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CCUK are flexible and we work collaboratively with our clients, with our head office
and core staff based in Hull we are perfectly positioned to service the Hull and Humber
region as we consider it home.
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Trying to anticipate what’s going to happen with the pandemic is utter folly
– but we still do it anyway. Pointless speculation on any given subject is what
fills airtime and newspapers, after all, and when we’re constantly given dates
to look forward to it’s hard not to make predictions. “All over by Christmas”
will haunt the Government for a long time to come, yet even when Boris
Johnson uttered those words in July 2020, people were far less positive than
they are now. Will it be all over by Christmas 2021?
As I write this, hospitality has just reopened and there is a definite air of
positivity tinged with not a little concern over the “Indian variant” of the
virus that was starting to see cases rising sharply again in many areas of
the country. It beggars belief that, yet again, the UK doesn’t seem to have
acted quickly enough in closing the borders as the virus raged through India,
a decision as baffling as the scenes on the news were shocking and upsetting.
Another hospitality shutdown would be truly devastating, so we can
only hope the vaccine programme continues apace and the majority of the
population will be ‘done’ in the coming months. As of May 2021, a third
of people in Britain had had both jabs. I had my first one at the beginning
of May and am pleased to say I got away with it unscathed, barring a slight
feeling of tiredness the following day. “Oh, you’re one of those,” sniffed my
other half, who’d had full-blown man flu for a day after his.
National crises tend to bring out the best and worst in people – and of
course we want to focus on the latter as we relaunch our Top 20 Most
Inspirational Business Leaders contest for 2021. This year, as you’ll read on
page 20, we’re once again asking you to nominate the one person who has
inspired you the most, and a BW panel will judge the best entries.
Our guest judge will be Anita Pace of Pace
Communications, which has kindly offered
to sponsor the contest, so huge thanks to
them! Please do get your nominations in
to us and tell all your colleagues to do the
same, as we want to make it even bigger
and better than last year.
Sam Hawcroft, BW Editor

One Business Village
1 Emily Street, Hull
HU9 1ND
Bizspace Ltd, Suite 107
10 William Street, Felling
Tyne and Wear NE10 0JP
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ELEVENSES EVENT SHOWS
THE CLOCK IS TICKING
I’m really looking forward to Humber Business Week, and especially to
my bit.
I’ll be sitting down with my good friend Dr Paul Sewell for a grilling, as
part of his Elevenses series about how entrepreneurs can develop their
businesses.
I’ll also be in good company. During the course of the week Paul
will interview Adam Pearson and Neil Hudgell on the Monday, Steph
McGovern on the Tuesday, then me and then Baroness Warsi. On the
Friday Paul will find himself in the hot seat with Alan Johnson pitching
the questions.
It’s a great idea, bringing together a variety of people who will have
some great tales to tell and experiences to share.
I’m not going to reveal right now what I plan to say, partly because I
won’t know for sure until I hear Paul’s questions. One thing we both
know from our time in business is that things rarely stick to the script.
But it’s likely that at some point I’ll latch on to a hobby horse of mine
and go on a bit about young entrepreneurs.
It’s not lost on me that Elevenses is being billed as one of the highlights
of Humber Business Week yet it features a bloke in his 70s being
interviewed by another bloke only a few years younger.
We could have found more big names from the local business
community and most would be of similar age.
So I’ll be watching as the week unfolds and I’ll be looking for the
entrepreneurs of the future.
I know Paul has nurtured a few within and outside Sewell Group, and
I’m aware of others from my work with For Entrepreneurs Only. But
we need more and to get there will take awareness at the top and
ambition at the bottom.
It’s a theme that crops up quite a bit in my book, Telling Tales. Leaders
of private and public organisations will benefit from letting go to grow
and identifying and unleashing the younger talent within, finding the
rising stars and giving them the opportunity to show what they can do.
And the young people coming through the ranks must understand
that you don’t have to be 40-plus to become a leader. If you are good
enough you are old enough.
In times of rapid change innovation is vital and younger, talented
people can be a great source of that – energetic, in tune with the
digital age and capable of adding real value to a business.
Us oldies are usually off the pace and at risk of holding back business
development. The fact that the sensible and honest within our number
recognise that adds up to a big opportunity for those entrepreneurs of
the future. I want to see them seize it.
David Hall is an entrepreneur and author who lives in East Yorkshire.
His latest book, “Telling Tales – Lessons from a lifetime helping
businesses succeed” – is out now.
To find out more, visit davidhalluk.com
Humber Business Week takes place from June 7-11.
For details visit humberbusinessweek.co.uk

DAISY APPEAL SUPPORTERS CAN
DRESS TO IMPRESS
A charity that is working to improve
accuracy and detection rates for
cancer, heart disease and dementia
across the Hull and Humber region
is encouraging its supporters to
dress to impress with a new range of
fundraising merchandise.
T-shirts, hoodies and face masks all
displaying the new Daisy Appeal
logo are already proving popular
among shoppers who are snapping
up the stylish selection on the
charity’s new-look website.
Daisy Appeal Fundraiser Claire Levy with a
Other clothing aimed at fitness and selection of the charity’s new merchandise
fundraising includes Daisy Appeal
cycling jerseys and running vests, and the charity has also covered refreshment
and refuelling by offering branded water bottles and mugs.
Daisy Appeal pin badges and packets of seeds complete the current product
range and the charity’s fundraiser, Claire Levy, said the hope was that more
items would be added as demand builds.
Claire said: “All of the products have been introduced as part of a complete
overhaul of the Daisy Appeal brand which includes a striking new logo, a
brighter and more informative website and a sharper strategy for building
community and corporate support.
“The items will enable people to show their support for the Daisy Appeal with
pride. They are all excellent quality and are a good fit with fundraising activities,
from charity runs and bike rides to leisurely coffee mornings!”
The range, which includes children’s t-shirts, can be ordered from the Daisy
Appeal’s online store at daisyappeal.org for delivery or for collection from Guest
& Phillips jewellers in Saturday Market, Beverley.
The Daisy Appeal is preparing to take ownership in the next few months
of a £8.5 million radiochemistry and cyclotron unit at Castle Hill Hospital,
Cottingham.
Since it was established in 2000 the charity has raised £20m to fund cuttingedge research and state-of-the-art equipment and facilities. The £8 million
Daisy Appeal Medical Research Centre opened in 2008 and was followed in
2014 by the £4.5 million Jack Brignall PET-CT scanning centre.
The charity has now raised £7.5 million towards its target for the new centre,
which is currently being built right next to the Jack Brignall Centre and will
enable the delivery of radioactive tracers to individual patients quickly and
effectively.
The fresh brand and the new website are the work of Hull-based digital creative
agency Design Workshop and are at the heart of a campaign being led by wellknown consultant Mike Igoe to business support for the Daisy Appeal’s work.
Mike said the initial target is to bring in the remaining £1 million to cover the
build and fit-out of the new centre, and then to tackle the ongoing costs of
operating the new facility and continuing vital research.
He said: “The new campaign will try to reach the communities of the people
from across the Humber region whose survival chances have been improved by
the Daisy Appeal in the past and who are likely to benefit from its facilities in
the future.
“My focus will be on the business community, inviting the region’s employers
on both sides of the Humber to consider the wellbeing of staff and their
families and of their business networks including suppliers and customers.
We have come up with some innovative fundraising ideas to support the Daisy
Appeal and we want businesses to be a part of that.” l
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FAMILY BUILDING FIRM ANNOUNCES STREAMLINING
AS ORDERS INCREASE
A family firm that has been building and
renovating landmark properties in Hull and
East Yorkshire for more than 140 years is
streamlining its business in readiness for
embarking on new projects worth more
than £20 million.
Houlton, whose projects include
Hymers College built in 1893 and a
series of modern secondary school
improvements carried out as part of Hull
Esteem Consortium, is to consolidate its
construction division into its building and
maintenance division.
The firm’s directors say the move is expected
to result in the loss of up to nine jobs but
will bring benefits for the wider workforce
of around 130 and improve profitability.
The decision comes after several years of
construction sector challenges compounded
by Brexit and the Covid-19 pandemic.
Richard Houlton, life president of the
company, which was founded in 1879,
said: “Job losses are regrettable, but we
have kept them to a minimum and we
are confident that these steps will help us
improve the profitability and continued
longevity of the business moving forward.
“We are busy and expect to be busier, with
exciting new projects and repeat business
from longstanding clients. By merging two
divisions into one and cutting back on some
of the overheads we will create a more
streamlined company that looks towards
the future.”
Mr Houlton said costs had been a concern
in the construction sector for some time,
even before the economic uncertainty
of the Brexit referendum caused the
cancellation of some large-scale projects.
More recently, supply chain and customs
issues post-Brexit have interrupted deliveries
of materials, resulting in some delays on
site.
Covid brought fresh problems in March
2020 with the closure of most sites
including delays in re-roofing council houses
for East Riding Council because occupiers
had to stay at home.
But by July 2020 Houlton had about
80% of its staff safely back at work,
having initially furloughed about 90%.
The company has managed to continue
construction work during the second and
third lockdowns and has been able to
deliver high-quality, noteworthy projects

Steelwork at the new Beverley Business Centre

under extremely tough conditions, with a
forward order book worth more than £20
million.
Having completed several projects for
Hull Esteem under a Partnering Service
Agreement, including the refurbishment
of the Ferens Art Gallery in Hull and the
renovation of Trinity Market, Houlton has
also manufactured the steel, timber and
glass for the Vigil art project. This cabin is
giving 730 people the opportunity, one at a
time, to watch sunrise and sunset over the
city of Hull from a vantage point on top of
Hull College.
Houlton recently completed the £7 million
Sandburn Hall Hotel near York and the
company is now on site at the new ERYC
Beverley Business Centre, a £4 million
project at Grovehill due for completion later
this year.
Following the successful delivery of projects
for Hull Esteem at St Mary’s College and
Kelvin Hall School – worth a total of £7.8
million – Houlton has received new project
requests for the expansion of two more
secondary schools in Hull, with work due
to start in December for completion in
September 2022 at a total cost of £6
million.
Having completed the renovation of the
inside of Hull Minster in 2018, Houlton
will return to the historic property to build
a £1.7 million extension on South Church
Side.

Another heritage project was the
completion last year of a beautifully
landscaped new garden at the Hepworth
Wakefield Garden.
Recent new projects to start include a £1.7
million veterinary practice at Bridlington
and a £500,000 scheme for Wykeland
at Flemingate in Beverley to build an
education facility for disabled young adults
transitioning into life skills.
Houlton is also in discussions with Hull City
Council about the renovation of Brunswick
Arcade on Beverley Road, Hull.
In addition, a fire protection division, set up
by Houlton in January this year, has secured
a £4 million contract from East Riding
Council to install and maintain fire doors
over the next four years.
Mr Houlton said: “This restructuring will
allow us to run a more agile organisation
that can adapt and react to our clients’
needs in an ever-changing marketplace.
These changes will continue to deliver
the high quality of work our reputation
demands, on time and at a level that is
commercially sustainable.
“As well as the 130 people directly
employed by the business, we provide work
for many sub-contractors, most of them
based within 30 miles of our office. We
also hope to increase the opportunities for
apprentices and continue our support for
communities and organisations throughout
the city, and surrounding areas. l
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Furqan Alamgir, co-founder of the multi-award-winning Smart Cities
business, tells Sam Hawcroft of his ambitions to create the North’s very own
Silicon Valley…

L

ast year, Hull was propelled to sixth
in Tech Nation’s city rankings for UK tech
investment, eclipsing its previous high of
14th in 2017 and overtaking Manchester,
Leeds, Newcastle, Glasgow and Cardiff, to
name a few. The main driver was Connexin,
which raised £80 million alone, contributing
to a 79% increase in investment in Yorkshire
as a whole.
It marked a resounding vindication of
co-founder Furqan Alamgir’s decision to
commit to the city where he’d spent much
of his formative years. “When I raised my
first round of money – £10 million through
the Cisco-backed global infrastructure fund
– there was a lot of pressure to move the
business down to London or Manchester.
And we fought tooth and nail, saying, if we
don’t change this trend, who will?”
This commitment is all the more
remarkable given that Furqan, the son of
two doctors who were constantly moving

around the country as he was growing up,
has lived in so many places across the UK
he can’t even remember them all – but Hull
clearly made an impression on him in the
years he was at school there. And one key
attraction was what is the focus of criticism
for many – the fact the city has its own
internet provider.
“Whereas everywhere else had BT,
TalkTalk, and the like, in Hull there was only
KCOM, so it was always a bit of an odd one
out from that perspective and, growing up,
I had that insight. Connexin was initially
a software business, we were building
websites and helping people talk for free
online – but you can only really do stuff
like we’re doing today with good internet
connections. So when my co-founder and I
were looking at building networks, the city
that made sense to try was the ‘monopoly
city’. Our chances of success would be
higher than trying a new technology

in a city where there were many other
competitors.”
As things turned out, the internet side
of the business grew faster than the voice
and software, and before they knew it, they
became an internet service provider. Initially,
they took what Furqan calls “one big
internet pipe” and distributed that wirelessly
around the city with Connexin’s own
technology, but once they’d proved their
model, they built their own infrastructure.
Now, Connexin offers super-fast fibre
broadband across the region to homes
and businesses, and is also a registered
supplier on the Government’s Rural Gigabit
Connection voucher scheme.
As fibre became more established, Furqan
and Alex spotted another opportunity. “We
thought, what else can we do? What is
Connexin? It’s a connectivity business. We
connect people and things. How can we
leverage this connectivity to create more

bw-magazine.co.uk
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“We are people-led,
we’ve got that view on
what’s right for the
community – how can
we improve how people
live, work and play?
Technology is just an
enabler of that.”
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value in many places, rather than just in
your home? And we ended up launching
our Smart Cities and internet of things
business – that was probably one of our
best strategic moves and we’ve never
looked back since.”
This was to reposition Connexin as a
global player in its field – but, astonishingly,
for the first seven years, Furqan was building
up all of this while studying for a medical
degree at Imperial College London. In what
seems like something of an understatement,
Furqan says this was “really hard work”
– but he did it to “prove a point”. He
says: “I remember pitching to an investor
and they said, ‘You’re not going to be
successful unless you quit uni.’ Maybe if
I’d taken their advice, it would have been

