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WELCOME

A warm welcome to our seventh issue of BW – and, as we approach Christmas
and what could be one of the coldest winters in years (so I’ve heard), we’re
certainly in need of warmth. I look forward to Christmas not so much for
the glitter, the presents and the booze (though those aren’t bad!), but for
the chance to down tools for a bit. I usually turn my office phone off around
December 20 and get back going in the first week of January. Let’s face it, the
majority of people are doing the same. When you work for yourself you can
often feel like you’re never quite “off-duty” (for me, the idea of a two-week
holiday is but a distant fantasy) – but this time of the year I feel justified in going
offline for a bit.
Some might be horrified by the idea of going offline, and not being accessible
to customers/clients 24/7, and indeed it depends on what industry you work in,
but I’ve always said that unless you work for an emergency service, most things
can wait until tomorrow, or next week. You’ve got to have your downtime –
and if you’re self-employed or run a business, sometimes you just grab that
downtime when you can; the odd Friday afternoon, a Monday morning,
whatever works for you. Just don’t burn yourself out – it’s not worth it.
As I get older, the idea of “self-care” becomes ever more important to me
– more than chasing money. I learned a lesson a long time ago when I was
looking at work emails on my phone on a Sunday night, and trying to deal
with an irate customer who had a problem with his subscription (for H&E, the
magazine I publish). He was acting like I’d cut off his gas – calling me and my
company everything under the sun. It made me upset and angry, and I didn’t get
much sleep that night. I should have left those work emails on my computer and
dealt with them on the Monday morning. The customer in question eventually
blustered that he wasn’t going to renew, so I
called his bluff and didn’t beg him to come back –
he was wasting my time and causing me anxiety,
and not having to deal with him ever again was
worth far, far more than any money he could
have paid me.
Anyway, I really hope you have some time
to switch off this Christmas. Enjoy the food,
festivities and family time – but make sure you
keep this BW magazine somewhere safe to
inspire you when January comes around.
Sam Hawcroft, BW Editor
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NEWS

Charities join forces to offer auction bidders close-up view of Viola return
The 102-year-old son of a former skipper of
the Viola trawler has signed up to support
two of his favourite charities, which have
joined forces to create a unique fundraising
offer.
Eric Tharratt has signed two of the
“Homeward Bound” calendars produced
by the Viola Trust to raise awareness and
money as part of their campaign to bring
the Viola trawler back to Hull.
The calendars will be sold in a silent auction
by the Sailors’ Children’s Society, with
the prize also including a place for each
successful bidder, as guests of the Viola
Trust, at the official welcome party when
the Viola returns.
The two charities will split the proceeds
of the sale. Bids can be placed by sending
an email with your bid amount to wendy.
fish@sailorschildren.org.uk. Alternatively
you can call Wendy Fish on 01482 342331
and request a card that can be used to
submit your bid. The auction will close at
end of business on Monday, December 16,
and the calendars will be forwarded to the
successful bidders.
Eric, of St Nicholas Avenue, Hull, is the
eldest of five children whose father, George
William Tharratt, was skipper of the Viola
before the Great War. When George died in
the late 1920s, Eric’s mother, Dorothy, told
her five children that one of them would
have to go to Newland Homes because she
could not afford to house them all.
Dorothy selected the youngest, two-yearold Violet, as the child who should leave
but Eric insisted he would go because he
was nearly 12 and could leave after two
years and earn an income to support the
family as the man of the house.
When he was 14, Eric got a job on a farm
at Thearne and four years later he joined
Smith & Nephew, where he stayed for 46
years until retirement.
He said: “I’d wanted to go into the navy
but the people at Newland Homes had to
keep me until there was a job and the next
one to come up was in farming.
“It’s wonderful that these calendars are to
be auctioned for such good causes. The
Viola was once my dad’s ship and Newland
Homes played an important part in my
life.”
The two calendars have also been signed
by Larry Malkin, the Holderness artist who
came up with the idea of painting vessels

Picture by Robert Bentley
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Artist Larry Malkin with some of the paintings featured in the calendar.

from Hull or have a strong connection to
the city.
Business sponsors including Andrew
Jackson Solicitors, Arco, RSM UK, SMS
Towage and 1884 Wine & Tapas Bar
covered the cost of printing 500 copies
of the calendar. Fewer than 50 remain,
and only the two in the possession of
the Sailors’ Children’s Society carry the
signatures of both Eric and Larry.
Deanne Thomas, the charity’s chief
executive, said: “We found Eric’s
remarkable story very moving and we
hope others will feel the same way. We are
delighted that Eric and the Viola Trust felt it
appropriate to support our work in addition
to the campaign to bring the Viola home.
“Their target date for the return of the
historic vessel is early 2021, which is
also the year of the 200th anniversary
of the Sailors’ Children’s Society. The
prospect of us all celebrating together is
extremely exciting and we hope people
will bid generously not just to receive a
commemorative calendar and book a place
at the welcome party but also to support
our programme of winter grants and to
help the trust raise the funds it needs.”
Norman Court, project manager for the
Viola Trust, said: “Demand for the calendar

has been very strong. Some calendars are
still available in retail outlets throughout
Hull and East Yorkshire but we expect to
sell out soon and of course only two people
can claim the special, signed calendars. We
are very grateful to the Sailors’ Children’s
Society for organising the bidding process
and we really hope that people respond
generously and help us all make this a great
success.”
Copies of the calendar are available from
Hotham’s Distillery, 1884 Wine & Tapas
Bar and Hull Maritime Museum as well as
from selected post offices and newsagents.
It can also be ordered via email to info@
violatrawler.net.
The Viola was built in Beverley in 1906
and operated from Humber Dock – now
Hull Marina – as part of the Hellyer fleet
of boxing trawlers. She was requisitioned
to defend the UK in the Great War and
left Hull for the last time in 1918 on a
career that took her to Norway, Africa
and Argentina, catching fish, hunting
whales and elephant seals and supporting
expeditions in the South Atlantic.
In 1982 she was the target of scrap metal
merchants from Argentina. But when they
landed they ran up the Argentine flag, an
action that led to the Falklands War. l
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DigiHull takes partnership approach to harnessing technology
Leaders from a group of like-minded
businesses in Hull’s expanding technology
sector are poised to build on the success
of a debut conference by promoting a new
DigiHull partnership.
Businesses from a variety of sectors
responded to the invitation to join
the DigiHull collaboration and see for
themselves the simple things technology
can do to help their organisations.
Mike Ellis, managing director of conference
host 43 Clicks North, said the challenge
to the audience was to take away just one
benefit from attending the session and the
feedback had been instant.
Mike said: “One person who provides
consultancy services told us he passed on
helpful advice on the same day to a client
– a major restaurant in the region – which
was experiencing problems with its website
on mobile devices. Many other people have
congratulated us on the event. They took
away new knowledge that they were able
to act on straight away.”
The aim behind DigiHull is to establish
partnerships that will encourage the

sharing of expertise and the retention of
local tech talent. Mike, who relocated 43
Clicks North to the Deep Business Centre
earlier this year, was joined by colleague
Ash Williams and by fellow presenters Ali
O’Sullivan from Diony, Jacob Blakey from
Blink and Nick Tyldsley from Superfly.
They briefed the audience on opportunities
including the benefits of data and analytics,
and optimising websites for mobile.
Mike said: “The main purpose is to raise
the profile of digital in Hull. It’s 100 per
cent open to other tech companies. It’s
not something we are keeping precious
between the four of us. There are plenty of
other people in Hull who can pass on their
knowledge and if we can keep getting 4050 people every quarter then that digital
knowledge will pass round the city much
more quickly.
“We want to bring in business owners
who have used digital to excel in this city,
anything that enables us to give real-life
examples where someone that’s attending
can apply it themselves in the future. That’s
the difference – we’re not trying to show

the latest and greatest new technologies
that most businesses aren’t ready for. We’re
helping them to get the most out of the
systems they already have.”
Freya Cross, head of business and
corporate at the Deep, said: “43 Clicks
North is one of a number of technology
businesses which have moved into The
Deep Business Centre recently or which
have been here for some time and are now
expanding. Some of them were present at
DigiHull and it was clear that the contact
and conversations which resulted will lead
to greater collaboration in the future.” l
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Court Files

Artificially high business rates are
hitting the high street, says expert

Norman Court reports on
lessons learned in a lifetime
of making big business
decisions…

Buy it RIGHT (not necessarily ‘cheap’)

Quite a few years ago I first heard the mantra, “Profit is made by what you
buy at, not what you sell at.” This made sense – after all, the selling price
is often constrained by market factors. In my planning I can see that if I buy
at X, and sell at Y, then I make a profit of Z.
And yet… the overall benefit never quite seemed to match the Z that I
had been planning! Investigating why led me to see that the overall profit
earned on a batch of products/services tends to get diluted by the need
to knock down or discount (job-off) the price of the last 5-6%. So why is
there always (or almost always) that small surplus that needs jobbing off to
clear the inventory?
It can only be that you have too much/too many pieces because your initial
forecasting is never accurate. Let’s face it, forecasting is a gamble, a case of
trying to predict the future sales volumes.
I began to wonder how to improve my forecasting. A simple explanation
emerged, which could be illustrated by recognising how time and distance
were key commercial variables.
If I ask you to forecast the weather tomorrow, you are far more likely to
achieve a higher accuracy than if I ask you to forecast the weather on a
Friday 193 days away. There may still be an error, but the odds of being
right with a “short” forecast are massively higher than with a distant one.
The question then comes down to how “short” you can get your
forecasting requirement to become.
If you are manufacturing, assembling or supplying a product/service,
getting the “lead time” down for your supplies to a minimum equates to
less jobbing-off of stock, less waste, less hidden cost – for don’t ignore
the fact that any campaign to job-off excess stock, etc. often demands
significant management time, maybe even direct expense such as
advertising or point of sale materials.
I once ran a major product redesign of a range because the component
parts previously purchased came from the Far East. They were, on the
face of it, the cheapest. However, add in the forecasting timetable that
this supply needed (about five months minimum) and it meant that up to
15% of the batch ended up being sucked into those jobbing-off costs and
selling discounts.
By redesign we were able to re-source to UK or European suppliers. The
lead time dropped to three weeks (21 days as opposed to more than 155
days). Our quantities forecast was much more accurate, our jobbing-off
only amounted to about 2% of our stock and the management time and
direct costs in jobbing-off were well down. Profitability rose significantly.
Waste was squeezed out of our costs, and, incidentally, a shorter lead time
meant that we had to hold less stock ourselves, a further space-saving cost.
Think about short supply chains. It takes time to readjust sometimes,
but always be aware that the cost that you face isn’t just the purchase
price, it’s the management time, possibly the physical space required, the
inconvenience of revenues not being what you require, of forecasts and
their related impacts (staffing, employee numbers, etc.), the waste, the
direct cost of running a jobbing-off programme, the profit dilution impact
of stock that you have to job-off to clear inventory.
Profits are made by buying well. Buying WELL means buying right. Don’t
fall into the trap of just thinking that buying the cheapest will win the day!

Court
files???

A business rates expert is backing an official study that calls for
major changes to how property is taxed as a means of attracting
more investment into Britain’s high streets.
Adrian Smith, founder of Hull-based Adrian Smith Rating, says
flaws in the system are among the factors behind the decline of
Hull’s Whitefriargate because businesses were left facing artificially
high rates.
He urged the major political parties to keep their promises to
review business rates, but he warned business owners not to hold
their breath.
Adrian said: “It’s clear one of the reasons the Government likes
business rates so much is that the system is very efficient. The
system collects 98% of the tax that’s due. It brings in the money.”
“Impact of business rates on business” from the House of
Commons Treasury Committee highlights complications with
transitional relief, built-in delays with the “check, challenge
appeal” (CCA) system and dwindling resources at the Valuation
Office Agency (VOA).
Adrian said Whitefriargate was an example of a once-thriving
retail area that ran into severe difficulties in part because the
planned 2015 revaluation was delayed until 2017 and left many
businesses paying rates based on rental levels from 2008, before
the financial crash.
The Treasury Committee report says Government plans to increase
the frequency of revaluations to every three years will increase
demands on the VOA, which it says needs to be “properly
staffed” to deal with cases brought under CCA from the 2017
revaluation and to resolve appeals still outstanding from 2010.
The report notes that CCA was intended to prevent businesses
submitting “spurious appeals”. But its introduction when the VOA
was about to embark on job losses and office closures created
confusion which in turn brought lengthy delays in processing
grievances.
Alternatives to business rates considered by the Committee
include a land value tax, online sales levy, sales or turnover
tax, profits tax or a hybrid tax combining a charge on property
and profits. It urges the Treasury to revise the system and it is
specifically critical of CCA and transitional relief.
Adrian said: “The report also highlights the fact that there is no
obligation for billing authorities to help businesses understand
the reliefs that they may be eligible for. Nor are they obliged to be
consistent in whether reliefs are applied automatically or not.
“My concerns are not with the billing authorities or the VOA but
with the system which is unlikely to change significantly because
it is simple, effective and works for the government even if it
doesn’t work for business.” l
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ENTREPRENEUR
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Sam Hawcroft talks to artist and ‘disruptive marketing’
guru Calvin Innes.

