborough)
• County Partnership Award
Ruth Gasson from Northamptonshire Libraries (with
groups in Northampton, Kettering, Wellingborough
and South Northants)

Winners at the NAYC
award ceremony

A further eight people were honoured for
Distinguished Service:
Chrissie Haunch; Amanda Lamming; Jill Dove; Helen
Sharp; Julie Dunn; David Barnes; Oonagh Hollowell;
and Martin and Ruth Turnbull.
Adam Pope, communication co-ordinator at NAYC,
said: “NAYC has helped to set up over 70 new groups
in 2012. This event is held to thank the hundreds of
voluntary youth workers who give their time and
energy to provide positive activities and a safe
environment for young people in the community.”
Anyone is interested in starting a Youth Group can
contact NAYC on 01604 499699 or visit
www.nayc.org

More members save money
with Barclaycard deal
Combined Fleet Maintenance Ltd
Car Repairs, Servicing and MOT, Blisworth,
Towcester, Northampton.
We are an independently owned garage that was established
26 years ago.
Combined Fleet Maintenance works to manufacturers’
recommended service schedules, we can also tailor any jobs to
suit, we service and repair all makes and models of petrol and
diesel cars. As a family orientated business we have built up a
great reputation with our customers
by putting them first.
We have modern and fully
equipped workshop bays
and complete diagnostic
equipment, and offer a
Free Local Collection &
Delivery Service. We also
service and repair light
commercials up to
3.5 tonnes.

Combined Fleet Maintenance Ltd
Unit 7 JBJ Business Park, Northampton Road, Blisworth,
Northamptonshire, United Kingdom NN7 3DW.

Tel: 01604 859701 • Mobile: 07525 129864

www.combinedfleetmaintenance.co.uk
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More Northamptonshire
Chamber members are saving
money, thanks to a service
offered by Barclaycard.
Through a deal with
Barclaycard Payment
Acceptance, Northamptonshire
Chamber is able to offer its
members an exclusive package
of savings when they use
Barclaycard payment
acceptance terminals in their
business.
These include:
• A £150 saving on joining fees
• Reduced merchant service charges on card transactions
• Reduced terminal rental from £12.95 per month
• Commission when they offer mobile top-ups
Jodie B Spiers of Barclaycard said: “This is a great offer and one that more
and more businesses in Northamptonshire are taking advantage of.
Through this arrangement, we can offer a wide range of payment
solutions for all types of transactions and all types of businesses. We use
the latest technology to bring Chamber members our most advanced PDQ
terminals and ecommerce ever, offering a range of services that attract
new customers and bring potential income streams for their business.”
If you’re already a Barclaycard customer, you can still benefit as a
Chamber member.
For more information, contact Jodie on 07500 954080, via email at
jodie.bspiers@barclaycard.co.uk or call your account coordinator at
Northamptonshire Chamber on 01604 490490.
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Exclusive offers for Chamber members
Chamber members can take advantage of many special offers and discounts on a
variety of products and services from fellow members
FREE
A FREE one-week gym pass at Image Gym
Northampton.
Call: Image Gym on 01604 769009
Visit: www.imagegym.co.uk
FREE sales review by Sandler Training that will
look at the four main areas of your sales
process - staff, skills, strategy and structure –
and offer constructive, no obligation feedback.
Call: Sandler Training on 0845 680 0767
Visit: www.shires.sandler.com

FREE consultation with an Interelate
consultant to discuss your company’s
emotional first aid needs, what an Emotional
First Aid Package includes and how it can be
tailored to your company. Following the
meeting, you will receive a report outlining
how the programme will work in your
company together with how Interelate can
help roll it out to employees.
Call Interelate on 01604 247679
Visit: www.karinblak.co.uk

SPECIAL RATES

25% OFF

FREE equipment hire for any meetings booked
to take place before 31 March at Brampton
Heath Golf Centre.
Call: Brampton Heath Golf Centre on
01604 843939
Visit: www.bhgc.co.uk