‘‘

easier. But I proved it was possible if you’re
well-structured, you work hard and you
build a good team. And now when I look
at what I’ve got – I’m so fortunate. I have a
medical degree under my belt as well as my
foundation doctor’s training.”
After he qualified, Furqan helped out in
hospitals in his spare time in an effort to
“give back”. He’d do a ward round in the
morning before a full day at the office, and
then return to the hospital to do another
round in the evening. He was leaving
home at 5am and not getting back until
10pm, all the while growing the Connexin
business. But his work in the hospital proved
grounding and threw the tribulations of the
business world into sharp relief. “It kept
me really level-headed because I would

“We were building websites and helping people talk for free online
– but you can only really do stuff like we’re doing today with good
internet connections.”

meet families and break news about cancer
diagnoses and write death certificates. And
then when I’m in a boardroom and people
are complaining about fuel expenses being
35 per mile, life gets put into context. So
I’ve been fortunate to experience that side
of things, to value what I have in life.”
For Furqan, the concepts of the human
body and technology have been intertwined
since he was a child. He’d always been
interested in computers, and when he built
his first one when he was 13, he discovered
he was fascinated by how things worked.
“Technology was a real passion of mine, and
so was the human body because that to me
was like the most advanced machine.”
Now, this is coming full circle. “We have
a branch within the business that is doing
smart health care,” says Furqan, “and
we’re beginning to bring our knowledge of
health and technology together, because
there’s so much scope for innovation and
improvement in that space, as we’ve seen
with Covid.”
It’s also how he approaches the necessity
for keeping up with the rapid advances in
technology. “I have no technical training,
but what I do know is human biology and
anatomy, and what computers are trying to
do is be more like the human body. Cloud
computing is where the big power sits,
and then there’s edge computing, which is
quick and responsive. So the human brain
is the cloud, which has the big processing
power, and the edge is the central nervous
system, which controls your reflexes. For
us, it’s always been about the output rather
than the tech. Because we are people-led,
we’ve got that view on what’s right for the
community – how can we improve how
people live, work and play? Technology is
just an enabler of that.”
What about his own health, though? His
workload seems huge, with the potential
for a lot of stress. But Furqan is one of those
who thrives on it. “On holiday, I’m terrible,”
he says. “I can’t switch off. If I’m honest, it
doesn’t really feel like I’m working that hard
because I enjoy it.” He admits he has missed
out on some things, such as time with his
friends and family time, but this is offset
by the flexibility that comes with being an
entrepreneur. “I’m 100% on all the time,
but I can work from home when I want, or
I could be in Dubai and work from there.
You don’t feel the stress as much, whereas

bw-magazine.co.uk
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I think if you work for someone and then
you don’t get that freedom or space, you
definitely would burn out with that kind of
lifestyle.”
Just how does a medical student go
about setting up a multimillion-pound
tech business that has won numerous
awards in the past 14 years? “I had no idea
whatsoever!” he says. “I was learning about
the Krebs cycle, how cells divide and how
medicines work, not discounted cashflow
forecasting – which l learned from YouTube.
Back then, YouTube really wasn’t a thing. It
was the school of hard knocks, and I didn’t
really know how to set up a company, so I
asked people who knew more and learned
from them.”
Furqan is also a voracious reader, though
quite where he finds the time is baffling.
“I read a book a week. But to get to that
stage took me maybe a year of reading a
book every other month, then every month
and bringing it up to that level. I would read
biographies about people like Jeff Bezos,
Elon Musk and Steve Jobs – how did these
guys do it? And then you start realising
everyone has the same problems. It’s people,
it’s finance, it’s strategy – there is no formula
to success other than focus and hard work.
For me, being self-directed is where I really
gained my value – reading books, watching
lectures, hearing a Ted talk, all that kind of
stuff.”
I joke that the £10 million figure just
tripped off Furqan’s tongue as though he’d
raised ten quid, but, although he says it
wasn’t easy, it wasn’t as hard work as one
might think. It’s all about conviction and
ambition – and doing your research. “To
this day, we firmly believe what we’re doing
is going to change the world. I always tell
people that Connexin is a rocket. We’re
going to the moon. Everyone in life has a
rocket, but some people are too scared to
take off because you don’t have all the fuel,
but the same people that make the fuel
on the ground, with the right resources,
can make the fuel on a rocket. So let’s get
those resources and take off! We might get
halfway there and pop – there’ll be a great
firework. But if we get all the way there, we
will have beaten everyone by a good mile.
So when I saw people raising half a million,
or a million or £2 million, I figured it was the
same amount of work as raising £10 million,
£20 million, £30 million. This last round that

we raised was £80 million, which was, in my
view, simpler than raising the £10 million.”
The first round of fundraising was really
to prove to investors that Connexin could
scale up; after all, here was a young doctor
with no tech experience selling complex
10-year smart solutions to the public sector.
But they didn’t spend anywhere near the full
£10 million, and within the first 12 months
they closed two landmark contracts with
UK cities that the likes of Cisco, Huawei and
Siemens had been vying for for years. “It
was a real validator of our game-changing
business model, our strategy, and our
team,” says Furqan. “Once we’d done that
we said, OK, we want to really accelerate
this. Let’s go all in. And then we structured
ourselves for our second round.”

He doesn’t want to stop there – he’s keen
to raise more, and further his ambition to
create the North’s own Silicon Valley, where
graduates and entrepreneurs alike can
find exciting opportunities in tech without
having to relocate to the south, or even to
the USA. He might be powering a rocket to
the moon, but what keeps him grounded
are his children, aged four and two. “You
forget about your day’s worries when you’re
with kids that age! I can see my role shifting
more into strategy, as we’re at this really
exciting stage of growth.”
Well, whatever the future holds, Furqan
is sure to find the time – because, between
you and me, I think he has an extra few
hours in the day he’s not telling us
about… l
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Trusted advice through
challenging times
Things have been a bit bonkers since the
outbreak of Covid-19 last year, and many
businesses have found times trying. According
to the Office for National Statistics, only 5%
of business owners said they had experienced
no negative effects from the pandemic, so
while the short-term outlook for businesses
varies greatly by sector, it’s important to
consider what recovery will look like once
the economy begins to return to a state of
normality. Having a strategy for ‘post-Covid’
can help you hit the ground running and
rebuild. If you’re not sure what your plan
should include, here are a few ideas that may
help with getting your business back on track.
01482 890146
Email info@sirius-hull.co.uk
Visit sirius-hull.co.uk

Sirius offers six top
tips to help you and
your business get
back on track…

Assess the damage
The first step in developing a rebuilding
plan post-Covid is determining how your
business has been affected. Review your
profit and loss and cash flow statements,
and compare them with last year’s to see
how much your business has been affected.
Consider other ways that your business has
been affected. You might have had to lay off
some employees, or cut your advertising and
marketing budget; how will you finance these
to help you recover?
Review your business plan
Your business model may have worked
perfectly pre-Covid but, coming out, it may
need some fine-tuning. If you previously
relied on footfall to an office or shop, you
may need to look at growing your online
presence, maybe a new website to catch
some of the high numbers who are now
shopping from home. You’re not in this alone,
however. There is loads of help available to
you. Speak to Sirius – and if they cannot help
you, they will know ‘a man who can’! The
HEY LEP, Growth Hub and Enterprise Nation
are great resources, and offer free informative
webinars. Pay attention to trends to find new
opportunities. What was working before may
not work as well now, so see where you can
adjust and become more competitive.
Will you need funding?
You may need some working capital to

jumpstart your operations and there are
several options to consider. Ask about
a business loan from Sirius. A Sirius
business adviser can check to see if there
are any grants available, and help you to
create a business plan and application.
if you are considering borrowing to help
rebuild, remember that lenders want some
reassurance that loans can be repaid and you
may have to offer guarantees as security.
Update your budgets
You may have to spend money to make
money, investing in hiring and training new
employees or rehiring ones you had to lay
off; increased spending in new stock and
advertising/marketing may also kickstart your
business. See if you can make your business
leaner, so as growth happens, you can take
advantage of it and invest at the right time.
Create a timeline
Doing everything at once may not be realistic.
A Sirius business adviser can help you build
a plan that prioritises your actions. As you
recover, track your progress, particularly if
you’ve secured funding. Check weekly to see
what’s working and what’s not.
Create a crisis plan
While the pandemic seemed like a once-in-alifetime event, the reality is that an emergency
can disrupt your business at any time.
Using what you’ve learned from the current
pandemic, you can future-proof against crisis.
Savings may be a priority for your business if
you had nothing set aside before Covid, or
you may need to find ways to help your staff
work more efficiently/effectively from home
to cut operating costs. The more outsidethe-box thinking you can do to prepare for a
worst-case scenario, the better. Having a Plan
B (and even a Plan C and D) can help improve
your business’s odds of surviving again during
tough financial times. l
Sirius has its own business loan fund.
For more information, call 01482 890146,
email info@sirius-hull.co.uk or visit
sirius-hull.co.uk

14

ENTREPRENEUR

bw-magazine.co.uk

15

MAKING
CONNECTIONS
Sam Hawcroft talks to Mel Deakin, who has run her own sales and marketing
consultancy, Newdays, for more than a decade…

I

t is about five minutes into my chat with
Mel that I realise she is interviewing me. So
it’s not surprising when she tells me that she
“loves people” and has spent a life making
connections in business, since the age of 17.
We have one thing in common – in that both
our careers began at the Hull Daily Mail just over
20 years ago, but at other ends of the building;
me in editorial and Mel in advertising. She lasted
longer than I did, though – until 2007, in fact,
when she decided to give up her good job,
pension and company car and travel the world
with her best friend. “I absolutely loved my job
at the Mail,” she says. “It was a huge decision
to leave.”
But her trip-of-a-lifetime was cut short after
just a year when her father died, so she returned
home and started working in sales for Hull KR.
By that point, though, the recession had kicked
in, and Mel was made redundant not long after.
Then, a friend asked her to work for him,
making appointments and generating leads,
and this quickly turned into a management role
– but she faced redundancy once again, as the
business was put up for sale. This proved to be
a turning point in Mel’s life. “I thought, now I

can write a new chapter,” she says. “People I
knew in the supply chain would often come to
me and say, we’re really good directors, or really
good at the technical stuff, but we’re rubbish
at sales – can you come and do a bit for us?
And I asked myself, why am I not doing this as
a business?”
So, that’s what she did. To make that leap to
going it alone, Mel called on the huge network
she’d built up. “I’m pretty good at asking for
help and advice – and I’ve built my life on
connections. Everybody is an opportunity, and
everybody is a connection. And that’s why I
don’t think you should ever be rude to anybody
because you just don’t know who they’re
connected to.”
She also sought support from Business Link
(a government-funded advice service that was
axed in 2011), and took on two members of
staff. All was going swimmingly until Covid
hit – then 95% of her client base disappeared
overnight. “When it comes to a recession or
a turbulent time for the economy, sales and
marketing are the first things that people cut.
One client I’d had for a long time said to me,
‘I can’t furlough my staff, but keep on paying
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you – and I don’t know where the sales
are going to come from, because no one’s
going to want to spend any money.’ And I
got it – I really did. But it was hard.”
It’s a situation many people will chime
with, and as the first lockdown hit,
things looked bleak, to say the least. “My
husband’s got a manufacturing business,
which he had to close for three weeks. So
he’s sitting at one end of the table with no
money coming in, and he’s got 18 staff,
and I’m sitting at the other end losing 95%
of my business with just one £400 retainer.
So now there’s just 400 quid coming into
the house. We’ve got two kids, bills to pay
and all the rest of it, and we just didn’t
know what was going on.”
What was also tough for Mel to
take was that, as a company director
working from home, she was among the
three million people across the UK who
were unable to access any meaningful
government support. “I wouldn’t say I was
jealous, but seeing some of those people

furloughed and not having to do anything,
there was a little part of me that was like,
wow… meanwhile, I was working really
hard to make sure I was going to save my
business. I knew people who were still
being able to do business while accessing
the grants, which was hard.”
The fact she had become known as a
“little black book” in the business world
helped Mel through this difficult period. “I
also made sure that I was supporting my
clients wherever I could and supporting
anyone who was a colleague, a partner,
whatever else, to say, look, we’re all in this
together – what can we do? I’ve worked
with many clients over the years and have
always kept focusing on the task in hand
when others would give up. Tenacity is
the key to building relationships, whether
that’s in business or pleasure! I’m lucky to
be able to do what I do.”
What Mel offers is, in effect, your own
complete sales and marketing department.
It’s an overarching role that encompasses

advice, mentoring, business development,
telesales campaigns, presentations,
seminars and more. If you’re not keen
on picking up the phone and talking to
people, she will step in. “There’s an awful
lot of people that hide behind email,” she
says, “but if that’s what they prefer, that’s
fine. It’s just understanding what makes
people tick. I had some amazing training
from the Hull Daily Mail, which I still use to
this day. And it’s all about the listening, the
acknowledging, and then saying, if you’ve
got the need, I’ve got a solution for you.
People often go looking for new business,
but what they don’t do very often is focus
on what they have. Existing relationships
should be nurtured and given reasons to
grow before you start focusing on new
work. Retention is key, acquisition is a
bonus!”
There is a certain stigma attached
to salespeople – the stereotype of the
smooth-talking, sharp-suited executive in
a flash car comes to mind. “When people
talk about sales, they often think about
double glazing, or kitchen salespeople,”
says Mel, “like the ones who say, ‘I’m
just going to go speak to my manager – I
might be able to get £5,000 off.’ Well,
you’re only going round the corner, why
couldn’t you get £5,000 off earlier?’ I think
that people have got this idea that sales is
very pressurised, and I’ve had people say to
me they can’t find any good salespeople –
but I tell them that it’s not just selling, it’s
business development. It’s still the same
role, but you’re calling it something else.”
It was an approach she used when
talking to the daughter of the owner of
her husband’s business. “I didn’t know
she was the owner’s daughter at the
time,” says Mel. “Then the owner rang my
husband and said, look, we want to talk
more to you. They said, ‘The lady who rang
from your organisation was so polite and
so professional, and wasn’t pushy, that we
want to do business with you.’ I hadn’t
asked for an order; I’d just said, ‘Look, this
is what we do. I appreciate you’ve already
got suppliers but it’d be great if we could
be added to your supply chain with a view
to being able to work with you in the
future.’”
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Things have turned around to the point
where Mel is almost having to turn work
away, not something she’s comfortable
with doing. “I’m a fixer,” she says. “I like
to fix people’s problems and that’s why I
love what I do. I love people. I love learning
about their stories, and I love getting
success for them.”
Mel has always worked from home,
but in pre-Covid times she’d be buzzing
about all over the place to clients’ offices
or hotel conference rooms. She admits
that during lockdown the lines between
home and work have become blurred,
and she has been working with a business
coach on putting boundaries in place. “It
has been very overwhelming, and I’m not
a person that gets overwhelmed. I am a
workaholic. I’ll get up at six and then be