Q

uite a lot of the entrepreneurs we interview for this magazine have found their calling
later in life, having fallen into their new career path almost by accident. For creative artists,
though, it’s often a lifelong passion, something that’s part of the fabric of their being. Born to
sing, born to act… or born to draw, in the case of Calvin Innes.
However, not many arty types manage to turn their creativity into sustainable employment,
never mind a successful business – for the majority it remains a hobby that must fit around
the day job. And here lumbers the elephant in the room, which is the view held by some that
earning money from art is somehow selling out, that the pursuit of filthy lucre sullies the purity
of creativity.
“That’s bulls---!” laughs Calvin.
“If you create stuff, and you make money from it – that’s brilliant,” he adds. “That’s what you
want. There’s a big misconception that you can’t have a business mind and an artistic mind.”
There was never any doubt in Calvin’s mind, from an early age, that he would somehow
turn his obsession with illustration, sci-fi and comic books into a job. As a boy he was almost
constantly practising drawing techniques, and he soon realised that if he didn’t make a career
out of it, it would only interfere with whatever job he ended up doing instead.
He sent his drawings off to dozens of publishers, large and small, building up a collection
of rejection letters until his lucky break came at the age of 16, via an American publisher. “It
sold next to nothing, a couple of hundred copies,” says Calvin, “but when you’re 16, that’s
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brilliant.” A lot of writers today would give
their right arm to sell 200 copies, I’m sure…
But it was this streak of determination
that spurred Calvin on. “I’ve got a bit of an
obsessive nature,” he says. “If I want to do
something, I kind of make sure it’s done.
I’ll keep plugging away until it actually
happens. And it was the same with the
design side of things. I applied for all sorts
of jobs and freelance work that I really had
no right to apply for, as I’d had no formal
training or portfolio. I just basically drew
stuff and sent it off. But I got lucky enough
to work with a few different marketing
agencies, including the Girl Guides, London
Zoo and the RSPB, who would pay me a
couple of hundred quid for designing logos,
toys, badges, etc, and take all the credit – I
never got my name attached to anything.”
As well as honing his techniques as
a designer, Calvin knew one of his key
strengths lay in being an ideas man.
Various spells at large companies followed,
including in London, Manchester and
Liverpool, storyboarding commercials for
the likes of Cadbury’s and Nestle, and
his unconventional style begin to make
waves. “I’d sit in meetings and they would
all usually say to the client, right, we’ll go
away and brainstorm as a team. We’ll come
up with some ideas and get back to you
in two or three weeks’ time – but that’s
never been the way I’ve worked; I would
normally come up with an idea in front of
the client… which always ended up getting
us the client! That’s something I’ve always
really enjoyed doing – thinking up ideas on
the spot, and thinking of ways to approach
projects; whether it’s been me designing
or someone else, it’s the ideas that I really
enjoy.”
Despite hitting the ground running so
early on, Calvin then decided to “pack it in”
and go through film school in Hull. “It was
basically just so I could have the student
life,” he says. Of course, there was more
to it than that. It turned out to be a canny
business move, as he had at his disposal
state-of-the-art software and gadgets that
he couldn’t have hoped to have afforded
on his own. The course was “pointless”,
he admits, “but access to the equipment
meant I could start taking on freelance
clients. My entire time at university was
spent using their equipment to set up my
business.”
The business in question was My Little
Big Town, a publishing company that ran

‘‘

“As long as someone’s going to talk about your products or event,
then they’re going to remember it, and they’re going to share it.”

for eight years. “We did really well,” says
Calvin. “We ended up getting worldwide
distribution, and were selling half a million
books a year, and I think we had 14 authors
on board at one point. But as everything
shifted from print to digital, we didn’t really
act on it quickly enough – we took our eye
off the ball and things started to fall apart.
At the same time, I basically got bored with
publishing; it was never my interest, I’d
fallen into it through illustrating.”
However, it did open doors into creative
marketing – other publishers would get in
touch and ask Calvin’s company to promote
their books, and by the time Calvin decided
to close it down, he was already doing
the marketing for a range of publishing
firms, independent authors and illustrators,
primarily for educational books. And out of
this, in 2014, Drunk Animal was born.
“By the time we’d shifted all the
publishing stuff away, we had a massive list
of contacts,” says Calvin. “We spotted a
particular niche in teacher training, where

essentially businesses were set up within
schools and run by teachers. They were
great at training, but as far as marketing
these businesses, nobody had a clue. So
we specialised in this for the first year,
because we understood marketing and we
understood education, and nobody else
was doing it.”
As he had always done, Calvin learned
as he went along. “Just as I had done in
illustrating – when someone would come
to me and say, can you illustrate this comic,
and I’d say, ‘yes, course I can!’ – I would go
off and learn how to do it. Putting food on
the table is a good incentive! I learned how
to build websites, and do all the press and
PR stuff, and after a couple of years we’d
got about 60 or 70 clients on board and
built up a really good reputation.”
Calvin soon wanted to branch out into
areas beyond education, the company’s
USP being ‘disruptive marketing’ – taking
risks, pushing boundaries, never playing
it safe, founded on his fundamental
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belief that marketing should always elicit an
emotional response. “If it makes people happy,
sad, or scared, it’s all equally valid. As long as
someone’s going to talk about your products or
event, then they’re going to remember it, and
they’re going to share it. That’s the key. How it
looks is kind of secondary.”
In two years the firm expanded to 10
full-time staff and moved to offices in Princes
Dock Street. They soon outgrew those, and
recently took up a huge space across two
warehouses in Wincolmlee, to give them more
room to work on large interactive installations.
Unlike other agencies, they do not outsource
anything – from video and photography to app
development, web design and big builds, it’s
all crafted in the “Drunk Animal Incubator”.
Recent projects have included Tilly the Turtle for
the University of Hull; the 14ft sculpture made
entirely out of plastic waste took two weeks to
build and enjoyed national media coverage.

At the other end of the scale, there were the
“alternative blue plaques”, a project that was
really intended to be an internal exercise in how
to control the media. In a meticulously planned
operation, by the time the famous Ronnie
Pickering plaque went up in Bransholme,
they already had its replacement ready to go,
waiting for an angry resident to tear it down,
which, of course, they did, eventually. The
campaign reached the BBC’s One Show and
Radio 2. “I’d done lots of this sort of guerrilla
marketing myself before,” says Calvin, “but
the team we’d put together hadn’t, really, so it
was a way of working with them to show them
how you can make things look like they’re
organically growing.”
It’s been quite a challenge to do this sort
of thing in Hull, says Calvin, but attitudes are
changing, thanks to City of Culture. “We want
to do the interactive, exciting stuff, which in
other parts of the country traditionally has been

a much easier sell. In London, if I’d
come up with the idea of having
rhinos charging through the streets
to promote a taxi firm, they’d have
gone, ‘yeah OK!’ You try that kind
of stuff in Hull, and it’s a really
hard sell – but it’s definitely getting
better. In meetings now, when we
come up with crazy ideas, they’re
saying, ‘yeah, we might give that a
go’ – and that’s 100% off the back
of City of Culture.”
How he finds the time, I’m not
sure, but Calvin still manages to
draw almost every day, and also
runs art sessions in schools and
gives presentations at universities.
Last year he gave a well-received
TEDx talk at Hull Truck, on his work
with children. And in 2016-2017,
he was well-known to readers of
the Hull Daily Mail as its weekly
culture columnist.
And although Drunk Animal
has recently opened offices in
Manchester and Oxford – to enable
face-to-face meetings with clients
in those areas – Calvin remains
passionate about, and committed
to, Hull. “The next year-and-ahalf will basically be expanding
and working within Hull, and also
working outside Hull, with more
clients, but in a way that people
know very much that we are from
Hull,” he says.
Calvin is also keen to collaborate.
“There’s been this weird culture of
everybody being really competitive
and guarding secrets – but that
really doesn’t interest us. We want
to do projects as big and exciting
as possible, so we’re working
alongside other agencies as well.
I really enjoy those link-ups, and
different perspectives and ideas that
come together.”
Slowly, but surely, Calvin is
encouraging Hull to think big. And
nowhere is this better exemplified
than the Wincolmlee warehouses
themselves, which wouldn’t be out
of place in central London. Which
other workplace in Hull boasts
a “beach” for a meeting room
and go-karts for staff to play on?
They really do do things differently
here… l
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FOCUS ON FINANCE

Thinking of selling your
business or retiring?

Dutton Moore, Aldgate House,
1-4 Market Place, Hull, HU1 1RS
01482 326617
www.duttonmoore.co.uk

We talk to Tony
Bullock, managing
partner at Dutton
Moore chartered
accountants and
business advisers,
about what you
need to consider
throughout the
process…

When it comes to looking to retire, or if you
want to sell your business, there are a lot of
aspects to consider. Your first point of call is
your accountant, so you can ensure that you
get the very best advice.
We at Dutton Moore are experts in this
field. We have a wealth of experience
in dealing with retirement packages
and business sales, from small sales to
multimillion-pound deals. We pride ourselves
on always delivering the very best results for
our clients when they are looking to move
into retirement by achieving the best deal
that they can from a business sale.
Selling a business involves important
decisions. You have to consider how a buyer
will value your company – and looking at the
assets and profits base and EBITDA (earnings
before interest, tax, depreciation and
amortisation).
Cash or debt in the business needs to
be considered, and it’s important that
your accountant is experienced enough to
negotiate your position on your behalf.
A sale could include a combination of
cash, loan notes or shares from the buyer,
and your accountant needs to study each
element of the sale and whether you can roll
over part of your gains into loan notes or
shares. If your buyer only wants part of your
business, then your accountant needs to
construct a deal that will suit all involved for
tax purposes.
It’s important to look at your tax liability
and whether shares are held in the most

tax-efficient manner. Together with your
accountant you need to put arrangements
in place to ensure that a sale is handled
most effectively. It could well be that
Entrepreneurs’ Relief is available on the
disposal of a business and, in consequence,
that tax is payable at 10%.
Your accountant should guide you
throughout the process and be able to advise
you on how long the process will take, from
initial inquiries to completion. It’s important
that your accountant looks at “earn-out” and
advises on which warranties you may need to
give the buyer and to understand what the
process is should there be a claim.
You need to be looking at EMI options
and growth shares, and ensure that your
accountant is well versed in dealing with all
these important issues. Your accountant also
needs to be able to deal with a clearance
application on your behalf if it is necessary.
It is also paramount that you must consider
how any staff are supported during the sale
process and how you wish the transaction to
be enacted.
Any sale, retirement package,
management buyout or other share
transactions must have a competent
accountant who has a wealth of experience
in this area and can lead you through each
stage, furthermore one who gives you the
advice you need, including which solicitor will
provide you with the right legal advice.
Plan ahead and invite the experts to
manage the process for you. l
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SHE’S GOT THE

POWER
Sam Hawcroft chats to Lauren Boanas,
technical director of Hull-based PowerPlus –
the UK’s largest supplier of site induction and
safety services.