Chamber members can benefit from a session
of Auricular Acupuncture at the rate of £15 a
session. These sessions are created with busy
business people in mind and aim to help reduce
stress levels via the medium of Auricular
Acupuncture, which simulates the nerves in
the outer ear, causing changes in the brain that
result in a state of positive state of mind.
Call: Candy Woods Acupuncture on
07504 952783
Visit: www.candywoods.com

A COMPLIMENTARY, no obligation, in depth
review of your online presence for 2013,
taking websites, social media and email
marketing into consideration. Members who
take up this offer will receive detailed
recommendations and a plan at no cost.
Call: Edge Multimedia Inc on 01604 403549
Visit: www.edgesocialmedia.co.uk

£35 MOT or £79 service with IN ‘n’ OUT.
Call: IN ‘n’ OUT on 0845 351 0665
Visit: www.in-n-out.co.uk/northants-cc-offer
25% off the creation of a responsive website a website that behaves differently according
to the device being used by the visitor (e.g
mobile phone, tablet etc).
Call: Shanmuga Natarajan at Tishansoft on
07737 058906 or email
sales@tishansoft.co.uk .
Visit: www.tishansoft.co.uk

10% OFF
FREE 23-point system health check on PCs and
servers and subsequent report.
Call: Ashby Computer Services on
01604 790979
Visit: www.ashbycomputers.co.uk

Member 2 Member

10% off product testing at SATRA Technology.
Offer only open to new customers.
Call: Jake Locke at SATRA Technology on
01536 410000 or email jakel@satra.co.uk
Visit: www.icommsolutions.co.uk

Discounted rates on the use of training and
conference facilities at King's Park Conference
Centre on Kings Park Road, Moulton Park,
Northampton.
Call Harriet or Jo at Northamptonshire
Association of Youth Clubs (NAYC) on
01604 493111.
Visit: www.nayc.org
1st Reaction is offering Chamber members Key
Holding & Alarm Response contracts at the
special rate of £150 (+VAT) per annum. Only
valid for new customers.
Call: 1st Reaction on 01536 512999 and
quote ‘Northamptonshire Chamber offer’.
Visit: www.1st-reaction.co.uk

Don’t miss out on all the latest Member2Member offers available online, visit:
www.northants-chamber.co.uk/membership/member2member

If you’re a Chamber member, you can add an offer online by following the
step-by-step guide:

1

Log into our website using your registered email
address and password. Don’t worry if you can't
remember this. Simply give our Membership team a call
on 01604 490414.

Select Member2Member Offers from
the left hand menu and then click on
‘Submit a Member2Member Offer’ to add
your offer.

2

4

Once you are logged in click on your organisation
name at the top centre of the screen, which will
display your organisation details.

3

Remember to insert an offer expiry
date as any out-of-date offers will be
automatically removed.

Please note:
Currently you are only able to add text into your Member2Member offer.
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MEMBER ZONE

The Chamber welcomes new members
BMI Healthcare Limited
(BMI Three Shires Hospital)
Northampton
01604 620311
www.bmihealthcare.co.uk/threeshires
Private healthcare provider located in
the grounds of St Andrews Heathcare
Catriona Grove
Northampton
07719 663395
Health through diet
Clearabee
Northampton
01604 808982
www.clearabee.co.uk
Rubbish removal, skip hire alternative
and waste clearance for business and
homes.
E7 Contracting Ltd
Northampton
01604 812959
www.e7contracting.co.uk
General electrical contractor, including
in house design, installation and testing
ES IT And Accounts Services Ltd
Wellingborough
01933 628272
www.esitaas.co.uk
Accountancy, tax, PAYE,
bookkeeping, VAT, IT, computer
repair, software installation, IT
consultancy
Extra Newspapers Ltd
Northampton
01604 931117
www.extranewspapers.co.uk
Media, newspapers, publishing
Forbes HR Ltd
Banbury
01295 768360
www.forbeshr.com
Senior management executive search
Hays Specialist Recruitment
Northampton
01604 621733
www.hays.co.uk
Recruitment consultancy
Heron Lodge
Wellingborough
07753 904777
www.heron-lodge.com
Communications and public relations
Imagine Technology Ltd
Wellingborough
01933 679477
Inventor / manufacturer