‘‘

working till late in the evening, and often
clients will say they can’t believe I’m still
awake as I’m emailing them at 10 o’clock.
And that’s fine because no one’s asking me
to do that, but it’s not longevity, is it? And
my kids, who are only five and eight, say,
‘Mummy, you’re always on your laptop!’
Part of me thinks, well, it’s good that they
can see a hard work ethic, but it’s also not
so good that Mummy is working all the
time.”
To lighten the load a bit, she’s looking
to take someone else on, and she also
recognises the need to diversify, even if she
struggles with the idea of monetising what
is essentially talking to people. “Someone
I worked with suggested writing top tips
for people every day or even selling them,
like a white paper. I said I’d just rather tell

them, have a conversation with them – and
she said, yeah, but you’ll never make any
money that way. Um, that’s my problem!”
She admits her website could be better
– but she’s never really needed it much
to promote her services. “Everything has
always been done on recommendations.
And what happens is I start working with
a company and they’ll say, my brother or
my wife needs some help with sales. Apart
from Covid, where I worked hard to make
sure people knew that I was doing stuff
for free to put myself out there, I’ve never
done any proper form of advertising. But I
know I should do more.”
I suspect that she might not really need
to. For someone who’s reluctant to sell
herself, I’d say she’s done a pretty good
job. l

“I like to fix people’s problems and that’s why I love what I do. I love people. I love learning about their
stories, and I love getting success for them.”

SPECIAL FEATURE - CELEBRATING 30 YEARS OF COBUS COMMUNICATIONS

30
30

COBUS

Celebrating 30 years
The business community across Hull and East Yorkshire
comes together to congratulate the leading telecoms
provider on its special anniversary
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AN AMAZING

30 YEARS
I

There’s not been a great deal to celebrate during the past year, but for
leading Hull telecoms firm the Cobus Communications Group, 2021
marks a special anniversary.

f BW readers cast their minds back to
summer 2019, they might recall issue 5
and the story of Cobus owner Michael
Smith, who has been on the company’s
30-year journey since its inception in
1991. He joined that year on a YTS
and soon ended up being the face of
the company, and in 2007 brokered a
management buyout from the original
proprietor.

Six years later, he bought out his
business partner and achieved total
acquisition of the business, which is
still fully independent, with no external
shareholders or investors.
It’s from this point – 2013 – that
Michael tends to measure the company’s
progression as it was when he was finally
able to put into practice all of his years
of training, development and experience

and further build on the foundations that
he’d worked so hard to lay.
What does Cobus do?
Cobus supplies, installs and maintains
communications platforms and
technology systems for businesses of all
sizes and sectors across the whole of the
UK. It has its own in-house teams that
are professionally accredited in their area
of expertise, such as engineering,
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IT/technology, sales, marketing and
finance. Cobus has won numerous
awards, not only for its technical
abilities but also for its customer service,
contribution to the community, and
investment into staff and their wellbeing.
The rapid advances in broadband
technology have been the key driver
of the business. “We’ve all seen
significant increases in the speed and
the deployment of connectivity in recent
years,” says Michael. “Because we’ve
now got high-bandwidth, high-reliability
connectivity, it means we can now
put things on the end of it and run a
business from it. Whereas before, if
you wanted a VoIP phone, for example,
it provided great cost-saving benefits,
but the quality just wasn’t there, and it
wasn’t what we’d class as a businessgrade solution. There are obviously
many benefits in IT connectivity – such
as remote desktop, Microsoft Teams
and video conferencing, all of which
we offer – but the core of our business
has always been telephones, phones
on desks in businesses. And we have
seen a lot of changes in that area – I’ve
seen more significant change in the
telephony landscape in the past three
years than I’ve seen in the previous 27
put together.”
One of Michael’s top priorities is to
promote a positive, inclusive structure
whereby everyone has a voice and
can be heard. To this end, a sub team
with dedicated members from across
the various departments liaise with his
senior leadership team (SLT), which
meets weekly. “The minutes from every
meeting are shared with the staff, so
everyone is kept up do date with what’s
going on,” says Michael. “There’s
also what we call item 12 – which is
‘Comments from the MD’. It started
as two or three paragraphs, but it’s
ended up turning into a bit of a blog,
an eclectic mix of Michael’s inspirational
thoughts on paper!”
How’s business at Cobus?
Towards the end of 2019, Michael, along
with sales and marketing manager Emma
Waudby, set in motion a strategy that
aimed to exponentially accelerate growth
over the next three years. After months
of planning, training and investment,
things got off to a positive start and
March 2020 returned the highest
grossing figures for new direct sales that

the business had ever recorded.
However, just at that time, the
pandemic hit, and the following month
this area of the business experienced
a drastic drop of 96%. “Like a lot of
businesses, Covid has been good and
bad for us,” says Michael. “As we are in
the service industry, we didn’t close even
for a day during the lockdown as we had
to ensure that our customers continued
to receive the required support and that
system uptimes were maintained.”
Covid did of course bring with it a
dramatic shift towards homeworking,
and Cobus began to receive more and
more inquiries from businesses grappling
with ineffective remote communications
and desperate to become fully
operational again. Cobus had long been
expert in providing systems to support
working from “alternative” locations,
but they saw a significant surge in
firms needing VoIP/hosted technology
to enable efficient and effective voice
communications, video conferencing and
collaborative integrated platforms such
as MS Teams.
“We’d already seen a shift towards
remote technology, but it was supercharged by Covid,” says Michael.
“We saw a polar shift from traditional

on-premise system installs to businesses
taking advantage of the flexibility and
the benefits of hosted platforms. We’ve
seen a huge sixfold increase in VoIP/
hosted platforms over the past three
years with this exponential growth set
to continue. That said, the on-premise
system can still be the right choice
depending on the individual customer’s
needs. Cobus prides itself on providing
the right solution and not just box
shifting. Next month will see Cobus
implement a new on-premise hybrid
solution, valued at £50,000 with almost
150 users, so the on-premise variant isn’t
dead just yet.”
They soon got the growth programme
back on track and, as March 2021
approached, the pressure was on the
direct sales team to deliver – and try to
beat – that record-breaking figure from
the previous year. And they didn’t just
beat it – they smashed it by just over
32%.
The lockdown also gave Michael the
chance to look closer at the structure
of his team. In an ever-changing
technological landscape, Cobus had
already begun to reshape its primary
offering some time before Covid,
investing heavily into new operational
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platforms and quality staffing to ensure
that the business would be in the
required position to deliver the targets
set out in the three-year plan. “We’ve
also used the past year to tighten up
our policies, procedures and operational
systems and invested tens of thousands
into our internal platforms such as
billing, accounts and CRM,” says
Michael.
On a personal level, Michael
supported his staff through what was
a difficult time emotionally. “I turned
into everything from social worker to
counsellor to agony aunt,” he says.
“It was a strain on a lot of people’s
relationships, being cooped up together
24/7, and as a boss I could have told
them to leave their personal life at home,
but I’m not some sort of mill owner! You
must value and invest in your staff. It was
a tough time for us all. But we worked
hard, and we maintained our high
standards – and that includes looking
after people’s wellbeing. When times are
hard outside the workplace, you don’t
want work to be adding to your stresses
and problems.”
Community champions
Michael set up the company’s charitable
arm, the Cobus Foundation, in 2010
to provide a more focused support and
approach to local charities, community
programmes, and amateur sports teams
across Hull and East Yorkshire. Its current
nominated charity is Hull4Heroes, which
it has supported since 2018 through
Cobus staff taking part in all sorts of
fundraising challenges. “Many of the
team are becoming ever more actively
involved in getting stuck in,” says
Michael, “which has involved jumping
out of an aeroplane – the parachute was
attached! – and parasailing down Hull’s
K2 building. In addition to the more
physical challenges, there are some avid
bakers that wouldn’t be out of place on
TV’s Bake Off!”
Paul Matson, founder of Hull4Heroes,
said: “Michael and the team at Cobus
have been fabulous supporters of the
charity ever since we met them in 2018
and have very quickly become our
friends. They have always backed us
100% – from introductions to other key
businesses, getting involved in events,
supplying and installing services for our
offices – the list is endless... We are so
grateful for everything they have done
and continue to do. The Hull4Heroes

team would like to congratulate Cobus
on reaching 30 years in business,
and we’re really looking forward to
celebrating in style with you all at our
annual dinner later this year.”
The company’s previous charity was
Paul For Brain Recovery. Michael forged
a lifelong friendship with founder Paul
Spence and the Cobus team enjoyed
many fundraising events and challenges,
including a sponsored trip to China to
take on the Great Wall Marathon. “That
was something Paul had always dreamt
of, and Cobus was proud to help make
that a reality for him, while helping to
promote the charity and raise thousands
of pounds sponsorship at the same
time,” says Michael.
What does the future hold?
Cobus is well positioned to continue
its growth plans and will continue to
concentrate on winning new clients and
contracts from quality referrals and its
well-recognised name and reputation in
the marketplace. To accelerate growth
across some key sectors, Michael is
looking at acquiring assets and clients, in
some chosen locations, through business
acquisition.
Key to Michael’s development plans is
Emma Waudby, whom he singles out for
special praise. He had been so impressed
with how she’d dealt with him in her
previous sales role at the Hull Daily Mail,
that he offered her a job. She has since
proved to be the bedrock of his senior
team leading the company into its next
phase. “She’s passionate, hard-working
and ambitious,” says Michael. “She’s
definitely after my job! Or sales director
at the very least, and there’s no reason
why she won’t be in the future.”
Business inspiration
We asked Michael, “Who or what
has inspired you to be successful in
business?”
He thought for a moment, and then
replied, “That’s a good question, and I
guess it’s something that should be easy
for me to answer! I could reel off some
well-known names like Sugar, Branson
and Gates, and it’s not that I don’t
value what such business magnates
have achieved, but it’s just that I find
it easier to relate to others. Starting
out in a career, working in a business,
for a business, and owning a business
are all very different roles that call on
different kinds and levels of input and
commitment. In the early stages I quickly

realised that it was going to need hard
work, real graft, and commitment,
and that I would need to be willing to
sacrifice to achieve.”
Michael credits his parents for many
of the skills and disciplines he acquired
early on, as he saw his father succeed
in business and life from what he calls
“very humble beginnings”. He was also
inspired by the story of Sheffield-born
Olympian Jessica Ennis-Hill.
“As I progressed into the world of
business and ownership,” says Michael,
“I’d realised that late nights and ‘graft’
would get you so far, but to really
achieve I needed to work smarter, be
able to make tough decisions and be
able to detach personal emotion from
business decisions. I’m not a big reader;
I just don’t feel that I have the time – as
well as the fact that I tend to skimread, probably due to my early years as
an engineer and having to be able to
quickly lift the significant parts from the
text. However, I can remember reading
Unbelievable by Jessica Ennis-Hill, and
recall that I was suitably impressed by a
young girl from a poor and challenging
background who overcame much
adversity to fulfil her dreams and
eventually become an Olympic gold
medallist.”
Michael concludes: “So, I guess what
I’m saying is that I credit my parents
for their unconditional support in
raising me with the values and levels of
commitment that I needed early on, and
people like Ennis-Hill that have inspired
me to achieve levels beyond the normal,
by staying true, focused and committed
to your goals and aspirations. I haven’t
yet reached my Olympic gold, but I’ve
still got desire, drive and ambition, so
maybe one day I will!” l

Keeping us connected
Thank you to Cobus for helping us deliver
the
difference for more than 15 years.

READY FOR YOUR NEW BEAL HOME?
Visit beal-homes.co.uk
Untitled-5 1

14/05/2021 19:04

“We have worked closely with the team at
Cobus for many years and wish them all the
very best in their 30th year. Our partnership
is growing from strength to strength, and we
are looking forward to many more successful
years providing the best solutions for their
customers”
Robbie Lesiak, Gamma

Connectivity

Mobile

SIP Trunking &
Call Management

Unified
Communications

Visit www.gamma.co.uk, email info@gamma.co.uk or call 0333 014 0000

"STAY WARM

A business supporting home owners and property
tenants make their households warmer and more
energy efficient, so they save money to spend on the
important things in life.