A

t 23, Lauren Boanas is by some
way the youngest businessperson we’ve
interviewed for BW. Should this matter?
Well, yes and no. Yes, in the sense that
young people are the future of business and
we want to inspire them, too; and no, in
the sense that if you’re doing a good job,
your age should be irrelevant.
The fact remains, though, that young
people in business tend to face prejudice
and preconception, and Lauren has had her
fair share of both, managing colleagues
and customers often far senior in years.
But, as I quickly glean within minutes of the
start of our conversation, it’s clear she has

the strength of character to take it on the
chin. She’s calm, confident, and a voracious
learner. She knows that knowledge is
power.
“Sometimes people don’t expect me to
know the things I do,” says Lauren. “But if
you want to learn something and you want
to have a skill in it, then there’s nothing
stopping you if you have a passion for it.
And when I’m in a meeting and someone
asks questions about getting the systems
up and running, they normally look to the
older person in the room, but I’m the one
answering the questions. They also don’t
expect me to care as much as I do, either.”
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PowerPlus Safety was set up a decade
ago by Lauren’s father, Graham Boanas,
with her mother Janine as sales director,
and the firm is now an industry leader in
corporate induction videos and training
software. They can offer the latest RoSPAapproved basic awareness courses and
bespoke online training in any area, such
as health and safety, HR and diversity, or
cybersecurity. Lauren joined the family firm
five years ago, but this wasn’t something
she’d always envisioned doing from a
young age – she was, in fact, halfway
through her A-levels.
“Although I did get really good grades
at school,” she says, “classroom study
just wasn’t for me. And halfway through
college, I knew I didn’t want to be a doctor
or a lawyer, so I left college, and that’s
when I started at the business, joining from
the bottom. But I knew that everything I
wanted, I would have to earn.”

‘‘

This, Lauren argues, was a better move
for her than just drifting into education with
no real goal in life, and her parents were
supportive of her choice – like them, Lauren
is ambitious, hardworking and knows her
own mind. “I felt like a lot of people at
college just didn’t know what they wanted,
and a lot go through university, not really
knowing what they want to do, end up in a
lot of debt and don’t get the real-life skills
that you need in business and to progress in
your career.”
And herein lies another source of
potential prejudice – that joining the family
firm was the easy option; a safety net,
even. Not true, insists Lauren. “It’s actually
a lot harder, because there’s no place to
hide. And only I can know how many long
hours I’ve spent, setting my alarm at 3am
to be out for client meetings. People can
say I’m only in this position because of my
mum and dad, but those who work with

“If you want to learn something and you want to have a skill in it,
then there’s nothing stopping you if you have a passion for it. “

me know the truth. I’m never going to get
around it, but to be honest, I don’t really
care what people think.”
Lauren emphasises that PowerPlus is
still very much a family affair, but she will
be the one taking the company forward
in the years ahead. “There are so many
opportunities for expansion,” she says,
“such as facial recognition technology, but
we really just want to dominate in our niche
and then grow. My parents are such a great
asset to learn from because they’re so good
at so many different things. And I think
I’m quite lucky to be around quite a few
different, influential businesspeople who I
can look up to and learn from.”
Lauren’s work includes the development
of the Power Plus Safety Portal, a selfservice solution that can save firms
thousands on the cost of staff inductions
and which has users worldwide. The
portal can be tailored to companies’ exact
requirements, and users can complete
courses at their own pace and at any
location, either on site or remotely. “The
portal is being used across the UK,” says
Lauren, “and also in places like South
Africa, Dubai and Australia. One of
our inductions was translated into nine
languages.”
Accessibility is a key factor, too, Lauren
adds. “One thing I’m really proud of is that
the portal is used by quite a lot of disabled
people, because we’ve designed it so that
it’s mainly video content – there’s not much
reading to do, and if there’s any digital
signage on documents, we’ve made it so
we’ve got the ability to have the document
read to people, which really helps those
with dyslexia. One of our clients has said
that they’ve had a girl with Down Syndrome
using the portal. It’s so much easier for
people who have disabilities to be able to
watch a video rather than just be shown
a PowerPoint, and that’s really what we’re
trying to do. And because it’s worldwide,
too, it’s really accessible to lot of different
people.”
When she first joined the company,
Lauren was working on the induction
videos – and now she manages the video
production team, which also produces
corporate promotion films. She has ended
up in front of the camera, becoming the
“face” of many of the videos – almost by
accident, as it turns out. “Yeah, it just kind
of happened! It was one of things where
we had no one to present one day, so I

Whether it's forming plans for retirement or protecting those
closest to you, we will help you identify your future goals and
create a suitable financial plan to achieve this.
Money Marketing's 'UK Adviser Firm of the Year' 2018
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said, OK, I’ll do it. And then before I knew
it, clients were saying, ‘Oh, can we have
her?’ But we do have other people who can
present videos and we’re looking at getting
other voiceover artists in, too.”
Lauren works closely with clients on
creating their videos, meeting them to
get a good understanding of what their
company does, how it does it, and what
makes it stand out from the crowd. She also
looks at how the portal will fit in with the
firm’s wider health and safety plan, before
organising the filming and production and
all the little bespoke things that will make a
company’s portal “click”.
As with the portal, the nature of modern
technology means PowerPlus has created
videos for clients across the UK and the
rest of the world. “The mile counter on my
car is ridiculous!” laughs Lauren. “We’ve
done filming from as far down as Falmouth
right up to Scotland, as well as in Canada.”
Some example films are on the PowerPlus
website, as well as on the company’s
YouTube Channel. Clients that PowerPlus

have provided induction videos and systems
for include Hull-based companies such as
Airco, Beal, RES Electrical, Walker Modular
and AAK International, as well as London’s
Ardmore Construction; these films can be
seen on YouTube and are great examples
of the mix of on-location filming, drone
camerawork and animation.
“We do a lot of work down in London,”
Lauren adds, “and if clients come up to Hull
we’ll usually take them out, and they’re
often shocked by how lovely it is. I think
we’re very lucky in where we’re placed, in
the middle of the country, and we’ve got
some of the best people here as well.”
A lot has changed for Lauren in five
short years – but where does she see
herself in the next five? In her dad’s chair? I
cheekily suggest. “I see myself still running
PowerPlus – but being a market leader,”
Lauren replies, diplomatically. “There’s no
comparison in the usability of our portal
versus some of our competitors. I see myself
growing with the company and really
pushing it forward. I find it so rewarding

seeing how many clients we can help –
and how many companies we can prevent
having to go to court.”
Yes, her job is difficult, and she has
stressful days, but she’s not a quitter – as
she’s matured with the company, she’s
learned how to deal with things when
they go wrong. “Every person in business
would be lying if they said they didn’t have
days when they had to clear the schedule
because something had happened. I used
to get really stressed out in those situations,
but because I’ve done them more and
more, I’m normally quite calm about things.
I’m normally the calmest person in the
room! It’s more about ‘how do we fix it?’
I’m a very solution-based person.”
If the “snowflake generation” exists –
and it’s Lauren who brings up the term first,
not me – then she is doing her best to buck
the stereotype. The future of PowerPlus is
clearly in safe hands – and if Lauren’s story
inspires more young people to follow in
her footsteps, then the future of business is
looking pretty bright, too. l
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Surveying all before them
How Delaney Marling Partnership is helping to protect
the region’s property investments.
Built property has a lifespan, whether it’s a
school, commercial, residential or medieval
building. If we look after these buildings,
they will look after us – and DMP chartered
building surveyors are a trusted partner
protecting property investments.
First meeting as colleagues at East Riding
Council and again at Smith and Nephew,
Simon Delaney and Kevin Marling have
grown their company since setting up in
2007, despite the industry downturn. In this
time they have completed more than 500
residential surveys, and helped to preserve
property developments and commercial
projects worth millions of pounds, to
guarantee value and longevity.
Simon says: “We are privileged to survey
some of the most amazing properties – Rank
House, NAPA, Spurn Lighthouse and Beverley
Minster. We provide a variety of services at

any one time: managing demolition, project
management for refurbishment and planned
maintenance of commercial property,
dilapidations reports, asset management
plans and building surveys.
“We can put minds at rest about cracking,
smells and damp. Sometimes these appear
worse and we assure no costly action is
required. We can also make clients aware of
problems that could create expense in the
future.”
Recent projects include the maintenance
programme at Beverley Minster, construction
monitoring at Claremont in Grimsby, the
pre-purchase survey of Kingston International
Business Park, planned/refurbishment
maintenance work at the Compass
Academy and reinstatement cost valuations
of commercial properties (for insurance
purposes).

Party wall matters continue to create
issues for neighbours (residential/commercial)
who don’t understand the need to notify of
changes under the Party Wall Act.
Kevin says: “Our big passion is advising
young people on careers. With more than 50
years’ combined experience, we support RICS
to raise awareness of opportunities for young
people, as schools don’t necessarily promote
this aspect. It is possible to turn an interest
into a career.” l

For further information about DMP please visit
www.delaneymarlingpartnership.co.uk

Don’t Gamble
With The Security Of Your Business

Talk to us today about the latest in CCTV, Access Control and
Biometric Technology to help secure your business premises.
Quote BW20%OFFER to benefit from a genuine 20% DISCOUNT
Available until 31.03.20. T&C’s apply.

“
Established Since 1991

Award Winning & Accredited
01482 225666 www.cobus.co.uk
Untitled-1 1

We unfortunately experienced a burglary
at our new charity shop on Whitefriargate.
Thankfully the CCTV equipment that Cobus
fitted provided us and the police with high
quality images of the thieves who were
eventually caught as a result.

”

Paul Matson
Chairman & Founder
Hull4Heroes
19/11/2019 19:47
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LEGAL MATTERS

Tel. 01482 320 620
www.bridgemcfarland.co.uk

Ending a working
relationship can be
a legal minefield.
Lee Whiting
explains the
options.

Protected conversations,
a useful tool for employers
Succeeding in business depends on many
factors – but one of these is making sure you
have the right people in your organisation
and moving on those who aren’t going to
help develop and grow the business, or who
are just too much hassle. But how best to
bring an employment relationship to an end?
Sometimes the employer’s options are
relatively straightforward. For example, an
employee may not have sufficient service to
be able to claim unfair dismissal (although
bear in mind that discrimination and
whistleblowing claims can be made from day
one), or there may be clear evidence of gross
misconduct.
However, even where there are clear
grounds to fairly dismiss an employee, going
through a proper procedure can be time
consuming, and an employee may still make a
claim against the employer at the end of the
process (even if the claim is unfounded). Also,
sometimes there is no clear route to dismissal,
but the relationship just isn’t working out.
Where you feel it is time to part ways with
an employee, a protected conversation with
the employee concerned may be a useful
way forward. A protected conversation is a
conversation that takes place between an
employer and an employee, with a view to
the employment ending on agreed terms. If
done correctly, if terms can’t be agreed, then
whatever is discussed during a protected
conversation should not be admissible as
evidence before an employment tribunal.
However, a conversation will not be
protected (and will therefore be admissible)
if an employee brings a claim alleging some
form of discrimination or automatically unfair
dismissal. Any such discussions will also be
admissible if there is “improper behaviour”.
What amounts to improper behaviour will
depend on the circumstances of the case,
but the relevant code of practice gives
examples of improper behaviour that include
putting undue pressure on an employee and
physical assault (although if you’re physically
assaulting your employees, you’ve probably

got more to worry about than whether you’re
dealing with any protected conversations
correctly).
Before embarking on a protected
conversation with an employee, an employer
should carefully think through the following
issues: a) What is the reason for wanting to
end the employment relationship? Do I have
a good negotiating position? If not, can I
improve it? b) How will we move forward if
the employee rejects the offer and we can’t
reach agreement? In other words, what is
my BATNA (best alternative to a negotiated
agreement)? c) In light of point b, what will
my opening offer be? What is the most I
am prepared to pay? Is a deal likely for the
amount I’m prepared to offer? d) Can I
actually have a protected conversation or do
any of the exceptions apply?
As long as an employer makes a realistic
offer to the employee, then on most
occasions a deal can eventually be done. It
is often helpful to have a pre-prepared letter
that can be given to the employee at the
meeting, setting out the key points, together
with a copy of the legally binding settlement
agreement the employee will be asked to sign
(the employee will need to be advised about
the agreement by a solicitor for it to be legally
binding).
Although parting ways with an employee
is never a decision to be taken lightly, having
a protected conversation and offering a
settlement agreement can allow the employee
a graceful exit and a financial cushion that
gives the employee time to find alternative
employment. It also avoids the management
time that is taken up with a formal
termination process and provides certainty,
as once an employee has signed a settlement
agreement, they cannot bring employment
related claims against an employer (as long as
the agreement is properly drafted!).
In most cases, if things aren’t working
out with an employee, having a protected
conversation is something an employer should
at least consider. l

Adam Barnes
Apprentice to Director

A successful and integral part of Prestige Recruitment Specialists,
has celebrated 20 years in business, moving from his early days
as an apprentice to his current role as Director.
Adam Barnes, 38, began his career with award winning Prestige
Recruitment Specialists at just 18 years of age. He worked as an
apprentice supporting a then small industrial team from Hull,
servicing 20–30 clients with temporary stafﬁng, cold calling and
active client development.