inBusiness

THE VOICE OF NORTHAMPTONSHIRE BUSINESS

The April/May 2013 issue of
In Business will include features on:
■ Social Enterprise & Charity
■ Corporate Entertaining
■ Exhibitions & Conferencing
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James Clemence
Kettering
07568 175159
www.jamesclemence.co.uk
Business IS (information systems)
services
KDPSS Ltd
Northampton
07795 104588
www.kdpss.co.uk
A full lifecycle project support
service for any new initiatives
outside of a core business
Macmillan Cancer Support
London
0300 100 0200
www.macmillan.org.uk
Providers of practical, emotional,
medical and financial support for
people affected by cancer
Mad Baggage Limited
Wollaston
01933 663050
www.madbaggage.co.uk
Manufacturer of Chinese production
bags and luggage
Mercedes-Benz of Northampton
Northampton
01604 774200
www.mercedes-benzofnorthampton.co.uk
New and used Mercedes-Benz motor
retailer, sales, service and parts
Paymaster International Payments
Crawley
0844 776 1836
www.paymasterinternational.com
International payments and foreign
exchange
Property by B&S
Rushden
01933 316097
Lettings agency, property
management and maintenance
RicoEurope Ltd
Daventry
01327 312838
www.ricoeurope.com
Suppliers of filters and consumables
for construction, agricultural,
commercial and marine applications
Santander Corporate Banking
Northampton
07771 864205
www.santandercb.co.uk
Provision of commercial and
corporate financial solutions

St Andrew's Health Care
Northampton
01604 616504
www.stah.org
Specialist provider of mental health
care services and brain injury
rehabilitation
The Service Genie Ltd
Northampton
0845 568 6000
www.theservicegenie.co.uk
Provider of discounted services to the
domestic market, including
decorators, gardeners, plumbers, pet
walkers etc
Trafalgar Fire
Northampton
0844 848 1440
www.trafalgarcomplianceservices.co.uk
Installation and maintenance of fire
detection and prevention equipment
and systems

Twinkle Toes by Loopy Lau
Kettering
07730 537630
Handmade to order
patchwork/memory quilts, cot
bumpers, changing bags, crib shoes,
customised clothing and much more
Vision (SME) Ltd
Kettering
01536 790907
www.visionsme.co.uk
Grants, marketing and R&D tax relief
specialists
WaterSpec
Northampton
01604 875998
www.waterspec.co.uk
Legionella Control Programs and
specialist water analysis services
Wellington Support Limited
Northampton
01604 946535
Social care and accommodation

Please email news and articles for consideration to: inbusiness@northants-chamber.co.uk
The deadline for copy and images is: 20 February 2013
For advertising opportunities contact: Stephanie Foster on 0121 765 4144
To sign up for Northamptonshire Chamber’s FREE monthly eBulletin, contact the
Membership team on: 01604 490414 or email: membership@northants-chamber.co.uk
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PUBLISHING AT ITS BEST
KEMPS PUBLISHING is a long established
and innovative publishing company with a
wealth of experience in its field.
Our highly professional people pride themselves in producing
unique, practical solutions to advance your business nationwide,
through our full range of Chamber of Commerce directories
and niche publications.
Stand out from the crowd and keep one step ahead of the
competition by promoting your business in our information
providers, which serve as a major reference source for local,
national and overseas market places through highly targeted
circulation.

KEMPS PUBLISHING LTD
11 The Swan Courtyard,
Charles Edward Road,Yardley,
Birmingham B26 1BU
Tel: 0121 765 4144
www.kempspublishing.co.uk