SAVE MONEY"

An enterprise that helps local suppliers and
tradespeople get more worthwhile work to help them
recover from Covid-19.
An organisation creating local jobs for local people to
help those in the community who need it most.
A company making a massive contribution to cutting
carbon emissions to help the UK achieve its 2050 net
carbon zero obligation.
Cocuun have already assisted hundreds of property
owners across the UK access funding grants.

CALL NOW
TO SEE HOW WE CAN SUPPORT YOU TO ACCESS ECO FUNDING.
info@cocuun.co
info@vollt.io

www.cocuun.co
www.vollt.io

ACCESS UK AND
EU FUNDING WITH
VOLLT

0333 016 0878
0303 300 1006

EV ENABLEMENT EXPERTS

VOLLT are on a mission to provide total EV
enablement solutions for all companies who care and
are passionate about sustainability.
As the first carbon zero EV ecosystem enablement
experts VOLLT take care of the whole EV enablement
journey from strategy, solution design, installation,
hardware management, energy provision, financing,
maintenance and aftercare.
Utilise EVOLV by VOLLT as an integrated platform to
manage your vehicles or fleet with built in telematics,
analytics, tariff management and live reports.
Working in collaboration with experts give your
business the commercial edge and an ability to drive
into the future confident you are fully CH+RGED.
VOLLT is a CARBON NEUTRAL company.
Are you ready to electrify your business?
Call now to complete your EV readiness assessment
today.

"We would like to thank Cobus for their continued support and congratulate Mike and the team on 30 years in business."

Joining the call to
COBUS celebrating
its 30th birthday.
Thanks for your amazing
support, especially this last
year helping us to adapt
and stay connected during
the COVID pandemic.

Here’s to the ars.
next 30 ye

www.krehalon.com
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01482 324 731 • www.frscott.co.uk • sales@frscott.co.uk

F R Scott Ltd has been serving Hull & the
surrounding area since the 1940’s

“Congratulations to
Cobus Communications
on their 30 years
of success.”

Based in our warehouse in Hull city centre, we have a highly experienced
trade counter serving the trade and public alike.
We’re the region’s largest stockholder of fixings and fastenings with a range in
excess of 16000 products. We offer same/next day delivery to the region on
our own vans and can deliver next day via courier.
We also specialise in architectural ironmongery and have been instrumental in
the supply of ironmongery for numerous multi million pound developments.
Our free of charge scheduling service is at the core of our business and
with a dedicated scheduling team, we are on hand to offer the Architect and
Contractor detailed ironmongery schedules and key charts for any project
type, whether new build or refurbishment.
As a full member of the Guild of Architectural Ironmongers (GAI), we offer
architects and contractors, peace of mind knowing that all our schedules
are produced and checked by GAI Diploma holders fully conversant with all
current British and European Standards.
We ensure all products scheduled by us are fit for purpose and carry out the
function required by the end user in the environment specified.
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Cobus have improved our communication efficiencies, whilst reducing
the costs and have been a very valuable services partner over the
years. Congratulations to Mike for 30 years in business!’
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Spring 2021
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creating connections • sourcing talent

Emmerson Kitney congratulates Cobus
on their 30th year in business.
Emmerson Kitney would like to congratulate Cobus Communications on their 30th Anniversary. This
milestone can only be achieved by providing excellent service and we commend the whole team for their
ongoing success.
Recruitment specialists at Emmerson Kitney work in close partnership with Cobus, to source and recruit key
people across the business, supporting growth and expansion.
David Kitney from Emmerson Kitney says:
“Cobus is a fantastic client for us, they completely understand the value we
bring to their recruitment process.
“As they continue to grow and expand we have introduced several
sales executives and finance professionals to the team.

“Well done to you all and long may it continue.”
Visit: emmersonkitney.co.uk • Call: 01482 628808
The Old Foundry, Cowgate, Welton, East Yorkshire, HU15 1NB

An entirely independent, award-winning, Chartered firm of
financial planners.
Informed Financial Planning are proud to hold corporate Chartered status
after being the first firm in Yorkshire to achieve this. In addition, we also
remain one of the only independent firms in the region. As a result,
Informed Financial Planning are able to offer an elite service which is
entirely personal and tailored to each individual client.

"The advice given has been absolutely spot on. The planning and
administration of our move from full time employment to retirement,
has been handled incredibly professionally and compassionately, with the
sole aim of maintaining our standard of living whilst ensuring what
hopefully will be a long and comfortable retirement."
- Eddie Hemmings, Sky Sports

T: 01482 219325
E: enquiries@informedfinancialplanning.co.uk
W: informedfinancialplanning.co.uk
Offices based in Hull, Leeds, and Barnsley. Virtual meetings available.

One team who are client centred, invests in its people and does the right thing, always.
Informed Financial Planning, a trading style of The Informed Partnership Ltd. The Informed Partnership Ltd is authorised and regulated by the Financial Conduct Authority. FCA No. 509016. The registered address of The Informed
Partnership Limited is 8 Waterside Business Park, Livingstone Road, Hessle, HU13 0EG. The Informed Partnership Limited is registered in England and Wales. Company No. 07008093.

19/05/2021
“Congratulations Mike and the team on 30 years in business.”

Informed Financial Planning.indd 1

18:53

bw-magazine.co.uk

Five minutes with Cobus’s exciting
new sales executive Sally Hodgson
What was your first job?
Saturday girl at a denim shop in Halifax; I
got £15 a day. There I met my friend Kirsty,
who was my partner in crime. We would
often be told off for laughing with customers
and being a little mischievous. She was my
top weekend drinking buddy, and I am still
friends with her to this day. It was there I
found my love for selling; it came naturally,

being able to talk to people, and I learnt
fast that learning your product and loving it
helped you to sell.
How would you describe yourself?
Straight-talking, friendly, loyal and petmad. I will help anyone. To see someone I
have helped or guided succeed makes me
so happy. I am hard-working and a little
stubborn – if I believe in something, I love to,
in my own words, “geek out” to learn the
whys and wherefores.
What are you hoping to achieve from
your career at Cobus?
I love to be part of this growing business
with great ethics. I would hope one day to
become a sales manager and help to run and
work alongside a big successful team of my
own. I wish Emma, the sales manager, had
a download button – I would love to get
my knowledge to her level. I will work hard
to create a sales database full of retained
customers and referrals; that alone will speak
volumes for my work.
If you could do another job for a day,
what would it be and why?
I would be a luxury tropical holiday reviewer;
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that way I am relaxing and working at the
same time – perfection! What could be better
– being paid to lie on a beach working on
your tan with a cocktail in hand. In fact, I will
volunteer – where do I sign?
What’s your ideal night in/out?
A barbecue in the garden (so I don’t have to
cook) with my family, then a good old girls’
night, dancing, singing and getting a little
tipsy – but only in the summer. I am too old
to go out in the winter with no coat on; my
beer jacket no longer works. I would rather
snuggle up on my couch with my husband
and girls and watch a good film.
Why should people come to you for their
telephone solutions?
I will always give my honest opinion on a
solution that would suit the customer, not
me, the most. I am very passionate about
the customer’s journey and will always be on
their side from start to finish, and beyond.
Remember, if I meet you, you’re my friend.
To take advantage of Sally’s special
introductory VoIP offer below,
call today on 01482 596853
or visit www.cobus.co.uk l

INTRODUCTORY SPECIAL OFFER
VoIP/ hosted telephone
SAVE 50%
solutions from only
ON YOUR
£7.49 per month
per person
TELEPHONE
Including inclusive calls!
*
BILLS
Typical savings based on customers moving
to Cobus from their current provider

*

Established Since 1991

Call our award winning team on 01482 225666
Visit: www.cobus.co.uk
Cobus Communications Half Page Advert.indd 1
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MOST INSPIRATIONAL
BUSINESS LEADERS IN
HULL & EAST YORKSHIRE
After our inaugural campaign last
year, once again we are asking
BW readers to tell us who inspires
them in business.
We want you to tell us about the business leaders you admire - those who have gone
the extra mile to make a difference to their customers, their staff, or their community.
They may have overcome significant challenges or made huge personal sacrifices –
whatever it is that inspires you, this is your chance to tell us about it.
Here at BW we want to recognise the unsung heroes as well as the more prominent
figures across our region – which is why we’re asking you, our readers, in print and
on social media, to send in your nominations. If you know someone who deserves
shouting about, then tell us about them!

Sponsored by Pace Communications
pacecomms.co.uk

bw-magazine.co.uk

“It’s about people who inspire
others, and it’s not necessarily
about ‘well-known’ leaders;
it’s about people like myself just
working hard, trying to make a
difference, for now and for
the future.”
Last year’s winner, Claire Clark

HOW TO NOMINATE
Email top20@bw-magazine.co.uk,
or visit our website and fill in the form,
nominating ONE businessperson and telling
us why, in 100 words or less, they should
be included in our Top 20.
One nomination per person, please.
The closing date will be 23 July 2021, after
which a panel including BW MD Helen
Gowland, editor Sam Hawcroft and Anita
Pace from sponsors Pace Communications
will judge the nominations and decide who
makes the final list.

SO DON’T DELAY, AND MAKE
SURE YOUR NOMINATION IS AS
COMPELLING AS POSSIBLE!
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Sewell Group recognised with highest
honour for British businesses
The group, which has its HQ in Hull, has been recognised as one of just
18 businesses in the Queen’s Awards for Enterprise for Promoting Opportunity
The award – the most prestigious accolade
for UK businesses – celebrates Sewell’s
contribution to the region through its many
initiatives to employ local people and invest
in developing talent, as well as giving back
to communities and supporting the regional
economy. Over the past two decades, this
has included:
• Adopting a “look local first” approach to
its supply chain resulting in, on average,
80% local labour
• The Sewell Skills Academy, which
provided employability skills alongside
a taster of the construction industry
for more than 1,400 young people,
including those not in education,
employment or training (NEETs) – this has
since developed into the Tommy Coyle
Academy providing a free gym facility for
more than 1,000 young people in east
Hull
• Humber-based charity CatZero – which
has been supporting young people and
families from across the region since
2009 – with news of a new partnership
project coming soon

• Abilities in Facilities – in partnership with
Mencap, offering paid employment and
training for more than 30 individuals with
learning disabilities
• More than £30,000 donated to local
charity and community groups every year
through the 13 Sewell on the go retail
stores, with long-term partnerships with
organisations including Hull 4 Heroes, the
Coyle Foundation, Fit Mums, Dove House
and Hull Animal Welfare Trust. Many of
Sewells’ senior team also sit on charity
boards.
The multi-disciplined group of companies,
which has spent more than 10 years in
the Sunday Times Top 100 Companies to
Work For, two of which were in the top 10,
invests a six-figure sum in staff training and
development every year, with many of its
senior leadership team having started out
as trainees.
Paul Sewell, chairman of Sewell Group,
said: “Our vision has always been to be
a successful company that endeavours to
make a difference to the areas in which
we work – to become a great company to

deal with, we have great people working
with us.
“By investing in the development and
training of our people, and taking on
trainees, apprentices and graduates, we’ve
created an extremely talented workforce.
We employ ethical people who want to
make a difference to local communities and
we invest our time and effort into projects
that are going to make a difference to local
people.
“To receive this award from Her Majesty the
Queen is a huge honour and I’m incredibly
proud of our teams. Promoting opportunity
is exactly what we’re about and what we
do as a company; we’re successful because
we provide opportunities, both within the
company and the community.” l
Sewell Group, which has its
headquarters in Hull as well as offices
in Elland, York and Willerby, employs
460 staff and is made up of Sewell
Investments, Sewell Construction,
Sewell Facilities Management, Sewell
on the go, Illingworth and Gregory and
Shared Agenda.
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What’s in a name?
Pace Communications’ dynamic account managers are the vital cogs in the
wheel of the thriving Hull-based creative communications agency.
Despite account managers’ pivotal role
in agency life, being asked what they do
is quite common. The Future of Account
Management, a report by the Institute of
Practitioners in Advertising, debated the role.

Rebecca Flitton-O’Brien

“Before I got my first job within an agency
I had no idea of the full scope of the role,”
said account director Rebecca Flitton-O’Brien.
“Now I know that it’s a job title that should
be celebrated for its depth.
“A common misperception is that we are
project managers. Making sure deadlines
are met is our responsibility but it’s only
a small part of our role. As highlighted in
the report, we must span both emotional
and professional skills such as empathy and
charisma but also leadership, and having a
strategic mind.
“A good account manager will be able
to develop a marketing strategy and then
subsequent campaign and channel plans.
We need to be great at building relationships
as being trusted by our clients is critical.
Account managers are the voice of each
client here internally at Pace.