“

After a busy, energetic and successful tenure, with his career
fast moving into transport management and then onto Regional
Manager in 2014, Adam was promoted to his current role as
Director in 2017, during Prestige Recruitment’s 25 years
in business.
Adam has been instrumental in the sustainable growth of the
business and positioning it as a national supplier within the
recruitment industry, with a turnover in excess of £40 million.
Today, the head ofﬁce remains in Hull city centre, with additional
ofﬁces across Yorkshire, Lincolnshire and East Anglia.
Based out of the head ofﬁce in Bowlalley Lane, Adam has seen
many changes in the industry and has enjoyed keeping ahead of
the game to ensure Prestige’s continued success.

Adam Barnes: “I am extremely proud of my career within Prestige and even prouder to be part of
its success. I started out as just a teenager with little experience and I have relished every challenge
along the way. I have dedicated my career to the business and my team, loyalty is a real buzz-word for
us all and I am passionate about the services and expertise that we provide. I am a big part of where
Prestige is today and Prestige has become a large part of me.
“This industry is ever evolving and we constantly have to move fast to keep ahead of the changes in
employment law and the changing recruitment landscape. I am delighted to be a part of the last 20
years and now into the future for Prestige Recruitment.”
Managing Director Nigel Stabler, one of Yorkshire’s most
respected ﬁgures in the business and recruitment community,
commented:
“I am delighted to have watched Adam’s career grow from
strength to strength. To celebrate 20 years in the business is a real
landmark for any employee and I thank Adam for his loyalty and
commitment. He is an extremely valuable asset to the leadership
team and real proof that investment into home-grown talent reaps
success. Congratulations Adam.”

Specialising in a wide range of sectors including Industrial & Manufacturing,
Transport & Warehousing, Food Manufacturing & Processing, Construction &
Engineering, NHS & Public Sector, Healthcare and Business Support
Prestige House, 12 Bowlalley Lane, Hull, East Yorkshire, HU1 1XR

Hull: 01482 212581 | Leeds: 0113 2436279 | Dereham: 01362 293120 | Huddersﬁeld: 01484 905199 | Nottingham 0115 7043391
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n the late 1920s, Virginia Woolf published
A Room of One’s Own, an extended essay
based on her assertion that women of
the time needed a safe, private space if
they were to be able to write. Hers was a
feminist argument, of course, a generation
and a continent away from the experience
of the young Joe Bvumburai – but the
principle is pretty much the same.
Growing up in the suburbs of Lusaka,
Zambia, Joe – who believes he was born
in about 1957, but never had a birth
certificate – lived in a small one-bedroom
house to which there was a seemingly
never-ending stream of visitors. “It was
almost like a free house,” he says. Joe
would walk, barefoot, to primary school
and back every day, but as he reached
secondary school his mother realised the
effect his cramped surroundings were
having on his ability to study. She had a
small timber extension built for him, and, at
last, Joe had a room of his own – even if he

had to work by candlelight, as there was no
electricity.
This proved to be the catalyst for what
would be his life’s calling. It made Joe realise
how transformative such a space could be,
no matter how modest the construction –
and he decided that, henceforth, he wanted
to become an architect. “That extension
made such a big difference in my life, and
the interest in extensions and building really
started at that stage,” says Joe.
He went to gain qualifications in
architectural technology from the Zambia
Institute of Technology, harbouring big
ambitions to set up his own practice. At the
time, however, despite Zambia achieving
independence in 1963, the architectural
industry there was still dominated by British
firms, in whose eyes Joe was not adequately
qualified.
Undeterred, Joe set about writing to
architectural institutions all over the world.
Out of the 250 he applied to, the first

one to accept him was the Hull School of
Architecture. The only problem was, he had
no money. His parents certainly couldn’t
afford to sponsor him. What to do? Catch
a train to the capital and start knocking on
the doors of all of the embassies and high
commissions. After two days of rejection
after rejection, though, Joe was beginning
to give up hope – until he arrived at the last
one on his list, the Swedish Embassy. There,
the education attaché said, “I think we can
help you.” By this time, Joe had heard “no”
so many times, and he was about to get up
and leave, when the attaché repeated, “No,
no – come back! We can help you.”
They asked Joe to take a letter to the
ministry of finance around the corner. After
a phone call back to the embassy to make
sure he was bona fide, Joe was issued with
a cheque for £7,000. His mother, who had
fought so hard for him to be able to get his
education, had mixed feelings, though; this
wasn’t how she envisaged things would
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turn out – she had expected Joe to start
work in Zambia so he could help the family,
but she conceded that a scholarship to the
UK was an unmissable opportunity.
So, aged just 22, Joe found himself “on
my own, clad in a safari suit” on a flight
to Heathrow. As the plane was coming
into land, he could see rows upon rows of
buildings packed closely together. “What
are those?” he asked the passenger sitting
next to him. “Houses,” the man replied.
“I just couldn’t understand that,” says
Joe. “All the white people in Zambia had
huge houses, some with swimming pools,
so going to England I was sure they would
have even bigger properties. It was a
complete a shock to the system.”
He was so keen to see the rest of the
country that he swapped his flight ticket to
Humberside for a train ticket to Hull – how
he did this, he can’t remember; people
trying this would be met with blank looks

‘‘

nowadays – and looked out in awe as the
carriage passed through the green fields,
suburbia and town centres of eastern
England.
Joe’s first “home” was Hull International
House, in Westbourne Avenue, which has
been a communal home for people from
around the world for nearly 60 years. It was,
by its nature, a welcoming space for ethnic
minority students – but outside this bubble,
of course, was the reality of late-1970s Hull.
“Life was very, very different compared to
London,” says Joe, “because in London
there were all sorts of ethnic people,
whereas in Hull there were very few. In fact,
if you saw another black person you felt
obliged to stop and say hi!” Joe would go
running in local parks and streets, and, for
the first time in his life, encountered racist
abuse. “It was a shock to me – I had looked
up to these people, and now they were
calling me names.”

Not for a moment, though, did he doubt
that he’d done the right thing in coming all
this way to follow his dream. If anything,
it made him more determined than ever to
achieve his qualifications and set up his own
architectural practice in Zambia. But, of
course, things didn’t turn out that way. Was
there a spanner in the works, I ask? “Yes,
there was,” he laughs. “It was a spanner
called ‘life’! Life just took over.”
During his degree studies, Joe had
returned to Zambia for the summer
holidays, and it was while he was there that
he met the woman who would become his
wife. She came over to Hull to join him the
following winter, but found it too cold and
headed back home, leaving Joe on his own
in a poky flat in Park Avenue. The following
summer, though, she gave it another go,
and this time she decided to stay. They
married, and their first daughter came
along in the middle of Joe’s degree exams;

building really
d
an
s
on
si
n
te
ex
in
st
my life, and the intere
in
ce
n
re
fe
if
d
g
bi
a
e such
“That extension mad
started at that stage.”

28

ENTREPRENEUR

a second daughter followed in 1989, by
which time Joe had completed a postgraduate diploma.
As they settled in Hull, the economic
situation in Zambia had drastically
deteriorated. “There was no cooking oil,
no washing powder, you had to queue
to buy basic things,” says Joe. “Life had
become really hard, and my mother felt I’d
probably be better off staying here in the
UK. In a way, she was happy that I was out
of the country.” He sent home what little
money he had, but as Aids swept through
Zambia in the late 20th century, many
members of his family were claimed by the
disease, including a sister, who died on the
same day as his mother, who had diabetes
complications. “It was a difficult time for
everybody. And over a few short years,
everyone just passed away to the point that
I was left alone, and the urge to go back to
Zambia became less and less.”
After he had completed his studies in
1989, Joe set up a design practice, working
for various architectural firms. His biggest
project at that time had been converting
a Grade II listed building in the Avenues
into 21 flats. Then recession hit, and

practically overnight, Joe found himself an
unemployed househusband. He realised,
however, that he could put his skills to
use outside the architecture industry, and
eventually found work as a development
officer. Jobs at a series of housing
associations followed, including stints in
Buckinghamshire, Bradford and York.
The idea of going it alone with his own
architectural practice was still there in the
background, even if, as Joe concedes, he
had become rather comfortable working for
housing associations. Soon, however, the
decision would be made for him. There was
a reorganisation at his firm, and one person
was made redundant. That person was Joe.
“I think that just gave me the push that I’d
been waiting for all this time,” he says. “So
as soon as that happened, I set up Eznat,
and got an office at the Enterprise Centre in
the University of Hull.” The new company
was named in tribute to the person who
had created that life-changing space for Joe
all those years ago – his mother.
The Enterprise Centre was only ever
going to be a temporary solution, and
it was AS Rating’s Adrian Smith who
suggested the One Business Village in

Emily Street, Hull. Since moving there three
years ago, Eznat has gone from strength
to strength. The firm’s “bread and butter”,
says Joe, is domestic extensions, but its
wide remit includes social housing, project
management and major developments,
among the latest of which is the £1.8 million
Cooperage conversion in Grimsby, that is
seeing a historic building transformed into
20 flats and two townhouses. An affordable
housing scheme in Ghana is also in the
pipeline, subject to funding availability.
Joe has invested heavily in technology to
keep Eznat ahead of the competition, from
time-saving systems to the ability to design
in 3D. “Clients are amazed at the quality
of our work and how quickly we’re able
to do it. Some people don’t understand
architectural plans at all, and you can try to
explain them until the cows come home –
until the minute you turn them into 3D. So I
think that’s what marks us out from most of
the competition.”
Well, I know who to call when I come
around to having an extension built on my
own home. But, sadly, Joe might have to
put the plans on ice until that lottery win
comes in. l
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YOUR VISION IS
OUR FOCUS

From breath-taking corporate events to
innovative outdoor pursuits, Focusing
Events is a UK based agency offering a full
service when it comes to event planning.
Our team has a wealth of knowledge within the

accommodation, entertainment and transportation.

industry and have connections with over 30,000

As well as the above, we also have a dedicated

venues across the globe, varying from boutique

Pursuits Team who specialise in outdoor activities,

hidden gems to quirky properties perfect for

excellent for corporate away days, team building

creating a sensational event.

and incentives. Together with our venue partners

We work on all kinds of projects, from show-

our team can put together a package offering

stopping product launches, experiential events,

a personalised and meaningful concept when it

exquisite gala dinners, corporate incentives and

comes to your next group outing.

inventive team pursuits. As our client, you can take

We have an incredibly versatile portfolio of

advantage of our complimentary Global Venue

previous events, ranging from international sporting

If you would like our support with your next

Finding service or you can opt for our full Event

competitions, conferences and exhibitions to festive

event or party, please email

Management support, including everything from

celebrations and private parties including hen, stag

enquire@focusingevents.com or take a look at

venue design, delegate registration, production, AV,

and birthday entertainment. l

our website – www.focusingevents.com
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Your charity of the year 2020
“Having always worked in a commercial field I find
volunteering with Children’s University a totally different
environment.
It is such a rewarding experience to spend time with the
children and help to raise their aspirations and share
the sheer joy and excitement they experience on these
trips which are very life enriching for both pupils and
volunteers alike.
I would recommend volunteering with Children’s
University to anyone who wants to help give something
back to the community and the satisfaction you get
seeing the smiles on the children’s faces is priceless.”
Steve Allbones, Volunteer

1 in 3 children in Hull grow up in
poverty. Help them believe that
they can achieve their dreams!
HULL & EY Winter Half.indd 1
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WANT TO KNOW MORE?
Pop into one of our experiences
for a no obligation peek at what
we do.
Email Rose at
rosanna.james@hull.ac.uk
to arrange a chat.