HULL AND EAST YORKSHIRE

“It’s a multi-faceted role that’s always
high-pressured, but it’s very exciting. I can
understand why the title can be misleading
which is why we’ve recently changed it to
‘client manager’, but to be honest, what
we’re called is not important – it’s what
we do, and the value we can add, that
counts.” l

pacecomms.co.uk
Email hello@pacecomms.co.uk
or call 01482 332255

Raising money to give disadvantaged
children in Hull and the East Riding
the opportunities they deserve

Tickets £55
Table of 10 £500
The

20’s Roar Again

Charity Ball
20th
Friday May 7.00 pm
2022

DoubleTree by Hilton Hull

Untitled-1 1

Includes 3 course meal, themed
entertainment and disco
Pre-book your table now, tickets
officially go on sale in
the Autumn

heycu@hull.ac.uk
01482 466045

10/05/2021 18:41
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All-inclusive fixed-cost IT
support for a changing
world
The One Point Ltd
The View
Bridgehead Business Park
Hessle
HU13 0GD
theonepoint.co.uk
help@theonepoint.co.uk
01482 420 150

Time is up for dated
IT departments – at
The One Point, we
offer our customers a
better way

Businesses need more from their IT team
than the traditional model can offer.
Demand for connectivity means those
looking to survive in a changing world must
depend on increasingly complex technology.
The old way now collapses when something
goes wrong, as this technology requires
immediate and specialist attention.
All-inclusive IT support at a fixed monthly
cost is just the start. When working with
The One Point, you will have unlimited
access to a highly trained, award-winning
team with expertise across all modern
business technologies. Proactive support
can even fix issues before you notice
disruption to your operations.
Our Double Gold Microsoft Partner status
is evidence of an elite team with a proven
track record of meeting our customers’
specialist needs.
With our IT support services, our
customers experience all the opportunities
of awesome technology and all the benefits
of amazing support. Everything is taken care
of, from the planning and installation of
hardware and apps to future maintenance
and upgrades.
Businesses choosing the modern way can
watch their operations flow smoothly, all
while spending less and getting the most
out of the technology they depend on.
It’s time to say goodbye to spiralling
IT costs and the chaos and stress of
firefighting IT problems when you could
work with us and achieve stability
and growth.

Key benefits of managed IT support:
• Fixed price and all-inclusive – unlimited
helpdesk support and site visits: say
goodbye to out-of-control IT costs and
surprise charges, take back control and
plan effectively with a single fixed monthly
fee.
• Offsite cloud data backups included: peace
of mind comes from knowing your critical
data is backed up and checked on every
day.
• Antivirus included: every endpoint device
needs protection against the genuine
threat of a ransomware attack.
• Cybersecurity experts: whether you need to
get protected or become Cyber Essentials
certified, our team can help.
• 24/7 friendly support: our high standards
of customer support have gained us
multiple awards – all while offering speedy
response times.
• Microsoft-certified engineers: our team
are specialist certified Microsoft engineers.
They take great pride in their work and
helping you get the most out of Office
365.
Talk to us and make the change. We
believe there is a better way for any business
that depends on technology to operate. If,
like us, you see that it’s time for a change,
then we can’t wait to chat about how our IT
support can bring digital transformation to a
business just like yours.
We take great pride in helping our
customers’ businesses thrive in this new
turbulent yet exciting technological world. l

IS ALL PLASTIC
REALLY THE ENEMY?
The overriding message from
media today is that plastic is bad
and needs to be eradicated as
soon as possible.
But is it that simple?

It is widely known that food waste is the biggest producer of carbon
dioxide (CO2) – carbon footprint. If we reduce food waste, we reduce
carbon footprint; this in turn contributes to slowing climate change.
Based on Innovation Drive in Hull, Krehalon is a leading global food
packaging manufacturer supplying plastic shrink bag packaging and films
to supermarket chains, exporters and food service businesses.
The purpose of our packaging is to preserve the quality of fresh foods
while maximising shelf life and appeal. We use world-class polymer
science and engineering expertise to tailor our packaging structures to
match customer requirements.
The UK is leading the world in committing to reduce plastic waste.
Krehalon shares this commitment and is an active member of the UK
Plastics Pact, RECOUP and CEFLEX, the European consortium of flexible
packaging companies and associations. All aim to improve the circular
economy of plastic packaging – to develop ways to recycle more plastic
more often and lessen the dependability on virgin plastic.
Our main product range is up to 80% lighter than the competition,
depending on application, and it is also stronger, meaning less plastic and
a longer shelf life – a win-win for everyone involved in the food supply
chain.
And we are not stopping there. Krehalon has both recyclable and
recycle-ready products in its portfolio so can offer sustainable packaging
solutions for customers without compromising on the product quality or
performance required by the hygiene regulations in the food industry.

KreCycle™ - our new packaging range (including easy peel
options) ready for mechanical recycling. Certified by Cyclos
(Institute for Recyclability and Product Responsibility)

Interested to learn more? Please contact:
Christine Bettinson, Global marketing leader, Krehalon UK,
christine.bettinson@krehalonuk.co.uk or visit www.krehalon.com

RESEARCH & DEVELOPMENT
TAX RELIEF SPECIALISTS

GET YOUR CASH
FROM HMRC
Call Simon at Cooden Now!
Validate
,
your claim

No Win
No Fee

Call us on: 01424

225 345 email us on: info@coodentaxconsulting.co.uk
@CoodenConsults www.coodentaxconsulting.co.uk

Office 8, Charter House, 43 St Leonards Road, Bexhill on Sea, East Sussex TN40 1JA
Cooden Half Page.indd 1
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CONCRETE

GOALS
Composites Construction UK (CCUK) founder Jamie Dempster is targeting
the Humber and M62 energy corridor with his expanded range of structural
repair services. He talks to Sam Hawcroft

S

ometimes in business you have to be
in the right place at the right time. That
was the case for Jamie Dempster, when
a chance meeting led to him mingling
with American tycoons at a five-star hotel
conference in Cyprus.
Hull-born and bred, he went into general
contracting and left the city to work all
over the UK at a very young age. But as he
approached 30, now married with children,
he’d become somewhat weary of the
constant travelling. Like many who leave
the city, the pull to return was strong – it
held a “strange attraction”, as Jamie puts it.
“Maybe I should have settled in one of
the bigger cities and made a different life
for myself, but I think a Hull gets a very
bad press, and anybody like me who’s been
to many other places around the country
realises it’s not that bad, really. It’s got its
geographical restrictions, in the way it’s
situated in the road and transport network,
but apart from that, it’s a great place.”

Jamie took a job as a project manager
with a large contractor working reasonably
locally before the opportunity arose to
start his own business in 2006, but this
venture was to become a victim of the 2008
recession in what were some of the darkest
days of his career. “It was a great shame
because we’d won awards and broken
records, but when you have to go through
putting your business into administration,
nearly losing your house, and all the stress
that comes along with it, you just get to the
point where a human being can only face
so much.”
But it wasn’t long before the encounter
that was to change his life. “I was
introduced to this guy from Canada, who
was an old school friend of a colleague
many years ago when they lived in Brough.
This childhood friend, who had relocated
with his family in the 1980s, was now
managing a company called Fibrwap
Construction in Canada. At the time, the

owner of the business was an American
group, and they already had some offices
in Europe in strategic countries, but they
were looking to expand as part of a growth
plan. So we got chatting and I was invited
across to meet some people over in Cyprus
in 2009. And I got really excited by the
concept of it.”
It was a niche business, focused on
structural repairs using carbon fibre and
glass fibre-reinforced polymers on concrete,
timber and masonry – from buildings and
bridges to pipelines and other industrial
structures. “It was something very
innovative, something very unique,” says
Jamie. “And in 2010, we agreed to partner
with the American organisation and set up
the UK office.”
What convinced them that he was
the man to take the business forward in
the UK? “That’s a really good question!”
he laughs. “I honestly don’t know the
answer.” But it turns out that his somewhat
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unconventional method of preparing for his
business pitch might have had something to
do with it.
“When I first found out about all this,
I was doing some refurbishment work in
Hull for a charity down Spring Bank. So we
were putting up walls, laying carpets, that
sort of thing. And then a few months later I
was at this massive corporate conference in
Cyprus, shaking hands with these wealthy
Americans and meeting people from Asia.
And then I had to present a business plan
to the owners at very short notice. It was
about 4pm, and I’d been at the beach and
had a couple of beers. I got a message
to say they wanted to meet me at 8pm,
so I had to get myself organised pretty
quickly! About four weeks later I was in the
European office in Athens, sitting in this big
boardroom surrounded by legal and share
ownership documents. In the space of six
months I’d gone from refurbishing a nursery
in Spring Bank to being part of a global
company. I sat there and I said to myself,
‘how the hell did I get here?’”
Jamie was faced with a blank slate – and,
while the bulk of the work was down in
London, he felt the decision to keep the
headquarters in Hull was a wise one. “I
employed people from Hull, so I created
jobs and apprenticeships and contributed to
the local economy. We were giving people
jobs from Hull, while we also got to go
down to London to do some work. There
was nothing in place when I started – the
only thing we had was my experience, as
I had quite a wide range of construction
experience in a few of the sectors we
work in now, and a few years’ experience
in running a business. The very first thing
we had to do was bring in a technical
salesperson, because it’s a technical ‘sell’.
You need a structural engineer to sell to
structural engineers, and I couldn’t do that.
So the very first thing as a business we
agreed to do is to recruit Jayesh Nandwana
from Sheffield Hallam University – he is still
with us today, as the technical director now,
and he does an amazing job.”
There are other companies out there that
do some of what CCUK does – but it is still
the only “full service provider”, as Jamie
explains. “We design, supply and install
composite strengthening systems – we are
the only one. And, as a company, I believe
that we have single-handedly grown the
market because when we first started in
2010, it was very, very tiny and very, very
different from what it is today.”

‘‘

“We’ve got a structural survey project on the south bank this
month where we have to swing from ropes underneath a concrete
fuel jetty.”

CCUK’s major route to market is through structural engineers, not the owners of
structures. “We go and meet the structural engineers, one-on-one or in a group format,
and we educate them on the capabilities of composite strengthening. And once you’ve
given them a basic understanding and they see the advantages, they’re then more
inclined to specify or recommend. And then our eventual customer, the one who pays
the bill, is the local authority, the main contractor or the asset owner.”
I was surprised to learn that this £3 million-turnover business employs fewer than 20
people across the UK, but Jamie has ambitions for growth in the next three to five years,
having last year launched a concrete repair division alongside the original composite
strengthening arm. “You don’t need a lot of people and a lot of equipment to be able
to do the work, which is one of the advantages. We’ve got just five vans, and they take
the equipment with them, do the work and then they come back – we don’t need a
massive team of people behind us. We have to stay very lean, as what we do can be
expensive, so we have to remain competitive and have good people who can do the
work very well and very quickly. In the repair business, we pride ourselves on doing the
difficult jobs that nobody else wants to do – for instance, we’ve got a structural survey
project on the south bank this month where we have to swing from ropes underneath a
concrete fuel jetty.”
This does present a challenge to recruitment, Jamie admits – especially among the
younger workforce. If he could have done anything differently in the past decade, he
would have focused more on bringing a new generation in, he says. “You don’t think
about it until you need people and then when you need them, they’re not out there.
The older generations don’t want to do what we do, and the younger generation just
want to be YouTube stars!”

Looking Forward to
Brighter Times!
Promote & Prosper
Promotional Merchandise
Branded Clothing
Design and Display
the

promotion
company

Your business can leave a legacy...
Help our heroes build the future they deserve

Leave your company legacy by becoming a part of the worlds first transitional
Veterans Village. No matter how big or small, with sponsorships from as little as £500
everyone can make a difference. Visit our website for more information.

www.veteransvillage.co.uk | legacy@veteransvillage.org.uk |

Untitled-4 1
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It’s a generalisation, of course, but
said only partly in jest; it’s a situation that
employers across other sectors will no doubt
be familiar with – but on the positive side,
this means there should be opportunities
galore for young people wanting to enter
an innovative industry and are prepared
to work hard. And, while the company
operates nationally, Jamie is keen to get the
message across that his is a Hull firm that
is committed to the local economy and has
much to bring to the table as the Humber
positions itself as the country’s leading
energy estuary.
“We’ve recently added lots more tools to
our toolbox,” he says. “We are morphing
into a business that is more similar to
others – but that’s because we want to.
So now we’re offering specialist services
such as concrete repairs, crack injections,

spray concrete, specialist coatings, which
is probably more suited to businesses
and infrastructure in the Humber. That’s
what we’re focusing on in this area – the
composite strengthening would really be an
added bonus.”
The fact CCUK is local, as well as the
inherent environmental credentials, make
it a win-win for the region, adds Jamie.
“We’ve got an offering that might be
different. With what’s going on in the
Humber area and the drive to net-zero, I
think people do have to look at their ageing
infrastructure and ask themselves, is it
worth keeping? Is it costing them money or
the environment and, if so, what can we do
to improve it? You need to have somebody
on hand to look at these things for you and
give you options.”
Jamie still looks after the day-to-day

running of the business, while keeping
abreast of competitors and the almost
constant influx of new products into the
market. As this magazine goes to press, he’s
heading to Athens again to sign a deal to
bring a new product to the UK, exclusively
to CCUK. “I get a lot of people from Asia
messaging me on LinkedIn to ask me if I
want to buy carbon fibre from China,” he
says. “It’s a huge market in Asia and there’s
a lot of people that are selling materials, but
we still remain true to the main suppliers
that we know and trust and that have
been through years and years of extensive
testing.”
When your business is founded on
structural stability, there’s no room for
cutting corners. And with CCUK’s specialist
contractors on board, it’s clear your building
will be in safe hands. l
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WE’LL HELP YOU FIND THE
RIGHT PEOPLE
01482 628808
Email info@emmersonkitney.co.uk
Visit emmersonkitney.co.uk

Recruitment experts
Emmerson Kitney
on how to avoid the
hidden costs of a
‘bad hire’

Left to right: Lana Grisina (Smart Temps), Becki Moore (EK Financial Recruitment), Joe Makin
(Emmerson Kitney) and David Kitney.
Going it alone to find a new recruit can be
tricky – good people are in the good jobs with
little or no consideration for making a career
change.
For some, this can lead to a ‘bad hire’,
where the cost of engaging that person can
be as much as double their salary, coupled
with training costs, poor morale among the
rest of the team… the list goes on.
The key to positive recruitment outcomes
is engaging a professional agency to work in
partnership. The team at Emmerson Kitney
work on a project basis to understand exactly
what type of person fulfils the requirements.
David Kitney is managing director at
Emmerson Kitney. He explains: “Following the
year we’ve just had, it’s clear good people in
secure employment have not been seeking
alternatives. Subsequently, employers may
not always be seeing the best people – only
the best people they have in front them.
Therefore, our job is to help companies
improve their appeal and give new candidates
a reason for change.
“We tend to work with SMEs – employers
who believe recruitment to be an investment.
Within the group, Emmerson Kitney
focuses on engineering, sales, marketing
and technology, whereas Emmerson
Kitney Financial Recruitment specialises in
accountancy and finance recruitment.
“Demand for all of our services continues

to increase, but in July last year, a gap opened
up in the market for Smart Temps, our new
business that sources excellent-quality temps
for local manufacturing and engineering
firms. This bolt-on to our business is expected
to increase revenue by £2 million this year
alone.
“We recently formulated a Bad Hire
Calculator, which illustrates the hidden costs
associated with taking on the wrong person,
the negative impact of which can affect a
business’s productivity, its bank balance and
company culture.
“In the 20 years I’ve worked in this sector,
attitudes towards recruitment have changed
massively. It’s much more scientific with tools
such as psychometric profiling for unbiased
screening. This can include speed of learning,
management style and leadership potential.
This information can unlock the true potential
for a specific role and for us, it translates
into 94% retention within 12 months of
recruitment.”
The EK Group is driving growth across
the whole business, with a total investment
of £250,000. The firm has increased the inhouse team by 40%, acquired a second office
in the Old Town, a new CRM system and
websites. l
The Old Foundry, Cowgate, Welton,
East Yorkshire, HU15 1NB
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Getting back to business

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 getting back
to business after
lockdown easing
and how the recent
budget stimulus
programmes are
impacting the
economy and
business owners….

Dutton Moore are one of the largest
independent firms of Chartered Accountants
and Business Advisers in Yorkshire, offering a
complete range of services, and are experts in
financial planning and advice.
Heading up the firm is Managing Partner
Tony Bullock. He commented: “Many are
still asking when will things get back to
normal - and the future is now looking more
positive than it has done for over a year,
with the successful vaccination programme,
consequent lockdown easing and allowing
our freedoms to return. We cannot predict
what the new normal will look and feel like,
but certainly the recent budget has provided
considerable stimulus for businesses up and
down the country.
Tony was impressed with the recent budget
delivered by Chancellor Rishi Sunak: “It was
full of innovative and fair announcements
across the board.”
Tony picked out some key highlights:
the successful furlough scheme which is
continuing until 30th September. Business
rates for retail, hospitality and leisure are nil to
30th June, then 66% to 31st March 2022 for
businesses with revenue below £51k. The VAT
for tourism and hospitality stays at 5% until
30th September 2021 and then 12.5% to
31st March next year is a really great stimulus
to encourage people back. The purchases
of new plant and equipment for businesses
get a super deduction of 130%. And the

no change in income tax rates or personal
allowances.
Tony continued: “The forecast for growth
from the Bank of England and OBR is positive
given we remain with some restrictions. The
economy is expected to return to pre-COVID
levels by the end of next year, six months
earlier than previously thought with growth
of 4%, moving to 7% in 2022 and 1.8% in
2023.
“Generally, the budget was pumped full
of incentives and packages that are allowing
the economy to bounce back, keep people in
their jobs and provide support for businesses
into the autumn.
“For this region I was particularly pleased to
see the investment into off-shore wind farms
and the announcement that the Humber will
be one of the designated Free Ports, enabling
a special economic zone to make it cheaper
and easier to do business.
“The second half of 2021 is starting to look
much more positive and this is welcome news
for businesses, many of which have suffered
extensively through lockdown.”
If you want any help or assistance in
looking to future proof your business from a
financial point of view, please talk to us. The
team at Dutton Moore can guide you through
what schemes and incentives are open for
your business. Planning ahead and putting
your financial affairs in order has never been
more important. l
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Cointreau transforms the
Lexington rooftop terrace
into Acapulco adventure
24 Ferensway,
Hull,
HU2 8NH
01482 755500
www.thelexingtonbar.co.uk
Lexingtongeneralmgr@doubletreehull.com

The Lexington Bar
and Cointreau
have partnered
to bring back the
summertime spirit
of Margaret Sames,
inventor of the
original margarita,
to Hull

Cointreau has transformed Hull’s finest sky
bar to create an Acapulco-themed terrace on
the rooftop of the DoubleTree by Hilton Hull.
The concept
In her Acapulco villa, Margaret Sames created
extravagant parties hosting a select crowd
of artists, celebrities, business tycoons and
adventurers. With a margarita cocktail in
one hand, they celebrated a new way of life:
carefree, elegant and creative. The poolside
afternoons became a new outdoor lifestyle
mixing games, performances, tastings and
music. This golden age of playtime was the
symbol of a pleasure-seeking generation.
Acapulco theming
The terrace takeover features vibrant orange
seating, an Acapulco-inspired swing, new
soft furnishings, tropical foliage and feature
artwork wall, bringing the fruitful flavours

of the distinctive, orange-flavoured triple sec
liqueur and spirit of the margarita to life.
Fernando Marques, The Lexington general
manager, said: “One of the things I love the
most about the Lexington rooftop terrace are
the changing moods of the blue-skied, balmy
afternoons to sensational sunset evening
views. Providing our guests with the most
amazing blue to orange shades while they get
together and celebrate with a cocktail in hand
– I can’t think of a better way to translate
those vibrant, sun-drenched to sunset scenes
to drinks than with Cointreau.”
The original margarita
Simple, versatile and refreshing, there’s a
reason the margarita is one of the world’s
favourite cocktails. Created in 1948 by
Margaret Sames, the original classic recipe
has remained unchanged since the beginning:
Cointreau, tequila blanco, fresh lime juice,
and a salt rim. For one particular poolside
soiree, Sames wanted a good daytime cocktail
that could be enjoyed by the pool. Naturally,
she turned to two of her favourite spirits:
Cointreau and tequila. After trying numerous
variations, she landed on her signature recipe,
with lime juice to balance the alcohol and
a light dusting of salt on the glass rim for a
touch of flair. An immediate success, “The
Drink” came to be known as the margarita
and the recipe spread by word of mouth by
Sames’s influential friends.
To try it for yourself along with a wide
range of classic and signature cocktails
available at The Lexington sky bar, visit
thelexingtonbar.co.uk. l
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DEMYSTIFYING
DIGITAL
MARKETING
Nick Cranwell and Emily Proctor founded
Green Ginger Digital just before the
pandemic hit – but they’ve had a hectic first
year, as Sam Hawcroft finds out…

G

reen Ginger Digital’s logo is clean and
simple – the company’s name alongside a
vertical rectangle.
Except it’s more than just a rectangle.
It actually represents what’s said to be
England’s smallest window, which, as surely
all Hullensians know, can be found at The
George pub, down The Land of Green
Ginger – which has to be England’s most
intriguing street name, come to that.
It’s a heritage that Green Ginger Digital
founders Emily and Nick are keen to
celebrate. “We’re genuinely proud to
be a local business,” says Nick. “We’re
both from the area, and we both wanted
to create a vibrant, positive, passionate
business that was proud to promote
everything to do with Hull.”
Emily hails from just the other side of
the Humber Bridge – but she had her
Yorkshire passport stamped some time ago.
“We spent a lot of time thinking of what
we were going to call ourselves, and we

wanted something that was a nod to Hull,”
she says. “But you have to be from the area
to get that connection. And that’s the same
with our branding, which has the famous
window in our logo. We also work with a
lot of fantastic brands further afield and it’s
always an interesting story when we talk
about our brand.”
Between them they have almost 20
years of experience, having worked at one
of Yorkshire’s leading digital marketing
agencies with top brands including Argos,
The Range and Jaguar Land Rover. But
they’d long harboured ambitions to start
their own business together, particularly as
they felt they could make a difference for a
variety of smaller, ambitious firms who were
looking to grow. “I’d really enjoyed working
with brands that may be a little earlier on in
their online journey – the SMEs, where we
could really make an impact and add real,
tangible value to them as a business,” says
Nick.
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At the beginning of 2020, they took the leap and
set up Green Ginger Digital. And we all know what
happened next, of course.
“Maybe, with hindsight, that wasn’t the best time,”
says Nick, “as it was right at the start of the pandemic,
but one positive that came out of that was we were
able to help businesses through that period. I think the
experiences that we’d gained from working with bigger
brands allowed us to support other people with their
digital marketing and online performance. Some really
struggled through Covid, while others had the opposite
problem in that they saw a big increase in demand for
their services, and it was about helping them manage it
and maintain it.”
Hull has a burgeoning digital community – C4DI in the
Fruit Market quarter is probably what first comes to mind
when thinking of the city’s main tech hub, but there’s a
tight-knit hotbed of agencies in the Old Town, too. How
can Green Ginger Digital stand out in what seems to be a
very crowded and competitive market, I wonder?
From the outset, Nick and Emily decided they would
not try to be all things to all men – they would play to
their strengths. “What we really wanted to do was to
create a disruptive digital agency that really focused
on the digital marketing element of online,” says Nick.
“There’s a lot of agencies that build websites, they do
creative, they do branding, they do marketing – but
we wanted to rip that up a bit and be something
different. We know what we’re good at and that’s digital
marketing.”
And there is less a sense of rivalry than camaraderie
along the cobbled streets whose centuries-old
warehouses and grand merchants’ offices are becoming
increasingly populated by a young industry that isn’t
weighed down by convention or formality. “We’ve just
moved into a new office – Salter’s House, down the
High Street, and there are a number of similar agencies
close by,” says Emily. “It’s more about, ‘what do you do
that we don’t?’ – collaborating, connecting and doing
a great job for our clients, rather than rubbishing the
competition. We don’t want to be like that.”
Those who may live in a more analogue world might
take one look at Green Ginger Digital’s website and
be baffled by the range of services on offer. PPC, SEO,
PLA… sounds like your average episode of Line of Duty.
But digital marketing is becoming ever more essential to
stand a chance of being seen, whatever industry you’re
in – and Nick and Emily know it can seem bewildering,
which is why they are there to help SMEs demystify
the process and take the hard work out of it. The night
before I spoke to them, I’d spent hours lining up a
month’s Instagram posts, so I know time-consuming it is,
and that’s just one social media feed. Coming up with a
clear digital strategy and keeping on top of it is tough for
one person to achieve when they’ve got a million other
jobs to do.
“A lot of clients come to us and say, we need a digital
agency – we need help – but they don’t really sometimes
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understand what that means,” adds Emily. “So for us
it’s actually breaking it down, finding what they want,
whether that’s sales, traffic or boosting their visibility
online, and then we create a bespoke package. We want
our services to be really tailored and adapted based on
the specific needs of each client, that’s how we operate
with each and every client to grow their business”
To help businesses find out exactly what they
might need, Green Ginger Digital offers a free digital
healthcheck, from which they can make a list of
recommendations. Areas they can help include Facebook
and Google advertising, Amazon marketplace, SEO
(search engine optimisation – in other words, making
it easier for people to find your website), and payper-click (PPC). They even offer training packages for
when businesses feel ready to take their digital strategy
in-house.
Emily and Nick describe paid media and SEO as their
“bread and butter” – it’s where they’ve helped some
of the biggest brands drive customers to their business.
There’s a lot of negative talk about “clickbait”, the
“you’ll never guess what happened next” method of
marketing; sites that do this might have lots of lovely
statistics to show their paymasters, but whether these
amount to meaningful engagement is doubtful. It
doesn’t engender much respect or brand loyalty – often
quite the opposite. “It’s very easy to drive quantity,” says
Emily, “but we go after quality. One of the things we
often get as feedback is we’re really transparent – we
share so much data with our clients, to show the value
of every single person who enters their website, because
ultimately if we’re sending bad traffic, you’re not going
to get the leads or sales.”
“It’s the type of industry where there’s a lot of
buzzwords thrown about,” says Nick. “But ‘trust’
is probably under-utilised. We want to build trusted
relationships with clients where they trust us with their
budgets, their strategy – their business, effectively.”
Despite the challenges of Covid, they’ve worked flatout during the past year (“I don’t think we’ve slept!”
laughs Emily) and grown to a team of four, with Marcus
Robinson and Molly Symonds-Hall coming on board
in March as digital marketing manager and executive
respectively. Nick and Emily’s own experience in finding
employment informed their approach to recruitment,
as they’d struggled in the past with that familiar
conundrum – being turned down for a job because
you have no experience, despite your qualifications.
Molly’s background was in graphic design and, in her
own words, found herself stagnating in her career and
applied for Green Ginger Digital “on a whim”. It was her
drive and initiative that impressed Emily and Nick, and
she’s hit the ground running. “She’s new to marketing,
but she had a real passion and that came across in the
interview,” says Emily. “We want to give that help to
people who want to get into the industry and hopefully
we’re a little bit more receptive to that than people were
to us.”
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Our new team has really allowed us
to support our clients more effectively,
adds Nick. “Marcus has a lot of extensive
industry experience, working with some
amazing clients but also sharing our core
values as a business”
They’ve reinvested in the business, but
exponential growth is not their goal. Again,
it’s quality versus quantity. “We want to
continue having those really good one-toone relationships with clients – that’s really
important for us,” says Nick. “Obviously
we’ve got ambitions to grow, but we’re not
going to become a 50-person agency.”
They’re experts at marketing for other
businesses – but what about marketing
themselves? How did they go about
getting their name out there as a start-up
in the midst of a pandemic? “It can be
tricky,” admits Nick, “as our clients come
first and it’s often the last thing on our
priority list, but we’ve had some amazing
support from a lot of people. We’ve joined