Visit our website www.hullchildrensuniversity.com • Call us! 01482 466045
04/11/2019 20:55
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ATTENTION

TO DETAIL
Phil Ascough talks to the teenage petrolhead who has turned his passion for
supercars into a growing business – with the help of Trade Yard in Beverley.

The clue is in the name – Attention to
Detail. It was triggered by Harry Hall’s
passion for cars and it dates back to his
visits to high-end motor shows where, even
as a 15-year-old, he would study the cars so
closely he could see swirl marks – common
damage to paintwork caused by aggressive
and improper washing.
But in addition to those swirl marks, he
saw a business opportunity. Even before he
could drive, Harry would buy scrap bonnets,
clean them up with a machine polisher,
photograph his achievement and then
scratch the bonnets to start all over again.
A look around his studio in Beverley
shows how all that practice has made

perfect, but it was a steady start to his
business career before things accelerated
to take him into the world of Ferrari and
Lamborghini.
Harry bought his first car when he passed
his driving test two weeks after his 17th
birthday, and he set off from his home in
Hessle with a just few cleaning products
in the back of a Mini. He spent six months
on the roads of East Yorkshire, cleaning
cars and saving up the money which then
enabled him to open his first studio by
converting a small outhouse.
People brought their cars to Harry.
Numbers of clients increased, and the
quality and status of vehicles improved.

As word spread, three years on Harry was
able to expand to the Trade Yard, which is
being developed by Allenby Commercial in
Beverley.
The new Attention to Detail (ATD)
studio has space for up to eight cars, with
well-heeled clients dropping off prestige
brands and even supercars, and with
bookings coming in from as far afield as
Dartford, Brighton and even Spain. Along
with cars, some clients bring guidance
and knowledge, all invaluable for an
entrepreneur who won’t turn 20 until next
March.
Harry said: “When I made the decision to
move here, I wanted to involve as many as

my customers as possible who have helped me along the way. Using
their businesses to help build the new place was my way of giving
back.
“The plan here was to work with Allenbys and my customers
to create a minimalistic, contemporary, clean, work space. Giving
customers the ultimate studio to leave their cars while we work on
them was important to me. Customer service and quality of work is
something I pride myself on, and so the studio had to reflect this!
“When people talk about a unit, they usually mean an old metal
thing but these, built by Allenbys, are immaculate, so well built and
well insulated. I had looked at a few other places, but they weren’t a
patch on the quality of this. It looks really nice and that’s important
because of what we’re selling.”
The recent launch night set the highest standards, attracting 130
people including Le Mans winner Guy Smith, who officially opened
the studio. The value of cars on display was in excess of £1 million,
each of them demonstrating the benefits of ATD’s services.
Harry said: “A lot of people just leave their cars in the garage
because they are frightened to use them and potentially damage
them. The advantage of having them detailed and having paint
protection film applied is that it allows you to drive them as they were
built to be driven! If you want to take them on country roads you can
do that without getting stone chips. What we do is protect the car
and make future maintenance and cleaning easy so you can enjoy the
car.
“We work on all sorts of cars for clients, from daily drivers to the
very latest supercars. Meeting each client’s wants and needs is really
great, and I love working with them to achieve the final results.
“There are a few cars I can’t mention because they are special
editions, one of ones. But one of my favourites to date is a Ferrari 812
Superfast, a flagship supercar which came by recommendation. Also,
a Rolls-Royce from Dartford. There are a lot of footballers and local
celebrities, but the majority of our clients are private business owners
who like to fly under the radar, so we are used to catering for even
the most discerning clients.”
In addition to building a customer base Harry is also developing his
nationwide network of contacts, not with an eye on rolling out the
brand but with a determination to share best practice and new ideas
and ensure ATD is in pole position to look after its clients – and their
cars.
He said: “What I have found with other detailing companies is
that some of them are too big. I want to try and keep the one to one
contact, but I can’t do it all myself. I have one full-time member of
staff and two part-time and they’re working on paint protection. The
vision is to create a full experience for our customers.”
For Allenby Commercial, Harry’s arrival shows the versatility of its
Trade Yard concept, which is expanding to other sites across the Hull
and Humber region in line with the developer’s commitment to job
creation and innovation.
Georgia Allenby, design manager at Allenby Commercial, said:
“We launched our Trade Yard concept at this site and have rolled it
out to Scunthorpe and Immingham. It appeals particularly to trade
businesses, but the Beverley site is attracting more variety. Attention to
Detail certainly stands out as being different and we are in discussions
with other interesting businesses which are planning to move in
during the coming months.” l
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Established Since 1991
Contact our dedicated and
award-winning team today on
01482 225666
or visit cobus.co.uk.

Leading the way in
the communications
industry since 1991,
Cobus are nationally
recognised as a
leading provider
of business
communications
services, with
an outstanding
reputation for quality
and expertise.

The ISDN switch off is
coming in 2025…
Is your business ready?
For some time now, telecom network
providers have been making plans to move
all the voice networks over to VoIP (Voice
over Internet Protocol) that’s the new digital
standard. Recent articles indicate that this will
start in 2020 with a targeted completion, for
traditional circuits to be switched off, by 2025.
For thousands of businesses, this will mean
an upgrade or replacement of their current
telephone systems to allow the calls to route
over the new internet protocol.
There is a key factor to consider when
you’re switching from ISDN to VoIP – and that
is: Is your internet connection good enough,
and voice optimised, to deliver a VoIP service
whilst still coping with the day to day running
of your business’s IT data needs?
The Hull and the surrounding area has
a key advantage over the rest of the UK
with the incumbent ISP (Internet Service
Provider) for Hull and the East Riding [KCOM],
announcing the “completion” of their £85M
“Lightstream” roll-out, which means that
almost all of the 200,000+ premises within
their network area should now be within
reach of a 900Mbps+ FTTP (Fibre-to-thePremise) service.
Whilst this new internet service delivery has
been successfully taken up by many businesses
across the region, most haven’t considered
the massive shift that will take place over the
next few years when the fixed line [ISDN]
infrastructure is turned off with the need to
upgrade their telecom systems to one of the
new digital variants: VoIP, SIP, or a Hosted
solution.

Here at Cobus, we have always prided
ourselves on recommending the best solution
to suit your needs whilst considering the
features, the infrastructure, and the price, as
well ensuring we future proof your business
with the correctly chosen platform.
Lowering your overall telecoms costs for
most businesses is a main priority and being
able to increase call features and functionality
means it’s a win-win for organisations looking
to upgrade and gain additional benefits. Many
new office phone systems already support
VoIP, but if yours doesn’t, you can either
replace it with an IP system or switch from a
fixed, on-premise phone system, to a Cloud/
Hosted telephony service.
40% of the UK market has already switched
over to a VoIP/SIP solution as it provides
several key benefits including: • Reduce costs, typically by up to 50%.
• Extremely scalable and flexible.
• Easier to install, configure and maintain.
• Increase the mobility and productivity of
staff – e.g. a cloud-based telephone system
can give you the ability to easily transfer calls
between multiple offices and locations and
use your business line anywhere in the country
enabling greater efficiency across your team.
If you want to make savings off your
current telephone line rental and call costs,
or your telephone system is out of date and
not offering you the new features, options, or
reliability that’s now available, then now is the
right time to review your options and consider
switching to new technologies.
Why not make the change now (before
the network is switched off!) and contact our
dedicated and award-winning team today on
01482 225666. l

Future Leaders Programme
80% of companies are facing a talent shortage at leadership level.

Are you ready?

Hull University Business School’s Future Leaders programme has
been developed by academic and industry experts to help transform
great managers into high performing leaders. It is delivered over nine
months in regular half day sessions. Participants will gain insights into
various leadership styles as well as increased knowledge of business
strategy and operations. Exclusive networking events, workshops
and masterclasses will be embedded into our unique programme, in
addition to CIPD certified coaching for each participant.

“The Programme is amazing. Everyone
knows their stuff – the quality of the
content is superb and has showcasing
things I can take on and use within the
business. The venues around the city
keep the delivery fresh and engaging“
Antonio Tombanane - UK Black Tech.
Top 50, Founder of Tech Expo Humber.,
MD, GB IT Recruitment

Reserve your place now. Starts January 2020
To find out more email: futureleaders@hull.ac.uk

www.futureleaders.hull.ac.uk
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The face
behind
the voice

Professional voiceover artist Liz Drury talks to
Sam Hawcroft.

I

t’s always a bit of a worry in the back of my mind, ahead of talking to people
for this magazine, whether they’ll talk back. The monosyllabic interviewee is the
journalist’s worst nightmare. Now, I hasten to add that there really haven’t been
many of these as entrepreneurs tend to have the gift of the gab, but I knew I was
on solid ground with voiceover artist Liz Drury – a woman who talks for a living.
Liz, who lives in North Lincolnshire, had dabbled in voiceover work while studying
for a degree in natural sciences, and later a PhD in archaeological sciences, and
in 1998 she began working as a presenter for a local cable TV channel. Through
the odd advert or bit of documentary work she discovered her natural flair for
voiceovers – but it wasn’t until 2013 that her career began in earnest.
Her husband, who worked in the chemicals industry, had been asked to take up
a position in the USA for a couple of years, so the whole family moved across the
pond to Maryland. “He was going to work, the kids were going to school, and I was
thinking, well, what am I going to do?” says Liz. “I had the kind of visa that meant
that I had to live there three months before I could apply for a work permit. I didn’t
even bother to do that because I thought, well, I’m only here temporarily. I’d got no
childcare, no family or friends there, and the kids had almost three months off in

bw-magazine.co.uk
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“My husband was going to work, the kids were going to school, and I was thinking,
well, what am I going to do?”
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the summer, when we’d go home to visit family. I didn’t
really think I was much of a good bet for anybody to
take on as an employee.”
Instead, Liz decided to attend college, signing up for
acting and singing courses, one of which was called
“Acting for the camera”. Owing to the small numbers
in the group, the tutor offered to tailor the course to
individual participants. Liz told her she’d had lots of
experience in voiceover, but no idea how to make a
career out of it. As luck would have it, the tutor was an
actress who had also done voiceover work, and she put
Liz in touch with a friend who ran a recording studio.
However, Liz realised she was only going to get
regular work if she had a professionally produced
demo, so she did a bit of research and found New
York-based Edge Studio, which had a satellite studio
in Washington DC, not far from where she was living.
“What I really liked about Edge was that they wouldn’t
just train anybody,” she says. “They assessed everyone
first, and then told you whether it was worth their time
and your money for you to go through the training
programme.” A rigorous audition session with about
10 other hopefuls followed, and the next day the tutor
got in touch with his feedback. “He said to me, ‘I
have a checklist of about 50 common mistakes people
make when they’re starting out in voiceover – I actually
haven’t ticked any of them for you! This is definitely
something you could do.’”
Liz began six months of training, after which she
recorded her first set of professional demos, and in
2014 she came back to the UK. On her return, the job
she’d had at a sixth-form college had been kept open
for her, and as she was only working 15 hours a week
she was able to build up her voiceover work in her spare
time. But in 2017, the college made her role redundant.
“I thought, that’s the kick up the backside,” says Liz. “I
need to grow this and do it properly.”
The first thing Liz invested in was a professional
recording booth. She then registered on so-called
“pay to play” websites, which charge voiceover artists
subscriptions to host their profiles and audition for
clients, and through those picked up a lot of initial
work – but if one of Liz’s natural talents is voiceover,
another is promoting her business. “It’s been a case of
just constantly marketing myself. I’m pretty active on
LinkedIn and other social media platforms, and I do a
lot of cold emailing people, just telling them that I’m
there, really, and sending my demos out. I do have a
few agents as well, in London, and in Italy and France,
and I get jobs from them – but it’s mostly through my
own effort.”
Liz has also tapped into the funding that’s out there
for small businesses; knowing where to find grants
and successfully applying for them is a skill in itself, of
course. “When I did my PhD,” she says, “I needed to
go to Scandinavia to collect samples for my work. And

the only way I could do it was to find funding. And
since then I’ve realised that there is money out there.
The other day I was counting up all the things I’ve ever
received money for, and I think it was about £34,000!”
Some of the grant funding went towards a
professionally built website – and, having had a good
look at Liz’s online presence, I tell her this was money
well spent. It’s an excellent ‘shop window’ that’s crisply
designed and very easy to navigate. You almost feel as
though you know her after reading her bio, listening to
her demos and putting the face to the voice courtesy
of some good photography. Back in the day, this wasn’t
really the “done thing” for a voiceover artist, though.
“When I first started out,” says Liz, “the sort of received
wisdom was that you shouldn’t have your picture on
your website because when you only hear someone’s

TRUSTED
PROVIDERS OF CARD
PAYMENT FACILITIES
Feel like there’s too many charges on your card
payment transactions bills?
You’re probably right!
Card Industry Professionals are a local company helping businesses
stop just that, we’ve taken away...
• Authorisation Fees
• PCI Payments (and paperwork)
• Set up fees
• Pushy Sales Personnel
• Confusing Pricing and Auto-renewing contracts...