For Entrepreneurs Only and done some
high-profile talks for the BT Skills Shop, and
we’ve leveraged our personal networks
with people in the industry.”
Another huge boost was Emily winning
a place on this year’s Top 30 Under 30,
which, as the scheme’s organisers say, is
more than just an award. Not only does
it recognise the best young talent across
Hull and the Humber through its awards
ceremony and social media promotion
for a year, it rewards the winners with
a place on the LEAP programme, which
is a transformative 12-month training
experience. “For me, that’s going to be an
amazing thing to be part of,” says Emily,
“and it will also help promote us as an upand-coming business in the local area that
invests in our staff.”
It’s been a whirlwind year, and if they
have any regrets at all it’s that they didn’t
take the leap sooner. “We maybe spent
a year umming and arring and not being

particularly happy where we were,” says
Emily. “We could have saved ourselves that
year and been a little bit further ahead –
but that’s all with hindsight. I think you’ve
just got to be brave. If it doesn’t work out,
it doesn’t, but at least you can say you’ve
done it. So, don’t live with regret and be
ready to work really hard.”
Would-be entrepreneurs often find the
idea of business planning daunting, but
there’s no blueprint for what works and
what doesn’t, Nick argues. “The reality is,
our plans went out of the window after
two months. It was one of those times
when you realised it was new territory for
everyone, nobody really knew what they
were doing, and I think you’ve got to be
flexible, reactive and resilient. If you’ve
got the skills and that mindset, then I
think anyone can start their own business
successfully. There’s never a perfect time – if
we can start in a global pandemic and get
through that, then anybody can.” l
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Are we there yet?
01424 225345
info@coodentaxconsulting.co.uk
www.coodentaxconsulting.co.uk

As the country takes
gradual steps out of
lockdown, why not
make it your first
step to ask us how
we can help you
claim R&D tax relief,
says Cooden’s
Simon Bulteel

Four words that used to drive any parent
absolutely insane, but after the past 13
months, are probably now music to the ears of
a lot of us. I don’t know about you, but out of
an abundance of caution, we didn’t take our
summer holiday to Europe last year, and we
didn’t take our children to any of the places
we might normally have done during the
summer holidays. Places they love, but places
we thought we should probably avoid just to
be safe. So instead, we got a National Trust
membership and probably annoyed a lot of
people out for a quiet walk in the grounds of
many properties around west Kent and Sussex
by taking our three children for days out and
picnics.
But over the early May bank holiday
weekend, we went “out out”! On the Friday,
my wife went and had drinks with five of
the school mums, and on the Sunday we
took our three boys to a miniature railway.
On the Monday they went to an outdoor
adventure park as well. Now, I haven’t yet
applied that level of bravery to my business
life, as I haven’t had a face-to-face business
meeting since early October, but I think we
are almost there! Have I been too cautious?
Probably. Professionally, being an accountant,
I see myself as generally risk averse, yet
as an entrepreneur running a niche tax
consultancy, I know I have to throw off my
cloak of pessimism and be more “out there”.
That being said, it’s not held our business
back. When it comes to preparing R&D tax
relief claims for many businesses, working
over video conference and conducting our
technical interviews through this medium,
rather than face to face, has proven to work
and is something that we may continue into
the future, if that is what our customers want.
However, even though we have been able
to keep preparing claims for those businesses
in manufacturing and engineering, where we
know them and have been around the factory
floor, there has been a semblance of business
as usual. For those who we have worked with
for the first time during lockdown, there is a

nagging thought at the back of my head that
by not being present, by not walking through
and seeing what is going on and being able to
ask questions in the here and now of such a
walk, have we been able to identify all of the
R&D activities? There are only so many times
you can ask, “Is there anything else, anything
new, anything that you are doing differently,
anything that you have improved?” before
beginning to sound like that child in the back
seat pre-lockdown.
We are almost there. We are seeing
the opening up of society; we are able to
drink inside a pub again; we are allowed to
participate in outdoor sport; we have seen
some trial mass participation events – lots of
little steps! I still feel that I am giving the stock
response that might be given to the children:
“We are almost there; not long to go now!”
It is still open-ended to some extent, but I
am ready to get out there again. I am sure
it will be a little bit different at the start but,
hopefully, we will get there!
So, now to you – how are you doing? How
positive are you about the next 12-18 months
of your business? Have you taken out some
BBLS or CBILS funding that needs to start
being paid back anytime soon?
Have you been doing something new and
interesting in your business over your previous
two accounting years, even pre-pandemic?
Has it involved an element of scientific
or technological uncertainty? Has it been
ultimately successful? Or did it fail and has had
to be put on the shelf for the time being?
If you’ve answered yes to any of those last
questions, why don’t you give me a call? I’d
love for you to be the first business I come out
and see, when we are both ready! We can
start with a discovery call, that first little step.
You can book one at calendly.com/simonbulteel and we can have a video or telephone
call to suit you, or you can just pick up the
phone and call me on 01424 225345. Let’s
finally get 2021 rocking and get you a nice
pot of money back in your bank account from
a successful R&D tax credits claim! l
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Deadlines turn
dreams into plans
Procrastination is not necessarily
laziness – but it’s good to prioritise,
says Mal Williamson
The word deadline was first used in 1864.
Apropos of nothing, other words and
terms emerging that year were bacteria,
stage whisper and piffling. “Apropos” was
first used back in 1668. Anyway, I digress…
I procrastinate.
Deadline did not originally have the project
management meaning it does now. It
was coined as the line around a prison,
beyond which prisoners could expect to be
shot. I wonder why this prison metaphor
was seized on by magazine editors as a
useful analogy? Sam Hawcroft here at
BusinessWorks isn’t like that at all – are
you, Sam?
But I mustn’t get distracted, eh?
Putting things off is not about being lazy.
Come to that, being lazy is not about
being lazy either. Maybe that’s an idea for
another article sometime – how laziness is
a description of behaviour from the outside
rather than what we feel inside. Such as
confidence (see my article Confidence Does
Not Exist in BusinessWorks issue 8, Spring
2020). Hang on – where were we? Stay
focused.
Not lazy, then. I love working. So much so
that when there is work to do I like to find
other work to do.
There is always something else to do that
appeals to my fumbling, creative soul. An
idea is easy to think about without the
administrative work of actually writing
it down, listing its benefits, scheduling
its emergence, defining the essence so it
can be shared to others. And while I am
thinking about that I am clearly in the
mood for it so should give it some good
attention now. Mind you, what about this
other idea as well? Let’s do some more…
er… research, shall we say? Musing
pointlessly?
Not pointless, no. Productivity demands
some thought and planning and reflection.

But not professional.
“Sorry Sam, I only write when I am
inspired. Luckily I make sure I make sure I
am inspired at 9am every morning.”
This wonderful quote is attributed to
William Faulkner, Somerset Maugham
and Peter de Vries – and that is just the
first page of Google. Anyway, get off the
internet.
So, I love deadlines. I make it my business
to get a deadline. I appreciate a client
with a deadline. I love colleagues who
can commit to a deadline. Otherwise I will
meander and do another urgent, important
thing. Because that is working life now,
isn’t it?
On a sheet of A4 plot two axes – urgency
against importance. Then put crosses all
over this page for all of the things you
need to do. The more important it is, move
it to the right, the more urgent, place the
cross higher up the page. Include all your
to-do list. Personal and business.
And look at the lovely map of your crazy
life. Anything top-right corner is crisis
management. Very urgent and very
important. Too much here leads to chaos
and poor performance. Or normal as we
like to call it?
However, bottom right-hand corner is
tickety-boo. This is where we should
be working – on things that are very
important and we have the time to do
them well. Love this place. Work here. This
is where you can set time and space to
do that musing – thinking. Like a proper
business executive. Working on your
business, not in it. Whose quote is that?
Alexa – who said – no! No time to look
that up.
You can avoid crisis by loving your
deadlines. The deadline pulls things up
from the good zone – so noticing that
movement is key. If it moves, enjoy it.

Anything on the left is daft. If it is the
bottom-left corner, just forget it! Not
important and not urgent – scrap them.
Above that we have a mix of first tasks
for your day…. either do this stuff now,
delegate it to someone else or dump it.
The deadline alerts you to the good stuff.
By all means daydream of other things –
but if that project is moving upwards, then
you can hitch a scenic ride there instead. l
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In the

Spirit
Josh Sims takes a look at the latest model from Rolls-Royce,
a new iteration of the Ghost.
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“A more stripped
back design can
be harder to pull
off than a busy
one.”

here are many reasons why owning a Rolls-Royce may be hard to justify these
days. It’s not just the price, nor the engine size, which certainly cuts against the long
term trend for more environmentally-friendly vehicles. Above all, perhaps, it’s the
excess: in the public imagination, Rolls-Royce speaks to glitziness, to polished surfaces
and a World of Leather, behemoths that announce their approach with that signature
oversized grille - well, it is modelled on the Pantheon in Rome - and the flying lady
bonnet ornament. Arguably it’s out of synch with austerity, past and that to come.
Yet it’s a perception that hasn’t been entirely lost on Rolls-Royce itself. Indeed, its
latest model, a new iteration of the Ghost - which carries the name of its predecessor
but, bar that Spirit of Ecstasy bonnet ornament, virtually none of the component parts
- is an answer to those for whom Rolls-Royce is symbolic of the automotive OTT. For
all that it still costs upwards of £250,000 and is powered by a 6.7 litre V12 engine, it’s
a solution for those for whom driving a Rolls-Royce would provoke at least a touch of
self-consciousness. It’s what the company calls its move into ‘post-opulence’, a trend
it’s identified as being prevalent at the world’s fashion, furniture and yacht shows too.
“I think with the 2017 Phantom we went for the most ornate, most artistic looking
car you could imagine, inside and out. We know what the Phantom is all about,
how that ornamentation is part if our heritage and we celebrate it too,” says an
unapologetic Christopher Duff, head of interior design at the German-owned, but still
quintessentially British car-marker. “But we also understand that there’s a customer
who doesn’t want that now. You can draw a parallel with hotels - there are some that
cost thousands to stay at but actually are very simple in their style. Or with watches yes you can spend half a million on a skeleton tourbillon, but there’s still a demand for
much more understated pieces in which it’s all about the tiniest of details.”
Duff calls this new Ghost “more reductive, detoxified, without being sterile
minimalism”. Inside and out, lines are longer, cleaner, with fewer breaks or flourishes.
Whereas everything in a Phantom seems to visually blend together, in the Ghost details
are more deliberately placed, akin, he suggests, to placing a vase just so on a table at
home.
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“The difference between a component
placed more or less well is one of
millimetres,” he explains. “In fact, a more
stripped back design can be harder to pull
off than a busy one, because it’s as much
about the spaces between the different
components as the components themselves.
There are breathing spaces. The interior
design aims at bringing the heart rate
down.”
Duff trained in transport design in
Sweden and, he says, inevitably the
preferred national aesthetic has rubbed off.
But he also designed the interior of the 2017
Phantom, so is conscious of just what a
contrast the 2021 Ghost is, however subtle
at first. In the latter there’s plenty of tech,
for example, from a 1300w magnesiumceramic speaker set-up to an air purification
system, but the displays are set in to the
interior scheme in a way that cleverly
makes them stand slightly apart from the
traditional hand-craft all around. It’s all
the better to suggest easy upgradability
when the time comes, while the woodwork
continues to develop its patina over the
decades. For all of the tech there are not too
many buttons.
There’s also a greater emphasis on the
warmth inherent to open pore materials, the
likes of full grain leather and natural wood
- the dash comprises one long, unblemished
section, for example. Touch the headliner which, a tad bling perhaps, can light up like
the night sky, complete with a shooting star
effect - and it’s made of cashmere. Such,
Duff says, is contrasted with the cold touch
of the stainless steel air vents. And they
must be steel
“It’s not just that the weight of the
material gives the vents the right level of
stiffness when you move them - which you
just couldn’t get from a plastic - it’s also
its tactility. You can’t get the same level
of satisfaction out of handling plastic,” he
adds. “It’s like the advice they give when
you’re doing up your home: spend the
money on the fixtures - and why shouldn’t
that apply to the automotive world too?”
That emphasis on materials, and the craft
with which they’re put together, is very

‘‘

Rolls -Royce, of course. But here they’re brought together more in the spirit of bestin-class, rather than overt luxury. The same is true of the body, which, while certainly
always going to dominate the road - and, at 5.5m long and weighing nearly 2.5 tonnes,
how couldn’t it? - can now do so without seeming to harrumph about the traffic in the
way.
“We speak to clients regularly in the development phase of any new Rolls-Royce
and a particular subset of Ghost clients were calling out for something less ostentatious,
subtle enough to work in all situations, a piece that can be dressed-up or down if
you like,” explains Henry Cloke, lead exterior designer at Rolls-Royce. “One of the
clearest examples is that there is no embellishment or shut lines at all around the Spirit
of Ecstasy, all the better to let her stand out and be appreciated against a clean lake of
bonnet. All the complexity of the craftsman and thousands of engineering hours it took
to accomplish this are hidden beneath the surface.”
Indeed, choose dark paintwork and ride with the flying lady down, and the Ghost
isn’t going to turn all heads, which is exactly as this ‘post ostentation’ driver likes it.
This body has a new hand-welded aluminium structure, giving it a seamless flow. It
looks something akin to a motorboat, proud to the front, tapering uninterrupted to the

“It’s like the advice they give when you’re doing up your home: spend the money on the fixtures - and
why shouldn’t that apply to the automotive world too?”
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rear. It’s telling that on the Ghost the grille’s
vanes have been sand-blasted. Even the
reflections have been toned down.
“Rolls-Royce has incredible heritage,
but actually this means that there a few
design elements that are so iconic - such
as the Pantheon grille - you can adjust
and abstract them to give each model
and design a different character, and
yet you will still immediately know the
car is a Rolls-Royce,” explains Cloke.
“But creating the new Ghost on that
aluminum space-frame, whilst keeping
the overall size and interior space of its
predecessor, was certainly a challenge,
albeit a worthwhile one. This led to
some interesting solutions, like moving