Leaving you with peace of mind and more in your pocket!
Get In Touch For A Free Comparison

0330 002 0786 (Option 5)

email: contact@cardindustryprofessionals.co.uk

Our range of solutions are tailor made through our direct partnerships with the following
companies:
Approved ISO of Elavon
Merchant Services

Accredited ISO
of EVO Payments

Official UK Partner
of iZettle
4.7 out of 5 Rated ‘Excellent’
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voice on the radio, you get a picture in your
head of what they look like, and when you
see them, you think, ‘Oh, I didn’t expect
them to look like that.’ So there is a lot of
sense in not having your picture on there,
because you don’t necessarily sound like
you look – but now it’s kind of turned
around, and people buy into people, they
want to see who you are.”
When you work for yourself – by
yourself, indeed – it can be a lonely world
if you let it. But Liz is absolutely on top
of her industry, and she maximises every
opportunity she can to connect and share
with others, as well as gaining recognition
in her field. Industry awards are a great way
of doing this – you’ve got to be in it to win
it, and you have nothing to lose by trying.
Liz put herself forward for the Top 100
Small Business Awards, which are organised
by the Small Business Saturday team, and
she was selected as one of 2017’s winners,
receiving valuable social media promotion
as well as an invitation to a Downing Street
reception. “It’s a great thing to put on your
social media and you get to go along to an
awards ceremony, and your name appears
on the big screen,” says Liz. “In 2017
when I was a runner-up in the Northern
Lincolnshire Business Awards, all the people
shortlisted had a little video made about
their business, which was brilliant when it
got shown to the whole room on the night.
And then of course I had the video to use
for promotion afterwards.”
In the past couple of years, Liz has been
a regional finalist in the Rural Business
Awards, and twice shortlisted in the One
Voice Awards. “I haven’t won, but this year,
just to be shortlisted meant you were in the
top 6% of entrants, and there were a lot of
entrants. So I thought, well, I’ll take that!”
Indeed, the real prize of entering industry
awards is the process itself – they drive
you to make sure you’re at the top of your
game, and offer priceless networking and
marketing opportunities.
In the past few years, Liz has provided
voiceover work for blue-chip companies
around the world, from Siemens and
Stockholm University to Heineken and
Hilton. Although she describes herself
as having a “neutral British accent”,
listening to the demos on her website it’s
clear she’s incredibly versatile – she’s done
everything from telephony systems to Miss

Moneypenny. She’s very clear on what she
can offer, and also on what she can’t. “The
thing is with voiceover is everybody’s voice
is unique,” says Liz. “There’s not really
much competition because nobody else
sounds like you. And if a company decides
that your voice represents their business,
then nobody else can do what you do.
I’ve worked quite closely with a couple of
male colleagues because we’re not really in
competition at all, and usually people know
if they want a female or a male. There’s one
guy in particular – we’ve shared contacts,
he’s had work from my clients and I’ve had
work from his; we could have both kept
everything to ourselves, but it works better
to share things.”
The only thing Liz really doesn’t want
to share are the germs that do the rounds
at this time of year. When I spoke to
her she was struggling with a persistent
tickly cough – which must be one of the

‘‘

biggest risks to a voiceover artist’s career.
There have been times when she’s had
to work around a cold, but, as she writes
in her informative blog, she takes a raft
of preventative measures and natural
remedies – and she also makes sure she
looks after herself, too. She takes her dog,
Marble, a whippet lurcher, for daily walks,
which are a great tonic after hours spent in
the recording booth. “Being self-employed
and working from home gave me the
opportunity to get a dog - it’s a great
start to the day to get out in the fields
with him,” says Liz. “When you work for
yourself if you get sick then you don’t get
paid, so it’s definitely worthwhile trying to
keep as fit and healthy as possible. Luckily
I’ve always enjoyed exercise, so it’s never
been a new year’s resolution that gets
discarded after a few weeks!”
That’s advice we’d all do well to take
heed of, whatever industry we’re in. l

“If a company decides that your voice represents their business,
then nobody else can do what you do.”
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What a year for We Love HU!
Business is booming for We Love HU, the
luxury serviced apartments in Hull city centre.
Our head office in Princes Dock Street is
currently undergoing a major refurbishment,
which should keep us busy for the next few
months.
We are also very excited to announce
that we are expanding the business with
other sister projects in Hull, Middlesbrough
and Newcastle – watch this space! Profits
are up from last year, and we have secured
several new contracts, including with
Siemens executives, and are running at nearmaximum capacity.
We Love HU is a proud sponsor of local
talent, including a ladies’ football team,
soup kitchens for people in crisis and,
more recently, Lewis Sylvester, a local boxer
hailing from the Tommy Coyle Academy. All
our artwork, books, uniforms and beauty
essentials are locally sourced, too.

Untitled-1 1

Stayed here again for the second
year in a row for Humber Street Sesh
,
– another fantastic apartment; clean
mely
extre
an
to
rated
deco
and
crisp
high standard.
recommend this place
can’t
y
reall
We
enough – fantastic value for money.
Facebook review, August 2019

You can find us at booking.com,
Airbnb and TripAdvisor, but you will
always get the best deals by contacting
Kenny or Jules direct.

22/11/2019 20:45
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Holiday Inn Express
Hull City Centre
80 Ferensway
Hull
HU2 8LN
01482 485700
www.hiexpress.com

Whether it’s
for business or
pleasure, if you’re
visiting Hull city
centre, there are
not many hotels
more ideally
located than the
Holiday Inn Express
in Ferensway.

THE HOTEL WITH
ADDED ‘HULLNESS’

After a substantial investment by its owner,
Foremost Hospitality, the hotel has recently
undergone a large-scale refurbishment – with
more upgrades to come.
In August 2019, the 128 bedrooms
were fully revamped, from fresh carpets
and curtains to new décor and beds. And
just weeks after the work was completed,
general manager Debra Hutchins announced
that the hotel’s public areas – lounge, bar,
reception and corporate facilities, including
its large conference rooms – would also be
undergoing a full refit, which is expected to
be completed by next March.
Debra stressed that Hull’s Holiday Inn
Express was the only Foremost-owned hotel in
the UK, and as such,
it has an independent
ethos, unlike the many
other chain hotels in
the city. “Although
we still have to abide
by international
standards, we’re very
much a standalone
hotel,” she said.
Indeed, commenting
on the refurbishment
announcement in
October, HullBID chief
executive Kathryn
Shillito said the

hotel’s “Hullness” added to the appeal for its
growing number of regular guests.
Kathryn added: “The conference rooms are
named after Hull legends Lord Prescott, Amy
Johnson and Clive Sullivan and the staff bring
a real family feel, which isn’t surprising given
that so many are related, with a husband and
wife behind reception, a housekeeping team
which includes a mother and son and two
sisters and another mother and son in the
kitchen.”
The three-star Holiday Inn Express opened
12 years ago as part of the St Stephen’s
shopping centre development, which saw
the biggest change to Hull city centre for
a generation. It’s just a two-minute walk
to Hull Truck Theatre and five minutes to
the train station and interchange, and the
compact nature of the city centre means
it’s not much more of a walk to many more
attractions, including the Bonus Arena and
Hull New Theatre. But the stunning view of
Hull’s skyline from the hotel’s rooftop terrace
is an attraction in itself – and it’s not just for
guests; all are welcome to come and enjoy a
drink, says Debra.
As one of the city’s biggest B&Bs, the
Holiday Inn Express also provides a welcome
business boost to the numerous surrounding
cafes and restaurants, and guests can also
save money by booking direct and collecting
loyalty points. l
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OPINION - Creator Coach

FIXED FOR
PURPOSE
In the world of therapy, the word
‘fix’ is frowned upon. But in business,
we need to admit when something’s
gone wrong, says Mal Williamson.
When something breaks you get it fixed.
This is not a difficult concept and has
been serving us well since people started
doing stuff. In business and creative projects
we expect things to go wrong and hope
for them to be fixable – either by ourselves
as self-employed, by hiring in the talent,
or employing someone for the inevitable
regular occurrences.
And you can also fix the process.
I remember a very successful video
producer proudly saying that his staff had
now got rid of mistakes. The kit would
break because technical breakdowns did
happen – but these were expected and
usually fixable after a delay. But he and his
crew were no longer adding to these parts
of the game with their own errors. A bit of
safety on location, bringing spares, doing
proper maintenance and planning. All of
these were fixed with a combination of

discussion, training and planning accurate
time slots.
Yet in the world of therapy it is highly
frowned upon to say “fixed”.
It is argued that to say “fix” implies
someone is “broken”. But I’m not so sure.
I often tell my changework clients I can
fix their phobia, panic attacks and even
depression, as clients have said.
“You can’t say fix,” I am told by an NHS
counsellor, “it’s bad.”
Well, it might be bad to say a person is
broken – but to me fixing does not say this.
It implies something in the process is not
working – when it easily can be. Happiness
is the natural state of healthy affairs,
when all neurotransmitters are buzzing
appropriately and the environment is not
dumping so many threats on our heads that
we go into stress overload. If so…fix it.
Typical counselling can be a lot of

chatting and sharing without actual,
tangible results, i.e. you do not feel that
unwanted thing any more. You might
understand it – but does that help the
behaviour or inside reaction? No. We need
to be operational. Fix it.
In business I think we appreciate this
can-do/will-do attitude. We often have
to get out of our own way, as therapists
say, reaching new levels of awareness
and expertise quickly because the client is
arriving in 90 minutes and needs this job
completed. All is possible.
In the digital arena it is now possible to
“fix it in the mix”!
This has been a cliché of sound engineers
and video makers for several decades…
the joke being that you cannot make up
for bad sound and pictures recorded in the
first place. But now you actually can. Add
reverb, for sure – but also take it away?
Making an echoey location sound like a
studio. And completely alter the exposure
from what you did on the day – because
the chips collect all the digital info for
editing later. What was too bright is now
fine and dandy.
For fix sake, it’s OK. Admit that
something is wrong and get it fixed. Get
that extra plug-in for the software… get
that extra therapy for the wetware (aka
humans).
It doesn’t mean you or your business is
broken. It means you can experience an
easier, more productive and more relaxing
process. l

Mal Williamson
www.creatorcoach.co.uk

Business
Club
EVERY BW BUSINESS CLUB
MEMBER WILL RECEIVE:

luxury welcome gift
brochure containing a profile of each
member
attractive member’s badge
three-month digital campaign on the
BusinessWorks website.
THERE WILL ALSO BE A PRIZE DRAW
AT EACH EVENT.
FOR MORE INFORMATION AND
TO JOIN, CONTACT:
Helen Gowland on 07854 442741
email: helen@bw-magazine.co.uk

Hurry, as places are
strictly limited.
Membership costs just £1,250
£500 will secure your place, remaining
balance paid by 5 monthly direct debits,
commencing 3rd January 2020.

BUSINESSWORKS MAGAZINE IS
EXCITED TO ANNOUNCE THE LAUNCH
OF AN EXCLUSIVE CLUB FOR THE
MOST INFLUENTIAL BUSINESS LEADERS
IN YORKSHIRE AND THE HUMBER.
With just 30 memberships available, the BW Business Club
will be an elite networking group like no other, offering
unrivalled luxury event experiences and promotional benefits.
For 2020, we will stage four key events
during the year, open only to BW Business
Club members, who can bring one
guest to each event.
27th FEBRUARY:
The BW Business Club launch night
We’ll kick off 2020 with a networking
event at the beautiful St Mary’s Church in
Beverley, parts of which date from the 12th
century, and, fittingly for us, it was originally
established to serve the town’s trading
community. The main attraction will undoubtedly be
our keynote speakers: Jamie Peacock MBE, the
former England and Great Britain rugby league
captain and Hull KR star, and the inspirational Andy
Reid MBE, who, after losing both his legs
and right arm while serving in
Afghanistan, went on to raise
thousands for veterans’ charities.
27th MAY: Beverley Races
From your private box, you’ll have the best seats in
the house to watch all of the action, as well as a
two-course meal – and our luxury coach travel
means you’ll get to and from the Westwood
in style.
10th SEPTEMBER: River Ouse cruise
See the wonderful city of York from a
different perspective while enjoying a leisurely
two-course lunch on the water – and on the way
home, we’ll stop off for a cheese and wine-tasting
at House of Townend’s award-winning Cellar
Door shop in Melton, which stocks
more than 1,000 top-quality, wines,
beers and spirits from all over the
world. Luxury coach travel
included.
6th NOVEMBER: Cave Castle party
We’ll round off the year with a murder mystery event,
silent disco and more great live entertainment at this
idyllic country retreat, set in 150 acres of meadow and
parkland in South Cave.
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For more information contact:
Jo Fleming
Awards Founder
info@heypibawards.com

Nominations are
now open for a
second year after a
sold-out inaugural
ceremony in July.

Launch of Hull and
East Yorkshire People in
Business Awards 2020
Following the success of the first ever Hull
and East Yorkshire People in Business Awards,
nominations for the 2020 event are now
officially open.
This year’s ceremony in July was soldout, with 400 tickets snapped-up and more
than 100 nominations made. And next year
there are more chances to recognise the
region’s talent with five brand-new categories
available to enter.
Taking place on Friday, 3rd July at the stateof-the-art Bonus Arena in Hull, the awards
evening is expected to be a key event on the
area’s annual business events calendar.
Unique from other awards, the Hull and
East Yorkshire People in Business Awards
will once again celebrate talented and
hardworking team members from across the
area.
There will be a total of 15 categories to
choose from, including the five brand-new
awards. These include Customer Hero of
the Year – recognising team members that
provide a standout service, alongside the new
Mentor award.
The Team Impact award has also split into
two categories to incorporate all business
sizes, and the First-Class Service award is now
a team category.

BBC Radio
Humberside’s
Lucy Clark will
compere for the
evening and the
guest speaker
will be comedian
and Head of
Social at drinks
brand Innocent,
Helena Langton.
And after wowing guests this year, five-piece
performance band The Tzars also will be
making a return to close the awards in true
party style.
In addition, Wilberforce Sixth Form College
has once again kindly committed to support
the awards as headline sponsor.
The aim is to promote talent retention and
development in the area, with a vision to
raise the profile of talented and hardworking
individuals. Welcoming businesses from all
sectors, the awards evening recognises and
rewards both individual and team talent.
Entrepreneur, innovator and founder of
the awards, Jo Fleming, said: “I’m delighted
to bring the Hull and East Yorkshire People in
Business Awards back for another year.
“Whether businesses are from the public
or private sector, a large PLC or SME, we
welcome any local business with a talented
workforce, and hope to celebrate them on an
even larger scale in 2020.
“I’m looking forward to finding out all
about this year’s nominees and rewarding 15
deserving winners.”
Additional sponsors for the Hull and East
Yorkshire People in Business Awards 2020
include HiViz Safety, Cranswick Country
Foods Poultry, P&O Ferries, Hull City Council,
Sewell Group, Cobus Communications,
Bonus Arena and Federation of Small
Businesses. l
Nominations close on Friday 17th April
2020. Tickets cost £70 each, or £650 for a
table of ten. For more information or to
enter visit: www.heypibawards.com
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ext year will see the death of driving. Well,
that’s what some say. The advent of the driverless car
has become something of a whipping boy for the gap
between the promise of technology and the technology
that actually arrives, between when the people who
know say we will get it, and when it actually arrives.
But now Elon Musk - the man behind Tesla and
Space X, both earthbound and looking to get off the
planet - says he’s going to launch a truly “complete”
autonomous car next year, while cars that aren’t

quite driverless, but at least do much of the legwork,
will become a more familiar sight. He may be right:
Google’s sister company recently completed a trial of
autonomous taxis in California, with 6200 passengers
brave enough to take a ride over the first month.
Then again, plenty of people are warning that those
who can’t wait to put their life in the hands of a HAL
with L plates will, in fact, be doing some waiting yet.
“Anyone who knows tech also knows that driverless
cars are a long, long way off,” says Michael Baum,
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“Conventional entertainment systems have life in them yet.
TVs - reborn thanks to the advent of streaming services continue to get bigger, slimmer and sharper.”
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the entrepreneur behind six start-ups, five
of which he sold and the last of which, the
machine data engine Splunk, went public
with a record-breaking $5bn IPO. “I’m a
nerd. Absolutely. But I also know that tech
never moves as fast as some people want
it to.”
So to tentative predictions of what’s in
store for 2020. Obsessed with our phones
as everyone seems to be - except Baum,
who goes complete digital detox every
Sunday - next year is going to be a big
one. That’s not necessarily for the devices
themselves - the hoopla around the cultlike Apple’s recently-launched iPhone 11
already seems to be dying down, though it
is its competitors’ forthcoming dual screen
and super-slim flexible phones that will
be the next real game-changer. Rather, it’s
going to be a big one for mobile internet
connectivity.
5G networks first became available this
year - albeit in a way both expensive and
limited to major conurbations - but next
year will see it really take off. That’s going
to see the advent of super-fast mobile
data networks, which will allow, say, the

‘‘

streaming of movies at high quality while
on the move - no doubt hammering another
nail into the coffin of the printed word,
and, for that matter, the landline, as mobile
networks take over in homes and offices
too.
Again, it’s not something everyone
is pleased with, without going the full
Luddite. Intriguingly, sales of dumb-phones
- basic, call and text-only phones - are also
set to rocket over 2020, as more people
seek to embrace an older tech as a means
of at least temporarily freeing them from
the round-the-clock shackles of the vert
latest. The so called ‘techlash’ has found a
champion in Peter Neby, founder of Punkt,
makers of the first super-stylish, Jasper
Morrison-designed dumb-phones.
“I wanted to create a phone as a kind
of gatekeeper. If anyone wants to talk to
me, they can give me a call,” says Neby.
“Other forms of communication, for
example email or social media, are available
when I want to receive them and decide
to make use of the 4G based tethering.
That way, I get to choose. The wonders of
digital communication remain available,

but as something to dip into when the
time is right.” We might hang on to older
technology - the likes of non-DAB radios,
mechanical watches and vinyl records - for
largely sentimental reasons, but we can
expect to see more and more deliberately
features-poor tech come to market, designed
to untether our 24/7 digital attachments.
Indeed, while some still like to put a
needle on a shellac disc and settle down at
home to the ‘authentic’ sound of all those
jumps and scratches, the early adopters
will be taking another giant leap towards
virtual reality next year. So-called XR
- that’s extended reality, a blend of VR,
virtual reality, AR, augmented reality,
and MR, mixed reality, and you really do
need to keep up with the lingo - is set to
become much more prevalent in home
entertainment.
This year saw the launch of Facebook’s
standalone headset Oculus Quest, making
XR accessible like never before - expect to
start to see XR in schools and the workplace
more too - and in 2020 there’s likely to be a
raft of software and games releases to push
the potential of it and similar products, with

“XR - that’s extended reality, a blend of VR, virtual reality, AR, augmented reality, and MR, mixed reality, is set to become much more prevalent in home entertainment.”
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next gen hardware coming again around 2022. Check out the
likes of North by Focals - smart glasses akin to an Apple Watch
for the face - or Bose AR - frames that take an audio-only
approach to XR. It seems that the real world is not enough.
It’s easy to imagine the impact this will have on the domestic
experience. If family members no longer talk to each other
thanks to the separate channels they’re wired into, soon they
won’t even have to look at each other. Jesting aside - well,
maybe it’s a jest - more conventional entertainment systems
have life in them yet. TVs - reborn thanks to the advent of
streaming services - obviously continue to get bigger, slimmer
and sharper. And yet, as with the motivation behind Punkt, we
can expect a counter-trend towards units that don’t dominate a
room quite so oppressively. Audio-visual brands Loewe, Bang
& Olufsen and Panasonic arguably lead the way with the likes
of their Bild 9 and forthcoming Harmony and Vitrine models
respectively - each is framed to look more like an art piece than
home tech, even folding away in part when not in use.
“TVs have long had an image problem,” as Bodo Sperlein,
Loewe’s creative director has it. “They’ve become this
cumbersome object that most people want to hide or stick
in the corner of the room. We have to think about what TVs
represent in the 21st century - and remember that it was once
an object that people were proud of and wanted to show off.
We need to offer something that goes beyond the tech, that’s
far more of a sculptural object of the kind you actually want in
your house, rather than just feel you have to have because you
need a TV.”
In contrast, home audio is aiming to become ever more
outrageous. It might seem that so few people actively listen to
music at home in these earbudded days, but the value of the
hi-fi market is predicted to increase by 25 percent to £10.5bn
within the next four years. This is because, it’s posited, we’re
starting to re-consider our listening experience in the way,
over recent years, we have our televisual one. The very top
of this market is seeing a shift from great if more mainstream
systems from the likes of Technics, Wharfedale or Denon
towards specialist components from obscure brands the likes of
Ballfinger, Wilson, Metaxas and Audio Research, among others.
It’s an anoraky and expensive world. But it’s also becoming
a more visually striking one. That’s really why, suggests Kostas
Metaxas, audiophiles “of the knob twiddling kind, who want
amps the size of refrigerators” are on the way out - not least
because younger consumers seek more ease of use and more
good looks from hi-fi systems. Metaxas, who designs for the
likes of L’Epee and S.T. Dupont, as well as his own eponymous
hi-fi line - it’s just launched a £36,000 reel-to-reel recorder, yes,
a reel-to-reel recorder - argues demands are shifting. What’s
new for 2020, he says, is that the hi-fi business will finally
acknowledge that it’s really a luxury business.
“There’s this emerging market of people who have affluence
but don’t want all the bullshit that goes with the audiophile
world,” he contends. “Yes, they want serious engineering
credentials, but they also want finesse in use. They want
style. To this younger market the audiophile world just looks
Neanderthal. And that’s one thing tech should never do.” l
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When Tapasya opened its second fine-dining curry restaurant at Hull Marina,
its bosses quickly realised the city couldn’t support two luxury Indian eateries.
The solution lay in reinvention – and Chowki was born, as Phil Ascough finds out…