‘‘

the speakers into the chassis, and cables
beneath the floor, and for the exterior
design it enabled us to widen the body for
a more dynamic stance, and to lengthen the
rear overhang which gives the sleek flow
from roof to tail.”
As for the drive, well, nothing much has
changed here - thankfully. It’s as superlative
as ever. Sure, it’s not a heart-rate pounding
thrill ride - remember that everything about
this iteration of the Ghost is about getting
the pulse down, not up. Rather, it’s even
more of that characteristically Rolls-Royce
‘waftiness’: driving a Ghost feels less like
taking a car somewhere, as sitting in one
while the world is silently scrolled by you.
That hush-a-by interior is in part down to

the 100kg of sound deadening material
incorporated into the design.
No, for all that Rolls-Royce has referred
to the Ghost as being more of a driver’s car
- rather than a chauffeur’s - don’t expect the
buzz of a super-car. This is more a super
car - without the hyphen - in the sense that
it’s all so utterly effortless and stress-free.
Put together a double wishbone suspension
at the front, a multi-link arrangement at
the rear, air springs all round and adaptive
dampers, then throw in a satellite-linked
camera system that reads bumps and
potholes ahead, and it’s hardly surprising
that getting a feel for the road is next to
impossible. You don’t know you’re on it. It
seems less is more in so many ways. l

“There is no embellishment or shut lines at all around the Spirit of Ecstasy, all the better to let her stand
out and be appreciated.”
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START
SPREADING
THE NEWS…

Sam Hawcroft samples the delights of J Johnson’s New York-style deli and bistro

I

t’s a bit difficult to do a restaurant
review when all the restaurants are shut and
your print deadline is fast approaching.
So I had a bright idea – the roof terrace at
J Johnson’s in Hull’s Humber Street would
be open, and that would make for cracking
views as well as food, I thought.
But the best-laid plans of mice, men and
business magazine writers gang aft aglay
(with apologies to Rabbie Burns). By the

time we’d managed to fix a date, dining
indoors was allowed – which was just as
well, as we turned up on one of the foulest
May days I can remember. The Fruit Market
and marina area can be like the south of
France on a good day; on a bad day, with
wind and rain lashing in off the river, it can
feel like the south of Finland.
The bistro restaurant at J Johnson’s
wasn’t quite ready yet, either, but the

downstairs deli was up and running, with
one exciting addition to the menu as a teaser
for the Sunday roast menu to come – the
roast belly pork with sauteed seasonal
greens, polenta mash and madeira sauce.
There was another unexpected addition
to our evening – in the form of my other
half’s parents, who’d planned to be dining
out elsewhere but had to cancel at the last
minute for reasons beyond their control.
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We invited them along to make
up for it, with the caveat that it
would be ‘deli’ food and not a full
restaurant menu.
We didn’t know quite what to
expect but, having looked at the
menu beforehand, I was reasonably
confident we wouldn’t go home
hungry. The bedrock of the deli
menu at J Johnsons is their freshly
baked focaccias (gluten-free
available), filled with all manner
of delicious ingredients such as
pulled beef ragu, herb-roasted
chicken breast and provolone
cheese, prosciutto, pork meatballs
and marinara sauce, porchetta with
mozzarella and roasted peppers.
Imagine the poshest, most pimpedup, do-I-eat-it-or-climb-it sandwich
you can think of, and you’re about
there.
There are also salads such as
fusilli pasta with charred aubergine,
baby spinach and ricotta pesto; the
‘smashed Nicoise’ (the eggs being
the victims of the ‘smashing’ here);
and burrata mozzarella with charred
asparagus, peas, spinach and lemon
and basil pesto. ‘Small plates’
include artisan calzone, seasoned
skin-on fries, pork meatballs and
polenta fries, and the charcuterie
board with various cheeses, pickles
and salami.
Quite a lot to go at there, then.
We kicked things off with the
charcuterie board, and to follow I
simply had to sample the roast belly
pork dish, while the others went for
various focaccias and a couple of
portions of the fries.
I was right (as my other half will
know, I nearly always am) – there
was more than enough food, and
any fears we may have had about it
being ‘snack’ food were immediately
dispelled. The pork dish was
beautiful: the perfect marriage of
a hint of crispy crackling and silky
soft meat, with creamy polenta,
beautifully cooked asparagus and
tenderstem broccoli, accompanied
by a rich, deep sauce.
My other half’s mum declared the
chicken in her focaccia among the
best she’d ever eaten – I sampled
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a bit and it was indeed melt-in-yourmouth stuff. As for the fries… now, I’m
partial to the odd chip, and, wow – these
were wonderful. It was all very hearty
fare, simply done, and the quality of the
ingredients just shone through. All of us
agreed that, if this was ‘just’ the deli menu,
the bistro menu would be well worth
returning for.
The restaurant is named after one of its
former occupants, fruit and nut wholesaler
Jack Johnson, and the building is packed
with character, from its tiled downstairs bar
to the exposed warehouse brickwork and
vintage-effect chandeliers. Humber Street
may have started off shabby, and moved
through shabby-chic through to superchic, which tends to spark accusations of

gentrification, but for me the street is what
Hull needs. It’s like hipster London without
the London prices; nothing on the deli
menu at J Johnson’s is over £6, for instance,
which is outstanding value. Of course, the
bistro dishes will cost a fair bit more, but
this will be fully justified by the ingredients,
setting and service, all of which were topnotch on our visit.
I was glad to be able to have a quick
chat with co-owner Jason Gittens, as he
was whizzing like a whirlwind between
J Johnson’s and his other Humber Street
venue, Butler Whites. He took me upstairs
to the bistro area to have a look at the setup,
explaining that it had the added benefit
of being separate from the floor below
and therefore usable as a function room.

I could see the roof terrace through the
rain-spattered back door; if summer ever
does happen this year, this area will be a
south-facing sun trap, the perfect setting
to sample a few glasses of wine from the
brilliantly quirky cabinet on the ground
floor, which incorporates an old upright
piano. I resisted the temptation to find out
whether it worked.
The past year has been a challenge for
Jason, to say the least, as it has for the entire
hospitality industry. He will, as will we all,
be hoping and praying there are no setbacks
to the easing of restrictions in the coming
months. It doesn’t bear thinking about. So I
will try not to – and instead look forward to
some better weather and the chance to catch
some rays up on that roof. l
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CONFIDENCE IS KEY FOR
THE HOSPITALITY SECTOR
Phil Ascough plans a sensible return to socialising with the help of a handy new city centre guide
We’ve been here before. Remember the
scary days of March 2020, when nobody
really knew what a lockdown was and even
the most panic-stricken pessimists reckoned
it would last no more than 12 weeks?
Turned out because it was late, too loose
and lifted too early we had to do it again,
but not before experiencing the excesses of
Eat Out to Help Out, the crackpot curfews
with early pub closures pushing people on
to the streets and into the supermarkets,
and the three-tier system. Or was it four?
And then another lockdown because
loads of people got Covid-19 for Christmas,
but now some relief, hope and a gradual
rebuilding of confidence. Although
there are still fears among some that the
Government’s current game of vaccines and
variants will turn into a version of Russian
roulette.
Some people insist they won’t be
resuming their social life until at least 10
days after their second jab. I’ll almost
certainly opt for table service over standing
at a bar, and I’ll have a mask to hand in case
of crowds. It’s natural for people to be ultracautious when the Prime Minister chooses
to wish everybody happy holidays just a few
days before a round of elections.
Certainly confidence is key for the
hospitality sector, and it appears that the
vast majority of venues have stuck rigidly to
the restrictions. There are still doubts about
how many pubs, restaurants and cafes have
lasted the course and there may be more
hurdles to come.
Creating or enhancing an outdoor area
can compensate for the loss of trade inside
but it comes at a cost. Issues have also
arisen because of the Covid and Brexitrelated hold-ups in getting hold of new
equipment – one restaurateur expects to
delay his reopening because the suppliers of
his new cooker were less than honest about
the delivery date.
But there has been investment aplenty
by the venues themselves and from
other sources, with HullBID and Visit Hull

collaborating to produce a guide to food
and drink venues in Hull city centre.
Published with Covid bounceback funding
from Hull City Council, its an A6-size
booklet that brings together all the food
and beverage outlets in the city centre. If it
leaves you trying to work out the connection
between some of our wonderful Old Town
pubs and such snack specialists as Coffee
31 and Cooplands then you’ve obviously
forgotten what sort of food it takes to get
you back on your feet the morning after
over-imbibing.
Think of it as a pub crawl in your pocket!
A handy reminder of the places we haven’t
been able to enjoy to the full for more than
a year, and a guide to some new-look and
even brand-new destinations. Many of them
now linked by a swanky new bridge.
My favourites haven’t really changed.
From a starting point of the Minerva the
tour would take in the Taphouse where a
decision would be made on whether to
proceed under Myton Bridge to High Street
and the place esteemed tour guide Paul
Schofield has branded “pub central”, or to

cross Murdoch’s Connection to Furley & Co
and the Punch Hotel, which has undergone
a transformation inside and out.
As the new guide indicates, either route
sets out any number of great food options.
My stroll would ultimately lead to The
Hispanist in Paragon Arcade or Artemis
Taverna in Albion Street, depending on
whether the mood favours laid-back Latino
or gorging on Greek delights.
Or maybe to the Junkyard Café with its
quirky decor and unrivalled views across
two counties from the top of the K2 tower,
or Long An, a Vietnamese restaurant in
Paragon Square which was serving up some
sensational food before the first Covid
closure.
I’m also hearing of three or four new
places planning to open in the Hull area
during the coming weeks and months, so
fingers crossed that all the investment is
rewarded by a bumper summer.
We can all do our bit by picking up a
brochure and supporting the sector, but
sensibly as we try to banish lockdown from
our lexicon. l
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Forward plan with our helpful

EVENTS DIARY
JUNE
7-11

Humber Business Week

8

East Yorkshire Business Networking Breakfast,
by Network B2B (runs every week)

9

Stafforce Job Fair - Grimsby & Humber (online)

10

Fresh thinking for your business: join our free
clinics, by Business at the University of Hull (online)

14

Humber Outreach Programme (HOP) –
Humber Festival of Skills, by HEY LEP

16

IoD Panel Discussion: Diversity and Inclusion Deficit
in the Boardroom (online)

16

Education session for carers and supporters in
eating disorders, by Evolve Hull Community Eating
Disorder Service (online)

30

Thinking of starting a Community Interest
Company? Find out how, by Companies House
(online)

JULY
2

IoD North East Woman on Board (online)

7

Mini-Stretch Team Challenge for
Humberside Businesses With the British Army –
by Marketing Humber, at Middleton Barracks, Hull

7

Women in Business Hull
Monthly Virtual Coffee Catch Up

7

Socitm Yorkshire & Humber Virtual Local Meeting

8

Helping our people to help themselves,
by CIPD Humber Branch

9

The Hull and East Yorkshire People in
Business Awards (HEYPIBA) – streamed live from
Bridlington Spa
Director’s Breakfast Programme: Re-Train - Retain Grow, by Humber HR People (online)

17

Brexit - Import Procedures - Online Training Course,
Hull and Humber Chamber of Commerce

17

Humber Outreach Programme (HOP) –
Humber Festival of Skills, by HEY LEP

18

TUC Trade Unions and Mental Health Awareness
Course – England, by East Riding College (online)

15

22

Airco Open Event, in partnership with
North Lindsey College, Goulton Street, Hull

16-18 Creative Hull, various venues, Hull city centre

23

Grimsby & North Lincolnshire #WiredCurry is back
(Covid-19 compliant), Spice of Life, Wellowgate,
Grimsby

23

Starting and running a limited company,
by Companies House (online)

24

Windy Millers Social and Networking Night Out,
Butler Whites, Hull, by Team Humber Marine
Alliance

26

21

Women in Business Hull - an Evening in the Vines,
Little Wold Vineyard, South Cave

21

Education session for carers and supporters in
eating disorders, by Evolve Hull Community Eating
Disorder Service (online)

AUGUST
4

Women in Business Hull
Monthly Virtual Coffee Catch Up

25

Education session for carers and supporters in
eating disorders, by Evolve Hull Community Eating
Disorder Service (online)

University of Hull open day

26-27 Comedy Workshop, Comedy Lounge, Hull
27

An Afternoon with Joe Calzaghe,
DoubleTree by Hilton Hull

30

Live Virtual Broadcast Event and Q&A
With the Army Engagement Team,
by Marketing Humber (online)

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.

For all your events
and conferencing needs

With added
WOW factor
Our flexible range of rooms are set in breath-taking surroundings with views
overlooking sandy beaches and the North Sea. The Royal Hall is a magnificent
1930s art deco ballroom with a standing capacity of 3,500 whilst the Spa Theatre
is an ornate Edwardian two-tier theatre seating 675. Eight purpose-built function
and break out rooms of various sizes complete the venue.
All rooms are accessible and fully equipped with high specification AV and IT equipment
including free WiFi throughout the building. Our award winning hospitality team are experts at
catering for any event, a large three course banquet or a light business lunch.
If you’re interested in finding out more and availability of any of our versatile spaces,
please contact a member of the dedicated events team on 01262 401400 or visit bridspa.com

South Marine Drive | Bridlington | YO15 3JH | 01262 678258
bridspa.com |    bridspa

The world has changed.
Is it time to outsource your
IT Department?
The One Point offer all inclusive IT Support,
from only £25 per endpoint per month.

Fixed Price and All Inclusive
24/7 Friendly Support
Microsoft Certiﬁed Engineers
Cyber Security Experts
Free Cloud Backups
Free Anti-Virus

Call today for a quote

Find out more at https://theonepoint.co.uk/it-support