I

n a country where the classic curry
night for many involves a minimum six
pints of lager followed by the spiciest
option on the menu, Tapasya was always
swimming against the tide.
When it opened in August 2013 it wasn’t
just swanky by the standard of the region’s
curry restaurants, it was head and shoulders
above most of the rest.
The business moved into an empty gas
appliances showroom in Beverley Road.
Tapasya’s directors Tapan Mahapatra and
Mukesh Tirkoti oversaw the transformation
of the building into arguably the most

stylish – even spectacular – restaurant in
East Yorkshire.
As Chowki, under the same ownership,
that side of things hasn’t changed much.
There’s still the eye-catching waterfall
effect behind the bar, a private dining room
for special events and a chef’s table, slightly
elevated from ground level to give a view
into the theatre-style kitchen. The chairs
and tables are the same, sturdy quality that
can still accommodate more than 70 people
in comfort. The car park is around the back.
What has changed significantly is the
food and drink offer. In the same way that

any business might review its products and
cut those that aren’t selling, the owners
completely revamped the menus and the
wine list – not because of any failings
but as a result of the success of its second
restaurant, Tapasya @ Marina.
It became clear as they planned the
opening of the marina site in November
2016 that Hull couldn’t support two Indian
restaurants at the luxury end of the market.
They would be competing with each other,
and something would have to give.
The answer emerged from Hull Street
Food Nights, launched to huge success by
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HullBID in April 2017. The Tapasya team
took part in the very first event in Trinity
Square and immediately built a reputation
for excellence, adding a stall in the bustling
Trinity Market.
Chowki was created to showcase
Tapasya’s street food. The first thing it
had in common with its predecessor was
confusion over the name. Many people
thought Tapasya must be a tapas restaurant.
They had no idea what to make of Chowki.
Nobody has improved on Dave Lee’s
enlightening piece in the Yorkshire Post:
“Chowki is, apparently, the Hindi word
for a wooden seating area where family and
friends gather to eat. It’s from where we
derive the word ‘chow’, meaning either to
eat or the food you’re eating.
“In Hull, chow is also what you do when
you argue or complain. Consequently, ‘stop
chowing and chow your chow’ is a perfectly
legitimate sentence in Hull. In fact, in Hull,
you could actually stop chowing and chow
your chow on a chowki in Chowki. And
then chow about the bill.”
Except that there’s unlikely to be any
disgruntlement about the bill at Chowki.
Prices start at £2.50 for a Panjabi samosa
and don’t get any higher than £12.95 for the
tiger prawn hara piaz masala main course.
You can pay £18 for the mixed grill sizzler,
but that’s for two. Compare that to the
original Tapasya offer of a two-bone rack
of lamb for £18, jumbo king prawns for
£16.50 or Gressingham duck for £14.50.
Duck! In a curry house!
Washed down with? Well, the wine list
stretched to nearly 150 options. They never
actually persuaded anybody to part with
the £750 required to buy the Chevalier
Montrachet Grand Cru 1995 and it doesn’t
form part of the wine list at Tapasya
@ Marina. Note to self: wonder what
happened to it and whether they need any
help in case it goes off!

The Chowki selection is much more
manageable with 22 reds, whites and rosés
up to £34.95 and sparkling stuff up to the
£60 Taittinger Prestige Brut Rosé.
We kept it simple at £4.50 a head. Sam,
your editor and my guest, declared her glass
of Le Beau Sud Sauvignon Blanc Côtes de
Gascogne to be refreshing, fruity and not
too sharp. My Le Beau Sud Grenache Noir
Pays D’Oc was nicely smooth, just enough
to tame some spicy starters.
We shared three. Chowk Ki Aloo Tikki,
which combines pea and potato into patties

with yoghurt, tamarind sauce and coriander,
has evolved – but not much – from one of
the standout dishes at the original Tapasya.
Then it was £5.50. Now it’s just £4 and is as
fantastic as ever.
Tiger prawns 65 come in a soft batter
sautéed with mustard seeds and curry
leaves, full of flavour, not too hot and
nicely priced at £5.95. Murgh seekh kebab
(£5.50) is a reminder of just one of the
innovations which Tapasya brought to Hull.
You don’t often find cheese on the menu
in our curry houses; here it’s minced with
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chicken and served with a mint chutney that
is very welcome in a dish that raises the
temperature a little.
A feature of Tapasya and Tapasya @
Marina has always been the quality of
the lamb, and that’s to the fore again with
the biryani (£10.95), with plenty of meat
buried under a mound of fragrant rice
in a dish that was selected as a milder
option and didn’t disappoint. Sam’s
chicken jalfrezi (£9.95) was described as
“unctuous and very rich”. Not knowing
what she was on about, I tried some. Meltin-the-mouth chicken and a sauce that is a
tad deceptive, gathering spice with every
forkful.

A bread basket for £5 was a good
investment and brought a selection of
naan, paratha and kulcha. My top tip
would be to order a raita early. I’d been
to Chowki before but failed to remember
that the first impact came from a fiery
combination of chutneys – onion, mint and
mango – with the poppadoms.
Dessert, then, was more about soothing
the tastebuds. Sam calmed hers with kulfi,
Indian ice cream and another dish that sets
Chowki apart from the norm. Gajjar ka
halwa brings carrots, grated and crushed
to the consistency of a sponge pudding,
sweet enough to offset the earlier spice
overdose and served with ice cream.

And that’s it. Tapan and Mukesh
continue to pursue the dream of Michelin
Star-dom and took a major step recently
with the award of Michelin Plate status for
Tapasya @ Marina to add to their REYTA
Best Restaurant accolade from earlier this
year. But they’ve also solved that question
of what to do with the place where it all
started. A superb meal for two of three
courses plus poppadoms, a third starter,
a couple of sides and two glasses of
wine for under £60 establishes Chowki’s
credentials as the second-best Indian
restaurant in the region.
Oh – and in case you were wondering,
the Cobra is £4.50 a pint. l
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Restaurants round-up
The Monday Night Supper Club, launched five years ago as a networking opportunity, has
reached the milestone of 50 events. Co-founder Phil Ascough reports on the continuing efforts
to support local, independent restaurants.
There are some exciting new openings.
We’re looking forward to visiting Artemis
Greek Taverna, opened at the corner
of Charles Street and Jarratt Street in
Hull by Yiannis and Mata, who were so
popular when they worked at The Greek.
The Hispanist in Paragon Arcade is on
our list and we’re curious to see what is
taking shape behind the banners at a new
Vietnamese restaurant in Paragon Square.
As we celebrated with fantastic service
once again from Debbie and her team at
1884 Wine & Tapas Bar we looked at some
of the numbers from the past five years
and the previous 49 events.
We’ve covered 22 different restaurants
and 10 of those weren’t around when
we started. 1884 Wine & Tapas Bar was
open but in those days it was The Wilson,
undergoing a rebrand and getting a
spectacular new look in 2015 and now in
its 10th year as a business.
The most recent visit to 1884 Wine &
Tapas Bar was our seventh, making it the
most popular destination along with the
original Tapasya in Beverley Road, which
hosted out first three events. We’ve done
Thai House six times.
Looking back through the numbers the

biggest single event was at Tapasya @
Marina with 62 people. Total number of
guests is just over 1,900 and we reckon the
total spend, adding up the £20 payments
and making an educated guess at the
drinks, is more than £57,000.
That’s all gone straight into the local
restaurant economy and has been topped
up by the significant repeat business that
these places attract when diners return to
impress family, friends and colleagues as a
result of our visits. You can’t put a figure
on that but I know Debbie places a very
high value on it.
We’ll continue to support our
favourite venues and to seek out the
more interesting newcomers – all local
independents. We’ll also maintain our
links with East Riding College, with a visit
every year to encourage the students who
serve up excellent cuisine in its Elwell’s
restaurant.
And we’ll keep things informal. There’s
no doubt people make worthwhile
contacts and many discussions lead to
deals, but we don’t do speeches, name
badges or seating plans and we stick to the
original ethos – Monday Night Supper Club
is not networking, it’s not working! l
Picture by Karl Andre Smit.

We celebrated the 50th Monday Night
Supper Club in style, with a special event
at 1884 Wine & Tapas Bar. It’s my favourite
restaurant and, judging by the speed with
which the night sold out, it’s a big hit with
many of our guests as well.
But researching the five-year history of
our events also gave rise to some sadness,
and a reminder of why we started. In
part it’s to tackle the Monday blues by
once a month bringing people together
from business, education, the arts and
culture and various other sectors. But it’s
also to support those local independent
restaurants.
A trawl through the archive revealed
that two of our destinations have closed
since we last visited. The fact that one
was the acclaimed, multi award-winning
1884 Dock Street Kitchen can be taken as
evidence that no restaurant is 100% safe
and secure.
It really is a case of use them or lose
them. Don’t be fooled by the Christmas
rush that will keep the staff of these places
busy through December. Those bookings
are coming in a little later every year and
they follow an October which was worse
than ever this year, with the spending
squeeze inflicted by Hull Fair lasting longer
than usual and the half-term holidays
keeping a lot of people at home.
January is always tough, so I’d urge you
to do our restaurant sector – and yourselves
– a favour. Maybe spend a little less in
December and try to hold something back
to treat yourself and brighten the gloom
after Christmas and New Year. If you’re
stuck for ideas for Christmas presents you
could always buy vouchers for a favourite
restaurant. You’ll get better value and
service and a more relaxing experience once
all the annual millionaires have spent up.
You can banish the misery of Blue Monday,
you can still observe Dry January if that’s
your thing and you can help our restaurants
through the leanest month of the year.

Repeat business as Monday Night Supper Club favourite 1884 Wine & Tapas Bar hosts the
launch of a new gin from Hotham’s Distillery to support the Viola trawler campaign.
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Forward plan with our helpful

EVENTS DIARY
DECEMBER
9

Grassroots Economics Workshop,
by University of Hull, Energy and Environment
Institute, Nidd Building, Cottingham Road, Hull

10

Managing Talent, by Humber Business Growth Hub
#GrowMySME Programme, Village Hotel, Hull

11

The Science and Habits of Top Performers,
by Humber Business Growth Hub #GrowMySME
Programme, the Ropewalk, Barton-on-Humber

12

2020 Time Mastery Workshop,
by Stephen Cooke, Cave Castle, South Cave

12

For Entrepreneurs Only (FEO) Christmas party,
Napoleons, Hull

12

SWIISH (Supporting Women In Industry Surrounding
the Humber)
Networking Fabulous Christmas Event 2019
Holiday Inn, Hull Marina

18

Christmas Onboard!
by Team Humber Marine Alliance, Ergo, Hessle

JANUARY
7

#FSBConnect Humber,
with keynote speaker Olga Geidane, Ergo, Hessle

15

Lincolnshire Business Expo 2020,
Lincolnshire Showground

15

LunchNLearn:
Helping You to Improve and Grow Your Business,
by C4DI, Hull

16

Customs Declarations Training,
Hull & Humber Chamber of Commerce, Hull

21

Planning for the future – common
misunderstandings explained, Rollits, Hull

22

Teachers’ Pre-Retirement Seminar,
by Chris Lambert of Educate Financial,
Cottingham High School

22-23 Customer Service Course, by Shipley College,
Mercure Hull Grange Park Hotel, Willerby
24

Speaker Networking Lunch & Speed Networking,
Hull & Humber Chamber of Commerce,
Stallingborough Grange, Grimsby

FEBRUARY
4

FEO360 programme session,
Marketing Humber

14

Hull Jobs Fair, KCOM Stadium, Hull

18

FEO360 programme session,
Marketing Humber

19

Methods of Payment and Letters of Credit,
Hull & Humber Chamber of Commerce, Hull

27

BW BUSINESS CLUB LAUNCH NIGHT,
St Mary’s Church, Beverley

28

Social Media For Business,
by Giroscope, Coltman Street, Hull

To have your event listed here, please email sam@bw-magazine.co.uk.
Please note, while we make every effort to ensure these listings are correct, we cannot be held responsible for changes or cancellations – always contact the venue beforehand to check.

9-11 Wellington Street
Fruit Market
Hull
HU1 1UF

LONDON OPULENCE
WITH NORTHERN
SENSIBILITY
NEW SERVICED SUITES
SMART TV, NETFLIX
AMAZON – ALL INCLUDED
Kenny Keegan
We Love HU@welovehu
we❤HU@We_love_HU
we_lovehu

Free gated parking

l

Keyless entry/self check in
(personal check in also available)

l

Super fast internet

l

Free wifi

l

Claridges beds

l

Child friendly

l

Long and short term stays

l

Fully serviced to include washer,
dish washer, fridge/freezer,
coffee machines, microwave,
oven etc

l

Comes complete with bathroom
and beverage essentials

l

Central to Hull

l

Discounts if booked via FB,
Instagram, LinkedIn, Twitter &
direct

‘‘

l

Roof top communal terrace with
STUNNING views of the Humber

l

Wheelchair friendly

l

Guest support nearly 24/7
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We Love HU
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Direct bookings:
Kenny 07799790023 l Jules 07712635228

